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HEREVER YOU Go - 
YOU SEE 
| BURROUGHS MACHINES 















machines ate used extensively 
Harris: Trust’ and Savings Bonk, 
one of thousands of banks © 
listed as satisfied Burroughs users. 
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, For more than fifty years, Burroughs has worked in close, 
continuous association with business men everywhere 
in helping them solve their figuring and accounting problems. 
nad The experience gained through this long association 
explains, in part, Burroughs’ recognized ability to analyze 
B office procedures and requirements . . . to make practical, 


j roughs carefully-thought-out recommendations . . . to select, 


install and apply the machines and methods that provide 





# 


£7 IN MACHINES maximum accuracy and efficiency at minimum expense. 
{7 IN COUNSEL This experience, plus Burroughs’ continuing program of new 
(J IN SERVICE machine developments to meet ever-changing business 


needs, is an important reason why you see Burroughs 
machines wherever you go. 


BURROUGHS ADDING MACHINE COMPANY - DETROIT 32, MICHIGAN 





ING, ACCOUNTING, STATISTICAL AND CASH REGISTERING MACHINES * NATIONWIDE MAINTENANCE SERVICE « MACHINE SUPPLIES 


















Closing Bid Prices 


Furnished through the courtesy of The First Boston Corporatio, 





STOCK QUOTATIONS 






































1946 Range June 
High Low 28, 1946 
Aetna Casualty & Surety Company ....... 104 89 97 
Aetna Insurance Company ................ 61% 52% 
y % A 56 
Aetna Lite Insurance Company ........... 08% 48° 57y 
Agricultural Insurance Company ......... O4+ SO 81 
American Alliance Ins. Company ......... 2414 21 24 
American Automobile Ins. Company ...... 3844 31 3 
—- Perr Rr 14% 114 ly 
American Equitable Assurance Company.. 26% 21 9 
American Home Fire Assurance Company. 12 11% 2 
American Insurance Company (Newark).. 21% 195g ot 
— ee Company ........ 38% 33% i, 
American Reserve Insurance Company 22: 18 
American Surety Company ...... : ne : aber 7 . 71 ily 
rr * eet aes rome Company .......... 47 40 W 
saltimore American Insurance Company.. 7% 656 7% 
Bankers & Shippers Insurance Company.. 86% 76 1 
GLoston Insurance Company ........ . sgecee 64 aK 
ae — a srg Association ....... 2414 22% pails 
Carolina Insurance Company ............. 38 34 3y 
City or New York Insurance Company 25 214 5 
Connecticut General Life Ins. Company... 79 69 1 
Continental Casualty Company) «00-00. am 2 8 
ent: surance OMPANY ...ccccces s 53% 55 
ao Fire Insurance Company ........... 2 “14 sf 
{mployers’ Group Associates ............. 4534 36 38 
tumployers Reinsurance Corporation ...... 1 63% 71 
Excess Insurance Company of America ... 9 7 
THRouGH Latin american SPECIALISTS Fidelity & Deposit Compaay” of Maryland oe 
‘i elity eposit Company of Maryland 181 167 1 
Fidelity-Phenix Fire Insurance Company 70 56% 4 
Fire Association ot Philadelphia .......... 69 60 61 
You naturally consult specialists on the various | free ee eee ea ie any (Newark)... ——  . = 
‘ me! ranc »>mpany (Newark).. TY 3% 14 
types of insurance. Equally important is the matter | Gcacral Reinsurance Corporation’ ......... 26k ah 
e einsurance Corporation ......... 5 67 _ 
of area—where loc: : : General Reinsurance Corporation (New) .. 40% 374 0 J@ 
ff ‘ oe may seriously ae Se & Marine Ins. Company 28 18% 23 
affect your interests. ‘ , o>. 2 af Glens Falls Insurance Company .......... 59 52% 55 
y Ss - 1S bi hy it 1s a wise step Globe & Republic Insurance Company .... 12% 10% oe 
to place your Latin American insurance inthe hands | Globe & Rutgers Fire Insurance Company 23, yO | 
; ; : yrea merican Insurance Company ...... 35 30% 31% 
of Latin American specialists Hanover Fire Insurance Company ........ 33 2914 29% 
: Hartford Fire Insurance Company ....... 129% 118% _ 13 
ULTRAMAR has long acted as Foreign Managers Hartford Steam Boiler Inspec. & Ins. Co. 49 44 ry 
f, : : ( fi Home Insurance Company ............++++ 3436 30 314 
or prominent U.S. and Latin American insurance Homestead Fire Insurance Company ...... 17 15% 17 
‘ . Insurance Company of North America .... 110% 04 1024 
companies handling every typeofcoverage. Through | Jersey Insurance Company of New York.. 42% 37% te 
r . - . 7 2 9 5 
its offices, agencies and correspondents in the pom National Life hy late 76% 7 it 
Americas, you can get concrete advice on special ne go oy g ae oy pices ssete ~~ 
a ° D ) eevee e [4 
types of insurance in any given area Merchants Fire Assurance Corporation ... 64 63 _ 
? 7 Merchants Fire Assurance Corp. (from 2/5) 32% 2814 BY 
When dealing through ULTRAMAR’S international Merchants & Mfrs. Fire Insurance Co. .... 84 6% 7 
° . Monarch Fire Insurance Company ........ 5% 4% 49 
insurance Organization, you are assured of three Monumental Life Ins. Company ........... 43 3844 42% 
. F ‘ % National Casualty Company .............. 31 2414 2 Ff 
basic advantages: 1—Prompt, tume-saving settle- National Fire Insurance Company ........ 72% 50% 6 FT 
a . . : National Liberty Insurance Company .... 7% 65% 7% 
— 2—Convenient, direct adjustment under National Union Fire Insurance Company.. 213 182 190 
uniform conditi or. : New Amsterdam Casualty Company ...... 37 31% 33 
7 c ditions and terms. 3 Payment in New Brunswick Fire Insurance Company. 33 2 33 OF 
either U. S. or local currency, as desired New Hampshire Fire Insurance Company. 55 5044 514 
ha : sig sa : New York Fire Insurance Company ...... 16% 14 154 
We invite queries from individuals, brokers bus- Northern Insurance Company ...........+ % 87% 89 
‘ h . z North River Insurance Company .......... y 22' 23% 
iness houses, agents and insurance companies any- Northeastern Insurance Co. of Hartford .. 9 6% 6% 
: : : . Northwestern National Insurance Company 149 140 145 
where in this hemisphere. Address whichever office | Uhio Casualty Insurance Company (The).. 35 33 3 
: ° Pacific Fire Insurance Company .......... 110% 97 $9 
1s MOst Convenient to you. ane See Set Biinenvosee Chis 60 3% 
aul Revere Fire Insurance Company ..... y 22 21 
IN HAVANA: Phoenix Insurance Company ..........+++. 9914 86 
: edie wvreferred Accident Insurance Company ... 154% 13% 1 
Oficinas de Ultramar S. A., Edificio Providence Washington Insurance Co. .... 43% 38% il 
La Metropolitana, Havana,. Cuba. Reinsurance Corporation of New York ... ™ 6% 6% 
Phone: M-9869. Republic Insurance Company—Dallas .... 32 29% a 
hode Island Insurance Company ........ 9 6% 
IN NEW YORK: St. Paul Fire & Marine Insurance Company 80% 76 } 
Oficina Seaboard Surety Company ........+--+++++ 57 53 
von = hey saad . A. of New Security Insurance Co. (New Haven) ..... 34% = 854 
’ onn otreet, New York 7, Springtield F. & M. Insurance Company... 137 117 1184 
N. Y. Phone: WHitehall 3-9690. aan Accident Insurance Company ... 43% 33% 4 
travelers Insurance Company ............ 705 607 695 
IN " . 7 pany 
MTSRNATIONAL MEXICO CITY: U. S. Fidelity & Guaranty Company ...... 53 46% 4 
Oficinas de Ultramar de : U. S. Fire Insurance Company ............ 62 57% 58% 
IN S. A., Isabel La C — U. 8S. Guarantee Com 90 87 88 
. - sabe atolica 1 - 8. PANY .nccceseseceeces ‘ 
SURANCE Monica, D. F. Phone: Mex. en Westchester Fire Insurance Company ..... 41% 34% 36% 
Best's PUBLICATION OFFICE, BOX 12 
59, ALBANY, N. Y. Entered as Second Class Matter at Post Office at Albany, N. . 
Insurance w. EXECUTIVE AND GENERAL OFFICES Under Act of March 3, 1879. Subscription Rates: “Bie. Pe 
News BEST BUILDING, 75 FULTON STREET, NEW YORK 7, N. Y. Year in the United States, Publication Date: 10th of the Month 
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Well be glad 


TO WORK WITH YOU 
IN KEEPING FIRE DAMAGE DOWN 





We have specialized for many years in the design 
and application of extinguishing equipment for fires 
| in flammable liquids and electrical apparatus. 


Through our experience in dealing with these dif- 
ficult Class B and Class C hazards, we have learned 
a great deal about ways to extinguish such fires 
rapidly — with minimum damage from either fire or 
extinguishing agent. 
The knowledge we have gained may often be help- 
| ful to you when you recommend fire-protection 
equipment to your clients. A Kidde representative will 
be glad to work with you at any time in preparing 
such recommendations. 


There is, of course, no charge for any assistance 
he can offer. Feel free to call on him whenever he 
can be of service. 


Walter Kidde & Company, Inc., 721 Main Street, Belleville 9, New Jersey 











a 
e— 
The word *‘Kidde’’ and the Kidde seal are trade-marks of Walter Kidde & Company, Inc. 














Literclly 
PLAYING WITH FIRE! 


e—-—— ® 

Most property today is underinsured. The 
rapid and spectacular rise in construction 
costs has increased the dollar value of all 
existing property, and has made old Fire 
Insurance policies wholly inadequate. This 
is bad news indeed for owners. Their in- 
surance coverage needs upping in line with 
current high values in order to provide ade- 
quate protection. Owners who fail to do this 
are literally playing with fire. 

Agents who do not bring this serious un- 
derinsurance condition to their policyholders’ 
attention are playing with fire, too. Should 
a loss occur where there is insufficient in- 
surance, an agent would face embarrass- 
ment and possible loss of the account in try- 
ing to explain satisfactorily why he did not 
see that his insured were adequately pro- 
tected against loss. For his own protection, 
he should be on record with all clients as 
having at least recommended additional in- 
surance. He will find it profitable to give 
them the facts. 

Most agents today are reviewing renewals 
carefully, as well as making a concentrated 
effort to adjust all existing policies in line 
with today’s high values. Write our Adver- 
tising Department for sales letters and ad- 
vertising material which will show policy- 
holders and prospects that they are playing 
with fire, if they do not follow your advice 
and carry adequate insurance. 


a 


NORTH BRITISH AND MERCANTILE 
INSURANCE COMPANY LIMITED 


THE PENNSYLVANIA FIRE INSURANCE 


COMPANY 
THE COMMONWEALTH INSURANCE COMPANY 

OF NEW YORK 

THE MERCANTILE INSURANCE COMPANY 
OF AMERICA 

THE HOMELAND INSURANCE COMPANY 
OF AMERICA 

150 William Street, New York 8, N. Y. 


New York 
Detroit $ Chicago 


Philadelphia : Boston 
San Francisco 














BEST’S STOCK INDEX 
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y stock price indexes of 50 industrial, 
cs 


20 railroad and 20 public utility stocks combined. 
Casualty Fire 

1944 1945 1946 1944 1945 1944 
gem: 38... 22: 356.8 377.8 485.8 189.9 203.2 245 bbe 
Feb. 28..... 352.4 389.5 454.8 189.5 211.7 2383 
i ee 348.6 375.8 466.7 190.8 205.6 241.9 
ae 344.7 386.4 474.8 188.4 211.0 2429 
May 31..... 349.3 395.3 472.1 191.0 215.3 2364 
June 30..... 347.9 402.9 464.9 192.1 213.1 229.1 = 
dy Stic... 350.6 400.5 193.0 206.9 
oe eee 351.1 403.5 197.6 207.6 
Sept. 30..... 350.4 410.6 192.9 211.3 
Oct. 3t..... 354.1 433.8 197.7 228.0 
Nov. 28..... 361.9 448.2 196.2 227.6 
ie. re 363.4 458.8 195.0 229.8 


IRE and casualty shares declined for the second 

successive month bringing the averages down t 
approximately the levels reported at December 31, 1945, 
Our index of twenty casualty stocks was off 1.5% t 
464.9, lowest since February, while our index of fift 
fire insurance stocks dropped 2.8% to 229.7, the lowest 
month-end figure this year. 

Fire Stocks 

Continued high fire and motor vehicle losses, coupled 
with the moderate reaction in general market prices, 
were apparently responsible for the decline in fire sr 
Leaders on the downside with losses of 11% were 
American Reserve, down 2% points to 18, and Phoenix, 
off ten points to 80. Among the eight which were 
counter to the trend Franklin Fire showed the largest] 
gain, up 5.3%. 

Casualty Stocks 

Twelve of the twenty casualty stocks in our index, 
declined in June, reflecting the trend toward lower 
earnings due principally to higher automobile losses, 
Maryland Casualty, which was up nearly 30% in May 
on speculative interest concerning refinancing plans to 
retire the stock held by the Reconstruction Finance 
Corporation, showed a loss in June of nearly 8%. 
Continental Casualty and National Casualty, which “| 
on the downside in May, continued lower in June with 
losses of 9.3% and 5.5%, respectively. The only cas 
ualty stock to show any appreciable gain in June was 
Great American Indemnity, up just one point to 16 
a gain of 624%. 
BEST'S FIRE AND CASUALTY NEWS 
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Thousands are in the market, looking for new or used automobiles. 
4 inde Before they make a purchase they should know about your local 

OW! one e e ° 

tonal facilities for better financing and insuring of cars through the Bank 
7 May and Agent Auto Plan. 
plans to ae ; , ; 
Finance A series of attractive window posters with metal display frame is 
ny available (free of charge) to Travelers producers who wish them for 
micn J ° ° e ° ° a e 
ne wi displays in their own offices and in the windows of cooperating banks. 
— an Ask the nearest Travelers Office for worth-while advertising 
t to 16 material featuring the Bank and Agent Auto Plan. 
TY NEWS 
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THE TRAVELERS INSURANCE COMPANIES ° Hartford, Connecticut 


REINSURANCE 
LESSENS 
THE SHOCK 


Continuity of 
production depends on some 
factors beyond the control 
of science. When the unex 
pected occurs financial reim- 
bursement can stabilize the 
aftermath of serious casualty. 

Our competent under. 
writing facilities can join 
with you in devising protec 
tion where high limits are 
the everyday potential. 


EACESS 


INSURANCE COMPANY OF AMERICA 
99 John Street, New York 7, N } 
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INSURANCE STOCKS 


Bought—Sold—Quoted 


The 1946 issue of our 
“COMPARATIVE DATA 
ON 
PRINCIPAL FIRE AND CASUALTY 
INSURANCE STOCKS” 


Now available. 
Copy upon request. 


MACKUBIN, LEGG & COMPANY 


Established 1899 


Members New York Stock Exchange 
New York Curb Exchange (Associate) 


BALTIMORE NEW YORK 
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Insuranee Companies 
Have DICKSON 


do the investigating and adjusting. 


Departments Under Management of Experienced Men: 
AUTOMOBILE — CASUALTY — FIRE — FLOATER 
INLAND MARINE—AVIATION—COMPENSATION 


AIRCRAFT LOSSES 





CLAIMS SERVICED BY PLANE 


Your Inquiry Is Invited 


DICKSON 


ADJUSTING COMPANY 
1627 K St. N. W. WASHINGTON 6, D. C. REpublic 6389 
Nights, Holidays—Warfield 2269 or Michigan 6390 
Territory: te eh al aad eee 


DISTRICT OF COLUM 
Aviation Service to: WEST VIRGINIA_N. CAROLINA 

















COMPANY DEVELOPMEN 


A SUMMARY of the insurance company developmen 
throughout the United States and Canada in recent month : 
appears hereafter. This summary includes notices of exami Ins 
tions conducted, and also new, licensed and retired companj 





CONNECTICUT se 
Licensed 
Service Casualty Company of New York....New York, N, y Me 
FLORIDA Mc 
New Company 
Haven Insurance Company ............ Winter Haven, Fig 





Licensed Un 

Hamilton Fire Insurance Company........ New York, N, ¥ 
Industrial Insurance Company............ Flemington, N. JB An 
GEORGIA ‘Ay 
New Company Bk 
Standard National Insurance Company........:... \tlanta, Gall Bri 
Licensed Ce 
Hamilton Fire Insurance Company........New York, N, Co 
ILLINOIS Fa 

New Company 

John Marshall Insurance Company............ Chicago, [I~ Lo 
INDIANA Mc 
Licensed Mc 
General Casualty Company of Wisconsin...... Madison, Wisc M 
Motorists Mutual Insurance Company...... Columbus, Ohid Mt 


Service Casualty Company of New York....New York, N. yg a 
Union Insurance Company ................2++- Chicago, nig 
West Bend Mutual Fire Insurance Company.. West Bend, Wisc 5¥ 


MAINE = 
Licensed Wi 
Provident Life & Accident Insurance Co...Chattanooga, Tenn Swi 
MARYLAND 
Licensed 
West American Insurance Company......Los Angeles, Cal 
MASSACHUSETTS Ea 
Examined 
Liberty Mutual Insurance Company .......... Boston, Mass, 
United Mutual Fire Insurance Company...... 3oston, Mass.§ Pie 


MICHIGAN 


Licensed 


Hamilton Fire Insurance Company.......... New York, N. Y, Tr 
MINNESOTA 
Withdrew 
Ohio Hardware Mutual Insurance Co....... Coshocton, Ohi 
MISSOURI Ay 


In Process of Organization 










Bakers Mutual Fire Insurance Company ......S Louis, Mo 
Merchants Mutual Casualty Company...... on. City, Mo 
Examined 
Central Mutual Insurance Association...... Jefferson City, Mog Car 
Farm Bureau Mutual Ins. Co. of Missouri. . Jefferson City Mo 
Mutual Commerce Casualty Company...... Kansas City, Mo 
NEBRASKA Ser 
Licensed 
Mid-States Insurance Company......... Reems sued Chicago, Il 
NEVADA Llo 
Licensed 
Surety Fire Insurance Company............ New York, N. Y 
NEW MEXICO 
Licensed 
Commercial Standard Insurance Co....... Forth Worth, Tex 
Globe-Republic Insurance Company.......... Philadelphia, P. 
Great Central Mutual Insurance Co............. Peoria, Il 
Ohio Casualty Insurance Company.......... Hamilton, Ohi 
NEW YORK 
Examined 
Alliance Assurance Company, Ltd............. London, En 
American Reinsurance Company............New York, N. ¥ 
Arex Indemnity Company ................ New York, N. ¥ 
Marine Insurance ‘Company, Ltd............... London, Eni 
Sea Insurance Company, Ltd................. Liverpool, Eng 
Union Casualty Company..................5- New York, N. Xg 


Vigilant Insurance Company ................New York, N.¥ Ad 





BEST'S FIRE AND CASUALTY N 





FO! 


NORTH DAKOTA 






Licensed 
arm Owners Mutual Insurance Company......St. Paul, Minn. 
Insurors Indemnity & Insurance Company ........ Tulsa, Okla. 
OHIO 


Licensed 
Secured Casualty Insurance Company........ 
. Examined 
Mennonite Mutual Insurance Assn........... Orrville, Ohio 
Motorists Mutual Insurance Company........ Columbus, Ohio 


PENNSYLVANIA 
Licensed 
Underwriters Insurance Company 


Indianapolis, Ind. 
rk, N. 


ven, Fl 
PEO ee eee Chicago, Ill. 


rk, N. ¥ Examined 
m, N. Anthracite Mutual Fire Insurance Co........... Shamokin, Pa. 
Augusta Mutual Fire Insurance Co............. Sunbury, Pa. 
Blooming Grove Mutual Fire Ins. Co....... Cogan Station, Pa. 
anta, Gall Briarcreek Farmers Mutual Ins. Co......... Orangeville, Pa. 
Centre County Mutual Fire Ins. Co............. Julian, Pa. 
rk, N. Countrymen’s Mutual Fire Ins. Co............. Lebanon, Pa. 
Farmers Mutual Fire Ins. Co. of Phila. and Bucks Counties 
Langhorne, Pa. 
cago, [II Locust Mutual Fire Insurance Company........ Catawissa, Pa. 
McKean Grange Mutual Fire Ins. Co......... Smithport, Pa. 
Montour Mutual Fire Insurance Company...... Danville, Pa. 
on, Wis Mutual Fire Ins. Co. of Armstrong Township... . Indiana, Pa. 
nis. Ohid Mutual Fire Ins. Co. of Millville ............ Millville, Pa. 
rk N Y Rush Township Mutual Pere 86, COs ..ccs sn Riverside, Pa. 
cago, Il Shamokin Township Fire Insurance Co....... Elysburg, Pa. 
nd Wisc Sunbury Mutual Fire Insurance Co........... Sunbury, Pa. 
: Swatara Mutual Storm Insurance Co.........../ Annville, Pa. 
Washington Mutual Fire Ins. Co. of Lebanon....Lebanon, Pa. 
West Branch Mutual Fire Insurance Co......... Muncy, Pa. 
ga, Tenubewhite Hall Mutual Fire Insurance Co......... Doylestown, Pa. 
SOUTH CAROLINA 
eles, Cal, Licensed 
East & West Insurance Company.......... New Haven, Conn. 
TENNESSEE 
mm, Mass, Licensed 
mn, Mass.§ Planet Insurance Company .................. Detroit, Mich. 
UTAH 
k NY : Licensed 
TX, N. 1.8 Transit Casualty Company ................ St. Louis, Mo. 
WISCONSIN 
‘on, Ohi : Licensed 
e Associated Fire & Marine Insurance Co.....San Francisco, Cal. 
Farm Owners Mutual Insurance Company....St. Paul, Minn. 
ouis, Mo CANADA 
City, Mo ALBERTA 
New Company 
City, Mog Canada West Insurance Company .................. Alberta 
Me = MANITOBA 
ay, & Licensed 
Service Fire Insurance Company .......... New York, N. Y. 
NEWFOUNDLAND 











cago, Ilk Licensed 


Lloyds Underwriters .............cccccccccees London, Eng. 


rk, N.Y 


MULTIPLE LOCATION RATES 


oe explanation of why multiple location 
risks deserve special rate treatment is outlined in 
4 a leaflet published by The National Association of 
| Casualty and Surety Agents. Entitled “Why Individual 
Risk Treatment is Needed,” the leaflet is based on a 
report by Elmer Warren Sawyer, association counsel. 
popies can be received from the association at 105 West 


rk, N. Wi Adams Street, Chicago 3, Ill, 


TY N 
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WE HAVEN'T BEEN ASLEEP 
DURING THE PAST WAR YEARS 


During the past war years, we were success- 
full in increasing our service to our agents, 
and in addition thereto, developed the use 
of the order blank in lieu of applications for 
many uses, introduced the bonded signature 
cards, introduced “bonded contractor” 
bonds, and brought out a full line of adver- 
tising leaflets for the use of our agents, to- 
gether with the handiest rate manual ever 


published. 


WESTERN SURETY 
COMPANY 


Western Surety Bldg. 21 W. 10th Street 175 W. Jackson Blvd. 
Sioux Falls, S. Dakota © Kansas’City 6, Mo. Chicago 4, Iillinois 


A are invited to write for samples of the order blanks devel- 
oped as part of our program of success through helping agents to 


ONE OF AMERICA’S 


OLDEST BONDING COMPANIES 








The 
sth 


rAairvic ‘Z 


Drove 


if Illinois, intimately 

4 84 8 /; connected with the life 

| ‘£° of Lincoln, was explored 

in 1673 by the Jesuit Mar- 
quette and Joliet. In 1679 La- 

“Galle claimed the territory for 


France and erected the first fort. It 


f° remained a province of Louisiana until 


1763 when it was ceded to Great Britain. 
In 1778 George Rogers Clark invaded the 
territory, drove the British out, and in 1783 it 
passed to the United States. About eighty five per- 
cent of the state is given over to farms, raising corn, 

oats, wheat, other grains, and a great variety of vegetables 
and fruits. This state is rich in its deposits of coal and its aN 
mining operations rank among the greatest. There are also * 

large petroleum deposits and extensive refining operations. 
Chicago—the greatest livestock market in the world—has huge 

meat packing industries. Other industries include nearly all types ot 

manufacturing and the city is rapidly becoming the steel center of the 
world. The state is among the leaders in the production of agricultural 
and farm equipment, clothing, printing and publishing. Excellent transpor- 
tation facilities by waterway and turnpike lead the visitor through picturesque 
valleys, wooded ravines, stretches of hardwood forests, gorges, and Indian mounds 


and caves. Insurance is a “must” in this state so bound in the Nation’s economy. 


CRUM & FORSTER 


ee Ce 
110 WREEIAM STE Et . HEwW Yo ss, 


UNITED STATES FIRE INSURANCE CO. Organized 1824 RICHMOND INSURANCE CO. Organized 1836 
THE NORTH RIVER INSURANCE CO Organized 1822 WESTERN ASSURANCE CO., U.S. Branch . . . . Incorporated 185! 
WESTCHESTER FIRE INSURANCE CO. Organized 1837 BRITISH AMERICA ASSURANCE CO., U. S. Branch . Incorporated 1833 
THE ALLEMANNIA FIRE INSURANCE CO. of Pittsburgh . Organized 1868 SOUTHERN FIRE INSURANCE CO., Durham, N.C... . incorporated 1923 


FREEPORT, ILL PACIF DEPT SAN FRAN > SOUTHERN DEPT ATLANTA ALLEGHENY DEPT. PITTSBURGH CAROLINAS DEPT., DURHAM, N 
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xt The first important United States Supreme Court 
decisions since the South-Eastern case have just been 
decided. Both arose out of the ruling in the South- 
Eastern case and go a long way in clarifying the power 
A’ of the various states to tax and regulate the business of 
Tinsurance. The two cases are summarized on page 15 
and appear in full beginning on pages 56 and 57. 





gt Another very important case has just been decided 
in the District Court in the District of Columbia, setting 
aside the order for reduction in fire and lightning in- 
surance rates issued by the District Superintendent. In 
handing down the decision, the Court outlined some 
very important principles which will undoubtedly be 
applied in other jurisdictions under many of the new 
rating laws that are bound to be passed before January 
1, 1948. This case is summarized on page 16. 





*ek Wartime and reconversion conditions have been 
responsible for rather drastic shifts in premium volume 
and loss ratios of certain casualty-surety lines which 
can only be understood by looking behind the aggregate 
figures into the trends and experience on the principal 
classes of business underwritten. To make possible this 
“look behind the scenes,” we have prepared a complete 
wabulation of underwriting experience by lines which 
is further explained on page 17. 








** Property owners of all kinds are faced with a 
ery serious problem today of keeping the amount of 
misurance which they are carrying in a proper relation- 
ship to the rapidly rising values of nearly all kinds of 
me Poperty. Building costs have risen sharply during the 
years and since. Further, there is much evidence 
mat they may continue to rise. The special chart on page 
A and the article Under-Insurance—What About It? 
A page 21 demonstrate just what has happened to 
muilding costs over the last few years and where they 
land today. 
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*xxk For many years the financing of automobile sales 
was controlled exclusively by companies especially 
formed for the purpose of engaging in that business. 
If banks and insurance agents had been able to foresee 
the huge volume of insurance premiums and interest 
earnings that automobile sales have developed, they 


| would probably have made provisions for providing a 


suitable service to the automobile buying public. The 
war period gave banks, insurance companies and agents 
ample time to reflect on the future of automobile financ- 


, ing and work out a program to enable them to share 


in the postwar automobile boom. For more on this 
subject, see Promote Bank and Agent Auto Plan on 
page 23. 


**x* This month our Buyers’ Round Table section is 
devoted to a discussion of What's Wrong With Insur- 
ance by the executive secretary of Risk Research In- 
stitute. It is interesting and important to receive a 
buyer’s viewpoint on the business ; it appears on page 27. 


xkxk At a recent agents’ meeting two speakers engaged 
ina game of make-believe. A prominent agent told 
what he would do if he were a company executive and 
a prominent company executive told what he would do 
if he were a local agent. These opposing views are 
represented on pages 30 and 31 under the headings 
If I Were a Company Exeutive and If | Were a Local 
Agent. 


*%*k Each one has it in his power to become the best 
salesman in his city. For some the road is somewhat 
longer and harder than for others. Some have the ad- 
vantages of having better business connections, more 
natural ability, a better background, or a keener per- 
sonality. However, no man is limited in his ability to 
sell as outlined in Be a “Go-Giver” on page 43. 


*x*xk The law pertaining to inland marine insurance is 
still in the formative state. The development of this 
field of insurance has been confined within a compara- 
tively few years. For a better understanding of this 
broadening field of business, see our legal section this 
month, Development of Floater Policies on page 47. 


*x*xk Tt is stupid to use the same sales tactics on all 
prospects. But it is equally stupid to trust to vague, 
intuitive, haphazard, spur-of-the-moment classifications. 
People are far more alike in groups than we realize. 
To be a good salesman one must recognize the types and 
kinds of prospects and act accordingly, as outlined on 
page 79 in Types of Prospects. 











mously 
Caroli 


| ad,. appearing in The Saturday Evening Post, Time, 


Fortune and Newsweek can help you sell accident insurance 
Tie-in posters, newspaper mats and direct mail are available 


to F & C agents to help them get their share of this business. 










HE first important insurance cases since the decision 
in the South-Eastern case were decided on June 3, 
1946 by the United States Supreme Court. Both arose 
out of the ruling in the South-Eastern case and go a 
long way in clarifying the power of the various states to 
tax and regulate the business of insurance. The deci- 
sions are important not only in their results but in the 
reasoning behind them. We, therefore, summarize the 
decisions below and quote the full opinions on page 38. 
The United States Supreme Court affirmed unani- 


j 


mously the decision of the Supreme Court of South 
Carolina in Prudential vs. Benjamin that the continued 
exaction of the state’s 3% gross premium tax (levied 
only on foreign insurance companies ) is Constitutional. 
Mr, Justice Rutledge delivered the opinion and pointed 
Fout that the Court was not required to determine 
whether South Carolina’s tax would be valid in the dor- 
mancy of Congress’ power because Congress expressly 
stated its interest and policy in the McCarran Act. 

P The opinion states, “Obviously Congress’ purpose was 
broadly to give support to the existing and future state 
systems for regulating and taxing the business of in- 
surance. This was done in two ways. One was by 
emoving obstructions which might be thought to flow 
its own power, whether dormant or exercised, ex- 
ept as otherwise expressly provided in the Act itself or 
in future legislation. The other was by declaring ex- 
pressly and affirmatively that continued state regulation 
and taxation of its business is in the public interest and 
that the business and all who engage in it ‘shall be sub- 
ject to’ the laws of the several states in these respects. 
,.. Two conclusions, corollary in character and im- 
portant for this case, must be drawn from Congress’ ac- 
tion and the circumstances in which it was taken. One 
is that Congress intended to declare, and in effect de- 
dared, that uniformity of regulation, and of state taxa- 
tion, are not required in reference to the business of 
insurance, by the national public interest, except in the 
specific respects otherwise expressly provided for. This 
teessarily was a determination by Congress that state 
axes, which in its silence might be held invalid as dis- 
riminatory, do not place on interstate insurance busi- 
es a burden which it is unable generally to bear or 
ould not bear in the competition with local business. 
'.. Here both Congress and South Carolina have 
ted, and in complete coordination, to sustain the tax. 
“It is, therefore, reinforced by the exercise of all the 
wer of government residing in our scheme. . . . No 
Oiceivable violation of the commerce clause, in letter 
F spirit, is presented. Nor is contravention of any 
her limitation.” 

'The United States Supreme Court affirmed (Mr. 
lustice Douglas dissenting in part) the decision of the 
auperior Court of Ventura County, California, in 
Robertson vs. California convicting appellant for violat- 
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STATE SUPERVISION UPHELD 


ing the California Insurance Code by selling a policy 
without a license as an agent and acting for a non-ad- 
mitted insurer. 

This case differs from Prudential vs. Benjamin in 
three respects. It is a criminal cause; the statutes in- 
volved regulate, rather than simply tax, the business of 
insurance ; and the appellant’s acts held to violate them 
were done before the McCarran Act’s effective date. 
Mr. Justice Rutledge delivered the opinion which states 
in part, “If in the absence of contrary action by Con- 
gress, a state may license agents or brokers for the sale 
of interstate transportation in order to prevent fraud; 
trainmen engaged in interstate commerce to secure 
their competence ; the sale on commission of interstate 
consignments of farm produce to secure honest dealing 
and financial responsibility ; and the activities of cus- 
toms brokers to secure responsibility in the state courts 
on claims arising locally, by the sorts of conditions im- 
posed through the respective licensing provisions, there 
can be no valid reason for outlawing §1642 .. . de- 
signed appropriately to secure the public from those 
evils of uncontrolled insurance solicitation to which it 
is directed. 

“.. . It would be idle to require licensing of insur- 
ance agents, in order to secure honesty and competence, 
yet to place no restraint upon the kind of insurance to be 
sold or the kinds of companies allowed to sell it, and 
then t~ cover their representatives with their immunity. 
This could only result in placing domestic and comply- 
ing foreign insurers at great disadvantage and eventu- 
ally nullifying all controls unless or until Congress 
should take over the regulation. No such consequence 
has followed from the South-Eastern decision. It did 
not wipe out the experience of the states in the regula- 
tion of the business of insurance or its effects for the 
continued validity of that regulation. . . . The com- 
merce clause is not a guaranty of the right to import 
into a state whatever one may please, absent a prohibi- 
tion by Congress, regardless of the effects of the im- 
portation upon the local community. That is true 
whether what is brought in consists of diseased cattle 
or fraudulent or unsound insurance. . . . We do not 
intimate that this particular society’s insurance is un- 
sound or fraudulent. As to that no showing has been 
made. 

“We only say that California has imposed its reserve 
requirements as allowable standards for securing mini- 
mum assurance to the state’s policyholders in respect to 
performance of their policies by the insurer, not as a 
mere exclusionary measure in exercise of the power to 
bar foreign corporations altogether ; and that in the ab- 
sence of compliance the state can exclude the company 
and its representatives as it did, until Congress makes 
contrary command . . . the McCarran Act, if applied, 
would dictate the same result.” 
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COMPANIES WIN 


R. JUSTICE ALEXANDER HOLTZOFF 
Mees an opinion on June 25, 1946 in the United 

States District Court for the District of Columbia 
directing that an order be entered setting aside the order 
for reduction in fire and lightning insurance rates issued 
by Albert F. Jordan, Superintendent of Insurance. 
Under the new rating bureau law for the District, 
Superintendent Jordan on October 29, 1945 reduced 
rates 5.8% and on February 1, 1946 amended the 
order to a 5% reduction. 

One hundred and seventy-three fire insurance com- 
panies out of 234 serving the District contested the 
order on these grounds: first, that they had been de- 
prived of their right to a hearing; second, that no 
evidence had been introduced by the Superintendent 
to support the findings set forth in the orders; third, 
that he had, without evidence to support it, substituted 
an allowable expense ratio of 43.5 in place of the 
average expense ratio of 48.3 based upon the actual 
experience of the companies in the District of Columbia 
for the five-year period under review; and, fourth, 
that to arrive at the underwriting results in fire and 
lightning the Superintendent had wrongfully co-mingled 
underwriting experience in marine and other classes 
with that in fire and lightning. 


Entitled to a Hearing 


The Court, in upholding the contention of the insur- 
ance companies that they were entitled to a hearing 
and to the introduction of evidence to support the 
findings of the Superintendent before any order could 
properly be issued, said, ‘“Due process of law is a process 
that hears before it condemns. The requirement of a 
hearing is one of the fundamental principles imbedded 
in Anglo-American jurisprudence. It is as inexorable 
a requirement in administrative proceedings involving 
delegated legislative authority or a quasi-judicial func- 
tion, as it is in the determination of controversies in 
courts of law. 

“It has been held by an unbroken line of authorities 
that an administrative agency, in establishing a basis 
for regulatory action, particularly an order fixing rates, 
is under an obligation to give notice and to accord a 
fair and full hearing to all interested parties, to take 
evidence, to make findings of fact based solely on such 
record, and to predicate its final conclusion on the 
findings of fact.” 

The insurance companies contended also that the 
Superintendent had no power to substitute his judg- 
ment as to expenses for actual experience of the com- 
panies in the District, in the absence of evidence to 
support his conclusions or evidence of waste on the 
part of the insurance companies transacting business 
in the District. 

On the issue of the 43.5 per cent. ratio of the premium 
dollar allotted for expenses by the Superintendent in 
his calculations, the Court’s opinion said: 
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D. C. RATE CASE 


“The figure actually employed by the Superintende; 
was 43.5 per cent. Obviously, the Superintendent 
clothed with a broad discretion in determining th 
ratio, as well as all other factors that enter into fixin 
a reasonable rate. Nevertheless, there was no evide 
adduced before the Superintendent, either by his 0 
counsel, or by any interested party, which warrant 
him in arriving at this or any other figure. His depu 
testified that it was a ‘judgment figure.’ 
















Judgment Must Be Based on Evidence 


“Obviously, however, the judgment must be bas 
on evidence. It is admitted that 48.29 per cent—t 
figure advanced by the companies,—represents the ave 
age expense ratio of all companies licensed to wri 
fire insurance in the District of Columbia in 1944, T 
figure 43.5 per cent. is reached by the following caleu! 
tion: if all companies with a higher expense ratio thd 
the average of 48.29 per cent. are credited with onl 
48.29 per cent. and a re-computation is made on th 
basis, the average expense ratio becomes 43.5 per cen 

“The testimony in behalf of the Superintendent sho 
that he did not reach his result by employing th 
method of calculation, but the figure used by him wa 
arrived at by the exercise of his judgment and diser 
tion. The coincidence is, however, present. 

“The fact remains that the ratio used by him excludg 
all higher expense ratios of companies whose expens¢ 
exceed 48.29 per cent. of the earned premiums. Manj 
festly, it may hardly be contended that the Superin 
tendent was obligated to accept the expense ratio 0 
each company, no matter how high it may be. In orde 
to exclude all higher expense ratios, however, ther 
should have been some evidence justifying such a m 
sult. No such showing is made here. For example, 
does not appear that the companies with a higher e 
pense ratio were wilfully extravagant, or inefficien 
managed, or that their expenses were excessive, or th 
there was some other reason why they should not 
included in the computation. 

“This aspect of the case is of considerable importane 
It is contended by the companies that a large portt 
of their expenses, such as agents’ commissions, taxt 
license fees, and the like, cannot be controlled by thet 
and that the variable expenses over which they ha 
some modicum of control represent a comparati 
small fraction of the aggregate. They assert that 
reduction of five points in the expense ratio amo 
to almost a 50 per cent. reduction of the total expen 
in the controllable group.” 

The opinion points out that the Superintendent “ 
corded to the companies at their request an opportu 
to submit data informally. He expressly, however, ti 
the position that ‘he was doing so solely as a ma 
of grace; that he was not obligated to do so; and 
the companies had no right to demand or insist ug 
a hearing unless he chose to extend them the privilegt 
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UNDERWRITING BY CLASSES 


Stack C. asually C. ampanied 








Due to increasing bene- 
fits, full employement and 
high wages, workmen's 
compensation premiums 
of $308,000,000 are ap- 
proximately double what 
they were five years ago 
but are off some from the 
wartime peak. 

Financial responsibility 
laws have encouraged a 
number of previously un- 
insured motorists to carry 
automobile liability in- 
surance and thus help 


offset the substantial 
wartime reduction in 
rates. The second in- 


crease in automobile rates 
since the end of the war 
last fall and the advent 
of new cars should result 
in a jump in automobile 
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ET premiums 
written by the * Combined Loss and Expense Ratios 
eee Sheree 1941 1942 1943 19441945 
i iestee fon $OAE ! 
eeey Companies im 1945 Accident and Health.... 93.6% 92.0% 91.4% 89.9% 88.9% 
advanced by about do tAuto Liability ......... 93.6 92.7 101.1 95.2 102.6 
to reach nearly $1,325,- tlia. other than Auto... 84.7 91.0 92.7 80.4 84.3 
000,000, the highest in tWorkmen's Comp. ..... 93.6 943 928 92.0 93.4 
the history of the busi- ed ERs cron 76.1 83.8 755 74.6 665 
ness and more than | Plete’Gies ....... 987 1003 1022 loll 1089 
double the volume re- Burglary and Theft .... 77.3 768 77.9 82.5 90.9 
ported in any of the Boiler and Machinery.... 88.9 95.9 93.4 $15 133.1 
Tee alla Auto Property Damage.. 113.4 97.1 98.9 106.8 124.0 
oe ogee P “193 4. | Auto Collision... 106.3 96.8 99.7 115.9 128.1 
y +e be 3 ‘ Other P. D. and Coll.... 76.2 76.6 78.2 72.9 77.0 
The steady rise in pre- ee a gies 76.5 765 59.3 523 47.0 
mium volume since 1933 ae ‘woe aieewand on as a 90.2 95.9 
: BREA j d 81.8 74.0 
bes gp cag Miscellaneous Auto .... 83.2 848 85.3 87.1 92.1 
ta oo sttghese 747 PT€- | Unsegregated .. 105.0 948 96.0 6.1 99.9 
epression high. 
Wartime and _ recon- . $Grand —_ ee WB% MN 92.3% 95.3% 94.1% 
F “ oy remiums ritten 
version a — (Millions) .......... $997 $1,110 $1,129 $1,223 $1,325 
been responsi € or — incurred to premiums earned; expenses incurred to premiums 
rather drastic shifts in OES. ects tr OM. 
premium volume and loss $ Statutory basis for 1945 would be approximately three points lower. 
ratios of certain casualty- 


surety lines which can only be understood by looking 
behind the aggregate figures into the trends and ex- 
perience on the principal classes of business underwrit- 
ten. To make possible this “look behind the scenes,” 
we have prepared a complete tabulation of underwriting 
experience by lines. Then, to show the true underwrit- 
ing experience on each line, we have compiled the actual 
losses incurred and ratioed them to premiums earned. 
This procedure is particularly important in the recent 
period of fluctuating premium volume and changing loss 
experience, as the reported statutory figures or the often 
reported ratio of losses paid to premiums written are 
virtually meaningless under present conditions. 


Three Important Lines 


Accident and health premiums have shown an aver- 
age increase of nearly 20% in each of the last three 
years to reach $302,000,000 and bring this rapidly 
growing line to nearly one-quarter of all casualty busi- 
ness underwritten and vie for leadership with liability 
and workmen’s compensation as the largest casualty line. 
Part of this growth is attributable to the tremendous 
wartime increase in group business which now accounts 
for more than one-third of the total. 
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liability business this year 
and re-establish it as the largest class of casualty cov- 
erage. It now ranks third in volume with $256,000,- 
000 premiums, but if combined with liability other than 
auto (which totaled $120,000,000) or with other auto- 
mobile lines (which also totaled $120,000,000) either 
combined classification would total $376,000,000 and 
lead the casualty field. 

Fidelity premiums are up substantially, due to the 
introduction of a three-year policy. Boiler and ma- 
chinery premiums are lower as much of this business 
had been re-written on a term basis in 1943 and 1944. 
Other lines show little relative change, advancing in 
amount at approximately the rate of over-all growth of 
the business, 


Underwriting Experience 


With 1945 stock casualty-surety companies com- 
pleted eleven years of the most profitable underwriting 
in the history of the business. The statutory incurred 
loss ratio rose more than one point to 55.0% in 1945, 
while expenses declined nearly one point to 36.1%, 
bringing the combined loss and expense ratio to 91.1%, 
only fractionally above 1944. However, as mentioned 

(Continued on the next page) 








STOCK CASUALTY UNDERWRITING—Continued 


above, war conditions created situations in the casualty 
business which tend to distort statutory figures. Cur- 
rent experience is more accurately judged on a basis 
ot case loss reserves on which the loss ratio shows a 
jump of five points in 1945 to 58.0%. 

One of the present difficulties of interpretation arises 
from the fact that liability loss reserves are required to 
be set up on business for the last three policy years on a 
basis which assumes a 60% loss ratio. Stated simply, 
statutory reserves equal 60% of earned premiums on the 
last three policy years minus actual loss payments. 
During the war years automobile underwriting ex- 
perience was far from normal, and due to the run off 
of loss reserves, this wartime experience will continue 
to affect reported statutory results for two or three 
years. 


Effect of Wartime Restrictions 


As outlined in previous editorials, the reason for this 
dates back to 1942. Wartime restrictions on speed and 
the use of automobiles, coupled with stringent gasoline 
rationing, so far reduced the exposure on automobile 
business that accident frequency dropped substantially. 
Although the casualty insurance companies inaugurated 
rate cuts and changed their whole rating schedule to 
reflect exposure on the basis of the type of gasoline 
ration card, it took approximately one year for the full 
effect of the rate cut to be reflected in earned premiums. 
Thus, policy year 1942 contains a preponderance of 
earned premiums on the basis of pre-war rates against 
which losses were incurred during the period of wartime 
curbs on driving. The result was that developed loss 
experience on 1942 business was far below the assumed 
60% on which loss reserves were set up. 

In the 1945 annual statements, the excess reserves 
on 1942 policy-year business are released and carried 
through the statutory underwriting account which di- 


rectly augments reported underwriting profit. This 
happens at the very time that companies are beginning 


to experience higher-than-average loss ratios due to 7 
the exact reverse of the situation that faced them at the | 


beginning of the war period. Following the end of 






gasoline rationing, rates were adjusted upward to ap- §j 


proximate the pre-war rate level and early in 1946 a 
further upward adjustment was made. However, it will 
take approximately a year to gain the full effect of the 
rise so that currently a substantial portion of earned 
premiums is on the basis of restricted driving, while 
losses are accumulating on an unrestricted basis. 

This is borne out by the reported case basis results for 
1945 which show a loss for the year of $12,000,000 or 
5% of total earned automobile liability premiums, the 
loss due entirely to the adverse experience of the last 
quarter. 

Federal income and excess profits taxes are levied 
on the case basis for reserves rather than the reported 
statutory basis. This is an added reason why operating 
results should be developed on the case basis of re- 
serves to determine just what experience a casualty 
company is having. 


Auto Property Damage and Collision 


Automobile property damage and collision premiums 
reached all-time highs in 1945, but there was a jump of 


eighteen points in the property damage loss ratio and . 


seventeen points in the collision loss ratio, placing both 
lines substantially in the red for 1945. Auto property 
damage, which had been very profitable for a number 
of years, turned decidedly sour just before the war and 
it was only the wartime restrictions on driving which 
rescued it from the unprofitable column in 1942 and 
1943. Auto collision business, except for the two war 
years of 1942 and 1943 and the two depression years of 
1932 and 1933, has been consistently unprofitable year 
after year. Rates on both lines have been advanced. 
(Continued on page 80) 











Premiums Unearned Premiums 

Written Premiums Earned 

All A. & H. excl. Group $190,471 $59,630 $184,284 
Group Acc. & Health .... 111,750 22,954 105,245 
 RAMDOTIEY oo. coc ccccss 256,570 107,610 241,393 
Lia. other than auto ...... 119,637 77,636 112,678 
Workmen’s Comp. ........ 307,671 80,931 304,371 
EE oleae a ca bic nd oe e< 63,652 46,455 42,645 
cr cia snin SX wa ere 6198 40,311 23,520 39,959 
SE ere 13,865 11,888 12,469 
Burglary and Theft ...... 52,300 43,556 45,033 
Boiler & Machinery ...... 10,187 24,432 16,644 
YS ee 93,998 40,435 88,597 
imho COMSION ..........-.- 25,651 12,871 20,828 
P. D. & Coll. O. T. Auto .. 14,683 5,944 13,614 
MED oid ss dk siecn cies sve 4,154 1,899 4,348 
Water Damage .......... 1,076 1,196 978 
NIN 615655. 5:5 00:0 c.0:0:0:0 1,070 547 988 
Miscellaneous Auto ...... 10,054 4,802 9,137 
Mis. Unsegregated ........ ,790 1,860 7,308 
oe. $1,324,890 $568,166 $1,250,520 


* Last 000 omitted. 


+ Ratios to Premiums Written. 








Losses & Tt Tt t “ 
Cl. Exps. Comms. Other Total Under- Ratio 
Inc’d to and Undr. Undr. writing to 
Prems. Brok’ge Exps. Exps. Profit Prems 
Earned Inc’d Inc’d Ine’d or Loss Earned 
54.8 26.8 18.8 45.6 $22,784 124 
79.7 4.6 9.8 14.4 5,183 49 
65.8 20.6 16.2 36.8 -11,895 49 
42.1 21.2 21.0 42.2 14,733 13.1 
66.7 10.9 15.8 26.7 19,323 6.3 
25.8 19.1 21.6 40.7 5,729 134 
5.5 25.5 27.1 52.6 16,552 41.4 
54.1 31.1 19.7 50.8 —1,320 -10.6 
45.3 26.6 19.0 45.6 800 18 
Sh 20.0 81.4 101.4 1,028 6.2 
86.0 22.0 16.0 38.0 —23,404 -26.4 
91.6 22.6 13.9 36.5 —7,615 -36.6 
38.4 21.0 17.6 38.6 2,708 19.9 
5.0 24.2 17.8 42.0 2,387 54.9 
50.0 22.0 23.9 45.9 -5 0.5 
48.8 10.0 15.2 25.2 236 23.9 
52.3 25.8 14.0 39.8 357 39 
71.0 15.4 13.5 28.9 -136 -19 
58.0 18.5 17.6 36.1 $47,445 3. 
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Total Net 
Premiums 
ear Written 
O45,..+ $1,324,890 
O44..++ 1,223,283 
943... 1,129,602 
942.... 1,110,089 
O41... 997,395 
O40... 869,600 
939...+ 820,751 
938... 811,910 
937... 823,658 
936...- 746,353 
935... 673,456 
1934... 644,508 
1933... 590,912 
1932... 636,263 
191... 769,244 
1930.... 838,159 
1929... 865,593 
1928... 805,433 
1927... 762,707 
1906.... 709,945 
WB .3.. 633,377 
yt... 567,173 
1923.... 497,082 
1922.... 446,913 
191... 443,407 
190.... 435,508 

Plate 

Glass 

$13,865 

12,602 

11,519 

11,616 

10,680 

10,694 

10,921 

10,697 

10,972 

10,659 

10,063 

10,320 

10,821 

9,336 

11,336 

13,525 

13,642 

14,473 

15,708 

17,862 

15,716 

15,488 

14,158 

13,907 

16,101 

17,325 
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Accident 
an 
Health 
$302,222 
277,716 
229,115 
196,971 
177,855 
152,481 
134,458 
122,171 
118,979 
105,940 
98,406 
94,504 
88,643 
100,635 
124,290 
133,292 
132,033 
129,097 
115,708 
112,228 
99,464 
92,006 
86,504 
77,985 
75,356 
72,451 


Per 
Cent 


1.05 


1.33 
1.32 
1.33 
1.43 
1.49 
1.60 
1.83 
1.47 
1.47 
1.61 
1.58 
1.80 
2.06 
2.52 
2.48 
2.73 
2.85 
3.11 
3.63 
3.98 


Per 
Cent 
22.81 
22.70 
20.28 
17.74 
17.83 
17.54 
16.38 
15.05 
14.44 
14.19 
14.61 
14.66 
15.00 
15.82 
16.16 
15.90 
1525 
16.03 
15.17 
15.81 
15.71 
16.22 
17.40 
17.45 
17.00 
16.64 


Burglary 
and 


Theft 
$52,300 
44,581 
37,089 
31,914 
29,075 
27,400 
27,193 
26,549 
28,289 
27,410 
26,385 
26,032 
25,522 
25,919 
32,255 
35,381 
35,831 
34,929 
35,424 
30,936 
28,138 
26,749 
24,585 
22,400 
22,250 
20,720 


Liability 
$376,207 
337,075 
305,405 
341,619 
338,829 
306,050 
290,975 


omitted) 


Per 
Cent 
28.39 
27.55 
27.04 
30.78 
33.97 
35.19 
35.45 
36.33 
36.59 
36.37 
36.79 
35.89 
36.68 
34.58 
33.58 
31.55 
30.01 
28.59 
27.81 
26.35 
24.76 
24.54 
24.31 
24.39 
21.91 
20.10 


Machinery 


$10,187 
17,671 
18,360 
16,521 
16,879 
13,709 
11,064 
11,958 
14,516 
9,810 
9,319 
11,790 
8,480 
7,318 
11,189 
10,949 
11,643 
11,573 
9,906 
10,445 


Workmen’s 
Compensation 


$307,671 
319,402 
322,428 
286,223 
209,970 
166,106 
160,213 
164,687 
172,112 
147,975 
124,423 
110,911 
89,911 
93,026 
130,073 
160,650 
171,784 
161,386 
164,252 
154,154 
134,984 
120,233 
104,999 
89,693 
106,295 
119,788 


Property Damage 
d 


an 

Collision 
$134,332 
114,110 
102,581 
102,409 
98,064 
80,481 
74,300 
72,397 
73,625 
65,646 
58,980 
56,598 
55,858 
57,358 
74,433 
82,222 
82,916 
72.771 
65,765 
61,419 
52,129 
43,181 
34,971 
36,128 
34,472 
31,696 


STOCK CASUALTY PREMIUMS WRITTEN BY LINES 


(Last 000 


Per 
Cent 
23.22 
26.11 
28.54 
25.78 
21.05 
19.10 
19.52 
20.28 
20.90 
19.83 
18.48 
17.21 
15.22 
14.62 
16.91 
19.17 
19.85 
20.04 
21.54 
21.71 
21.31 
21.20 
21.12 
20.07 
23.97 
27.50 


Per 
Cent 
10.14 

9.33 

9.08 

9.23 

9.83 

9.26 

9.05 

8.92 

8.94 

8.80 

8.76 

8.78 

9.45 

9.01 

9.68 

981 

9.58 

9.03 

8.62 
8.65 
8.23 
7.61 
7.04 
8.09 
7.77 
7.28 


Fidelity 
and 

Surety 
$103,963 
83,140 
87,756 
108,718 
99,594 
90,046 
90,185 
87,641 
84,555 
85,776 
80,073 
78,742 
70,970 
72,782 
91,800 
99,259 
101,698 
96,280 
96,852 
96,209 
90,591 
81,669 
72,035 
64,926 
59,099 
51,022 


All 
Other 
$24,143 
16,986 
15,349 
14,098 
16,449 
22,633 
21,442 
20,850 
19,275 
21,686 
18,040 
24,292 
23,943 
49,890 
35,581 
38,429 
56,279 
54,654 
47,002 
39,594 
46,008 
39,751 
30,095 
24,905 
26,330 
27,482 


Per 
Cent 
7.85 
6.80 
7.77 
9.79 
9.99 

10.35 
10.99 
10.79 
10.27 
11.49 
11.89 
12.22 
12.01 
11.44 
11.93 
11.84 
11.75 
11.95 
12.70 
13.55 
14.30 
14.40 
14.49 
14.53 
13.33 
11.71 


Per 
Cent 


1.82 


4.59 
6.50 
6.78 
6.16 
5.58 
7.27 
7.01 
6.05 
5.57 
5.94 
6.31 


amo 
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UNDER - INSURANCE 


What About Ii? 


. 


\ \ 





are faced with a very serious 

problem today of keeping the 
amount of insurance which they are 
carrying, in a proper relationship to 
the rapidly rising values of nearly 
al kinds of property. 

By the same token, insurance com- 
panies and their agents and brokers 
have a very grave moral responsi- 
bility to their policyholders to keep 
them properly advised of the facts 
in this situation. 

Building costs have risen sharply 


Pare ace owners of all kinds 


- ° ° 
during the war years and since. 


Further, there is much evidence that 
they may continue to rise. This 
means that the “actual value” of 
homes, factory buildings, commer- 
cial properties and buildings of all 
kinds is higher today than it was in 
1939 or even in 1942 or 1944, Prop- 
erty owners of all kinds need more 
insurance. 

Figures prepared by the Federal 
Home Loan Bank show that small 
home building costs have risen since 
1939 from 27% to 60% in various 
cities. While these figures are not 
to be taken as an absolute index of 
the rise in building costs, since they 
do not take into account technologi- 
cal improvement in the efficiency of 
building contractors, still they are 
clear evidence that very large in- 
creases in costs have taken place. 


1945 

City Dec. Sept. 
NN ss arcs totais 151.7 148.3 
ere 155.8 152.7 
Birmingham ........ 127.6 127.4 
eee 134.2 133.6 
aE Gare Sv 129.1 127.3 
RN oy sy wid dasloce 137.9 137.3 
Manchester ......... 128.0 127.1 
Milwaukee ......... 146.9 145.8 
Oklahoma City ..... 153.3 151.5 
a 139.9 137.3 
aaa 153.5 152.5 
Providence ......... 144.5 142.4 
Richmond .......... 135.9 133.8 
MNS oss cncis eee 137.3 136.8 
Washington ........ 150.4 144.5 
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1945 


June 


145.7 
150.5 
127.4 
133.6 
128.2 
136.8 
127.1 
144.4 
151.4 
137.3 
152.5 
141.9 
133.5 
136.7 
144.5 


Thee is probably no more valu- 
able (and incidentally profitable) 
service which the local agent or sales 
representative could render to his 
policyholders and prospects during 
these unstable days, than to review 
with him the amount of insurance 
which he is now carrying on his 
property, the increase in values 
which has taken place since the 
policy was written or last renewed 
and to show him exactly how failure 
to carry an adequate amount of in- 
surance may result in a serious 
shortage in the amount he may col- 
lect at the time of a fire’ orother loss. 

Fire insurance adjusters are dis- 
covering, in an increasing number 
of cases, that because a building 
was not fully insured there is not 
enough money recoverable to enable 
the owner to rebuild his property. 

Most fire insurance policies are 
written on a three-year basis. There- 
fore, a policy purchased in 1939 
would be renewed in 1942 and again 
in 1945. Unless, on one of these 
renewal dates, an increase was made 
in the amount of insurance to corre- 
spond with the increased value of 
the property, the average person 
has only enough insurance to cover 
his 1939 values. 


SMALL HOUSE BUILDING COST 


1944 1943 
Mar. Dec. Sept. Sept. 
145.8 146.4 143.8 134.8 
150.2 150.1 148.8 142.7 
128.5 128.5 128.4 121.6 
133.4 133.2 133.2 128.6 
128.0 125.3 122.8 115.9 
136.8 136.5 135.2 130.3 
127.1 124.4 124.2 115.4 
142.3 142.4 142.1 133.9 
151.3 151.3 149.4 144.3 
136.3 134.5 134.0 126.4 
152.5 152.4 151.4 140.9 
141.8 141.4 139.7 132.3 
133.5 133.1 130.2 123.0 
135.9 135.9 135.7 129.1 
144.4 143.3 142.8 134.5 


by A. L. KIRKPATRICK, Manager 
Insurance Department, Chamber of 
Commerce of the United States 


Based on the accompanying table, 
a home which cost $10,000 to build 
in Atlanta in 1939 would now cost 
$16,000 an increase of $6,000 with 
a corresponding increase needed in 
the amount of insurance. 

Similarly to build or replace a 
home in other cities, which cost 
$10,000 to build in 1939, will cost 
in 1946 as follows: 


Increase 
City Cost in 1946 over 1939 
Baltimore $: $5,500 
Boston 13,200 3,200 
Denver 12,900 2,900 
Hartford 13,800 3,800 
Milwaukee 13,900 3,900 
Omaha 13,500 3,500 
Richmond 13,700 3,700 
Washington 14,400 4,400 


Co-insurance Clause 


Up to this point I have not men- 
tioned the effect of failure to carry 
adequate insurance in those cases 
in which the policy carries a co-in- 
surance clause, since this is not a 
common provision in fire insurance 
covering dwellings. 

(Continued on the next page) 


1942 1941 1940 1939 % In- 
Sept. Sept Sept. Sept. crease 
122.7 117.4 100.0 94.9 60 
128.7 119.5 106.5 100.0 55 
115.9 113.5 98.6 97.1 31 
125.8 116.7 104.5 101.7 32 
113.4 109.2 96.8 99.8 29 
128.5 123.7 103.2 100.0 38 
108.7 103.7 98.1 97.0 32 
131.6 116.3 109.1 106.2 39 
131.8 125.9 107.3 104.9 46 
126.5 117.7 105.6 103.1 35 
124.8 114.3 99.2 98.8 55 
120.7 116.1 106.9 103.2 40 
116.0 109.7 96.8 98.9 37 
125.5 117.3 107.2 107.7 27 
126.7 116.1 105.2 104.4 44 
21 





that the present value of his property 


is $100,000 instead of $50,000 and 


Under-Insurance—Continued happened is that the value of the) 


dollar has decl.ned so that valuesip 





A co-insurance clause is, in effect, 
an agreement by the policyholder to 
maintain his insurance up to a speci- 
fied percentage of the actual value of 
the property. By making this agree- 
ment he secures a lower insurance 


in settlement of a $10,000 partial 
loss, he would be entitled to receive 
only one half of $10,000 or $5,000 
on a $10,000 claim. 


Under-insurance Is Widespread 























only appear to have risen when they 
are measured in terms of a shrunken 
dollar. t 
In terms of this same lower. § 
valued dollar, then every kind of 
insurance needs to be increased oyer 








rate. But if he fails to keep his the amount carried heretofore. C 
insurance up to the amount required So far, I have spoken namely of Personal belongings, office equi 
by the agreement, he will only be fire insurance but this danger of ment and property of all kinds which % “ 
able to collect a part of his loss. under-insurance applies with like is insured under a burglary or rob.f SP&€ 
For example, an owner, who five _ force to every line of insurance. bery policy, have risen in value and— “848 
years ago was adequately insured We say that “prices have risen” the amount of insurance needs to be} 4! 
by a $40,000 policy with an 80% and so we think in terms of buildings raised correspondingly. to 10 
co-insurance clause, might well find or commodities. Actually what has Personal effects, jewelry, silver-— ‘#4 
— — — ware and other items covered under a | 
a personal property floater or other § VeOP 
at | pioneered this trail marine policy, should be reappraised — 
and insurance amounts brought into at 
° line. Ubi 
to future business” ally 
Fidelity Bonds —_ 
great 
Likewise employees insured under _ cue 
fidelity bonds are handling higher | F 
) § higher Ab 
values than they did five years ago | comn 
so that an amount of insurance autor 
which was adequate three or five, a hus 
years ago, or even one year ago, Fin th; 
is too low today. tract 
Personal accident policy which Althe 
agreed to pay $50 a week and speci- on 
fied surgical and hospital fees in } of ¢ 
1939 dollars will not give the same } was; 
value of benefits in 1946 when its | [ndy: 
dollars are less valuable. - 
Juries too, are fully awake to the 
fact that 1946 dollars are not worth | throy 
as much. And skilled trial lawyers agent 
drive home the greater loss which begin 
results today when personal injuries J for ¢ 
cause loss of earning power. Asa 9 amor 
result jury awards are higher today J jion , 
CENTRAL SURETY and third party liability claims which | pi. ; 
Individual Comprehensive PERSONAL LIABILITY Policie: formerly could be settled for $2,600 
may now cost $3,000 or more. 
Lead to Bigger Sales Likewise life insurance, whether 
“The best leader I know for future sales,” says pomeingge “a ae : <a Dt 
one agent. “We sell this remarkably broad purpose or taken out by a corpora- - 
coverage mostly on 3-year policies . . . $25. tion on the life of a key man or for wah 
Buyers become notably receptive to other other purposes, is now payable in de- oy 
offerings. preciated dollars and it simply re- ng 
“You can follow my trail around town by the quires more of them today to do the faine 
Personal Liability policies I've sold . . . sowing fob which the policy, purchased sev- fe y 
/ the seed of future general business.” eral years ago, was intended to do. gyi, 
In short every kind of insurance f 6.4 
CENTRAL SuRETY AND INSURANCE (©RPORATION. needs to be increased in amount in point 
order to provide as much real pro- f . 
HOME OFFICE KANSAS CITY, MISSOURI tection today as it did when it was a 
R. E. McGINNIS, President purchased. succe 
_ SAN FRANGSCO — = . CHICAGO rs NEW YORK A ddress delivered bef a meeting of Hard 
SEE eee Bes Sumiasivenia Shbiavaee Days. 7 both | 
- BEST'S FIRE AND CASUALTY NEWS | 
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the . a 
alues 7 
th 
key 
wer 
d of ® 
7 OR many years, the financing 
juip | Fi automobile sales was con- 
nid | trolled exclusively by companies 
rob. especially formed for the purpose of 
and— engaging in that business. If banks 
‘co bef and insurance agents had been able 
to foresee the huge volume of in- 
lver- @ surance premiums and interest earn- 
nder ings that automobile sales have de- 
ther veloped, they would have made pro- 
‘ised § visions tor providing a_ suitable 
into service to the automobile buying 
public. However, banks were origi- 
nally of the opinion that the business 
contained an element of risk too 
great for conservative banking in- 
stitutions and, consequently, were 
der > unwilling to consider it. 
gher About fifteen years ago, a few 
4g0 | commercial banks recognized that 
ince | automobile financing was producing 
five ys a huge profit to companies engaged 
4g0, f inthat business and took steps to at- 
; tract some of it to their institutions. 
hich § Although they met with a small de- 
ecl- F gree of success, no definite program 
> § of cooperation with insurance agents 
ame § was undertaken until 1935 when the 
| tS § Industrial National Bank of Chi- 
cago made a drive to build up a vol- 
the | ume of automobile finance business 
orth | through cooperation with insurance 
yers § agents and brokers. From a modest 
hich beginning, insurance premiums alone 
ries § for the five years prior to the war 
‘sa ] amounted to approximately one mil- 
ro lion dollars on business financed in 
600 this one bank. 
Hard Work Necessary 
ther 
a @ During the war period, at which 
ri time new automobile production was 
for ft standstill, banks and agents had 
de- ample time to reflect on the future 
oa of automobile financing. As a re- 
én sult, the bank-agent program was 
. launched on a nationwide basis and 
< we who have followed its progress 
be: during the past two years are grati- 
+ ie fed with its development to this 
wis point. However, meetings, publicity, 
ae speeches and declarations of good 
~ | intentions will not alone insure the 
success of the bank-agent program. 
g of | Hard work, intelligently applied, by 
| both the insurance agency forces and 
om FOR JULY, 1946 
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by O. ROY CARLSON 


Manager, Automobile Department, American Insurance Group, 


bank personnel is required if any 
appreciable volume of business is to 
result. 

We, in the insurance business, are 
confronted with the necessity of 
doing a selling job and in many 
cases not only must we sell our 
clients, but also such banks as are 
only lukewarm to the Bank-Agent 
Plan. In performing this function, 
we should not adopt defensive tac- 
tics or permit ourselves to be under 
the delusion that the Bank-Agent 
Plan is at a competitive disadvantage. 

As a rule, the average insurance 
agent enjoys a closer personal rela- 
tionship with his insured than does 
the automobile dealer arising from 
more frequent contacts of a personal 
nature. With this advantage and 
ample time before new cars will be 
available to most of the public the 
agent can tell his clients of the bank- 
agent program. A proper selling job, 
if energetically pursued, should con- 
vince the car buyer of the advantages 
of bank-agent financing. 

Among the several points which 
should be stressed are: Pro rata 
cancellation of existing insurance, 
superior insurance service and the 
undisputed fact that a bank can 
finance automobile sales on a direct 
basis at a lower cost. 


The banks of this nation are 
swollen with deposits, a good deal 
of which are interest free to the 
bank. Finance companies must bor- 
row most of the funds which they 
use and although they obtain a per- 
centage of their money at low in- 
terest rates, the average cost to them 
is higher than is generally believed. 
Therefore, in that respect, the bank 
has a definite advantage. 


Competitive Advantages 


Furthermore, finance companies 
are required to maintain a branch 
office and service system, the expense 
of which local banks do not assume 
as they already maintain their own 
banking headquarters which are sup- 
ported by their general banking busi- 
ness. The finance company in solicit- 
ing business from automobile dealers 
offers and pays dealer reserves 
which must come out of the financ- 
ing charge, whereas, the bank op- 
erating on the Bank-Agent Plan, 
pays no reserve, kick-back or bonus 
of any type and eliminates this 
charge from the cost of financing to 
the car buyer. 

The premium potential involving 
automobile insurance on financed 

(Continued on the next page) 
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ASSURED 


Yes! A man can rest assured 
when his policies are in Pacific 
National, a company that’s 


known coast to coast for its 


¢ Financial strength 


¢ Conservative 
management 


* Progressive outlook 

* Friendliness 

* Prompt, fair loss 
adjustments 


¢ Helpful service to 
agents 


Agents in leading 


communities 








PACIFIC 
NATIONAL 


FIRE INSURANCE 
COMPANY 


HOME OFFICE » SAN FRANCISCO 


EASTERN DEPARTMENT + PHILADELPHIA 


OFFICES IN PRINCIPAL CITIES 
COAST TO COAST 
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| subsidiaries 


liability 





Bank and Agent Plan—Continued 


cars for the immediate future is tre- 
mendous. The huge demand, the 
increased cost of automobiles, higher 
insurance rates and the capacity of 
the automobile manufacturers to 
produce, permits us to anticipate 
that several hundred millions of dol- 
lars in automobile premiums will be 
written within the next few years. 
There is every reason to expect that 
finance companies with insurance 
will put up a _ bitter 
struggle for this business. We must 
not overlook the possibility that 
they will not only arrange for the 
material damage insurance, but that 
and other casualty cover- 
ages will be solicited. The increas- 
ing investment of some finance com- 
panies in the insurance business 
must not be complacently regarded 
as they will, undoubtedly, expand 
the scope of their insurance opera- 
tions through these subsidiaries. It 
is not unlikely that some day all of 
the insurance of the finance com- 
pany’s clients will be solicited; not 
only that on automobiles, but home 
and its contents, personal and busi- 
ness. This threat to.the business of 
every insurance agent must be recog- 
nized. 


Demonstrate Benefits 


Agents who have within their 
communities banks which are not 
completely favorable to the bank- 


agent program should demonstrate 
the benefits and advantages of lend- 
ing money on a direct basis to a 
large number of selected credit risks 
rather than to advance money at low 
interest rates to competing finance 
companies which do an_ indirect 
business. Insurance agents can con- 





BRANCH MANAGER 


A progressive Casualty Company is in 
the market for a Branch Manager for 
a Midwestern City. He should have 
experience in handling a large Cas- 
ualty Branch Office. Salary is well 
above the average. 


FERGASON PERSONNEL 


Insurance Personnel Exclusively 


166 W. Jackson Blvd. HAR. 9040 
CHICAGO 4, ILL. 



























trol the cream of the automobile ‘ 
nance business in their communitié 
and should not hesitate to prove 
to the banks. vy 

It is important that the bank- -age 
direct finance facilities in each con 
munity be as efficient and as free 
red tape as the method employed 
the automobile dealers and _ the 
financing institutions. If a car buy 
is inconvenienced or must suffer losg 
of time in obtaining the loan, yog 
are immediately placed, at a disade 
vantage. It is, therefore, essential 
that resourcefulness and efficiency 
be displayed at all times. Many 
bank-agent groups have devised 
means of providing the funds with 
out the necessity of a visit to the 
bank by the car buyer. Others have 
gone so far as to permit car buyers 
to issue a draft on the bank to the 
automobile dealer and are not re 
quiring a lien of any type from their 
“Grade A” 


Temporary Difficulties 


Because of the scarcity of autom@s 
biles, dealers in some cases are sel 
ing cars only on their own termg 
Because of this temporary conditiag 
some clients who would otherwise 
finance through the Bank-Agent 
Plan will permit the dealer to at 
range the financing in order to obtaifi 
earlier delivery of an automobile 
Furthermore, the very fact that the 
bank-agent program is an innova 
tion, will result in certain wrinkles 
that may be discouraging but will, 
in time, be ironed out. All of this, 
however, is only temporary and we 
should not lose our zeal if the 
amount of bank-agent finance busi- 
ness in the first few months of ca 
pacity automobile production does 
not reach anticipated goals. 

The bank-agent program is sound, 
and intelligent effort will insure its 
success. Agents know that most 6 
the large insurance companies até 
supporting this program and inten 
to continue to do so, but shoul 
realize that the real work must be 
done on the firing line. Agents have 
it within their power to produce 
eventual success or failure and 
should it fail, the consequences will 
be the loss of a substantial percent- 
age of new business potential for 
years to come. 
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Highlights 


in Orsi 


LIANE History 


THE HOSE SYSTEM IN BOSTON 


The Hose System, as it was called, completely revolutionized the 
method of extinguishing fires in larger cities. Hand Pump companies 
were organized and had these advantages: they could be placed near 
a water supply and water no longer had to be carried in buckets. 


While New York and Philadelphia adopted the plan (which released 


the personal services of citizens), Boston continued to resist the in- 
novation for a long time. The privilege of “aiding in the extinguishing 
of fires in the good old way” was a matter of patriotism too dear to 
be given up without a struggle. But the grow- 
ing number of fires and the reluctance of 
Bostonians to assist as formerly, compelled 
the city to give in in 1826, and the Hose 
System with volunteer fire companies soon 


became general. 
EEE 


The NATIONAL UNION 


eager to adopt tested innovations in underwriting 


National Union 


and Birmingham 
COMPANIES 


FIRE INSURANCE 


NEW YORK COMPENSATION 
ACT BROADENED 


ARAGRAPH One (b) of the 

Standard Workmen’s Compen- 
sation and Employers’ Liability 
Policy has been extended to include 
liability for disease not caused by 
accident and not an occupational 
disease applying to all policies with- 


26 


and BIRMINGHAM 


have been proud to keep in the ranks of those companies 


PITTSBURGH ES PENNSYLVANIA 


out premium charge up to a basic 
aggregate limit of $50,000 and with 


appropriate charges for higher 
limits, effective June 1, 1946 on out- 
standing, new and renewal business. 
This broader form of policy was 
adopted by the Governing Commit- 
tee of the Compensation Insurance 
Rating Board and approved by the 
Superintendent of Insurance of New 
York. 




















FIRE RATE REDUCTIONS 


ERTAIN rule changes and rate 

reductions applicable to the 
writing of fire insurance in North 
Carolina, estimated to produce an- 
nual savings to policyholders of 
about $420,000, were put into effect 
on June 1. Approximately three- 
quarters of the total savings will re- 
sult from a 10% rate reduction on 
sixty-nine classes of risks including 
churches, bank and office buildings, 


boarding houses, bottling works, 
hospitals, hotels, mercantile estab- 
lishments, tobacco manufacturing 


and rehandling plants and storage 
warehouses (other than those of fire 
resistive construction or equipped 
with automatic sprinkler systems) 
in cities and towns graded 1 to 9 by 
the National Board. Credits of 6% 
for 90% coinsurance and 12% for 
100% coinsurance will result in an- 
nual savings of about $50,000 while 
a similar amount is effected by elim- 
ination of all dwelling exposure 
charges in all cities and towns. 

A reduction in fire insurance rates 
on dwellings in Arkansas amount- 
ing to $265,000 in premiums an- 
nually and a reduction in fire rates 
on commercial motor vehicles to pro- 
duce annual premium savings of 
$43,000 has been ordered by Insur- 
ance Commissioner Jack G. Mc- 
Kenzie. The reduction on dwellings 
is effective as of May 1 and on com- 
mercial motor vehicles it is effective 
as of March 18. Because of un- 
profitable experience an increase of 
5% ($50,000 a year) was granted on 
protected brick mercantile buildings, 
stocks contained therein and allied 
classes. 


"NEW PRODUCTS AND 
SERVICES" 


O KEEP the American business 

man posted on all innovations 
now being marketed by Industry, a 
new 32-page tabloid entitled “New 
Products and Services” has just been 
published by the N. Y. Journal of 
Commerce. More than 500 new 
products—from warborn synthetic 
raw materials to the latest house- 
hold gadget—are described in this 
study. Copies may be had at 50 
cents each from the N. Y. Journal 
of Commerce, 63 Park Row, New 
York 15, N. Y. 
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What’s Wrong With Insurance 


me two very serious questions 

when it asked for my “views 
on what is wrong with the insurance 
industry and my suggestions con- 
cerning cooperation between the in- 
dustry and the purchasing public.” 
These are serious questions for me 
because there is no group of business 
men more insurance-conscious than 
the members of Risk Research In- 
stitute, Incorporated, the national 
association of insurance buyers, by 
which I am employed. 


Vo invitation presented to 


Sound Insurance 


. These men are conscious of the 
desirability—the necessity, in fact— 
of adequate insurance provided by 
financially sound carriers for the 
Protection of assets of every kind. 
They are conscious of the funda- 
mental position which the insurance 
industry has come to occupy in our 
tational economic structure. They 
ae conscious, too, of those points 
at which your industry has fallen 
short of the needs and desires of the 
purchasing public. 

Whatever I may say here is in 
no sense a condemnation of insur- 


Face nor of any class or group of 


instrance carriers. Each has its 


FOR JULY, 1946 





by W. WINTHROP CLEMENT 
Executive Secretary, 
Risk Research Institute, Inc. 


place. All can stand improvement. 
You sent me a very frank invitation 
and I shall endeavor to reply frankly. 

The first thing wrong about the 
insurance industry is “the purchas- 
ing public’—your customers, the 
policyholders, in a nation that buys 
more than half the world’s insur- 
ance, who pay into your tills more 
than ten billion dollars per year, 
who have watched your assets grow 
to an incomprehensible sum exceed- 
ing fifty billions of dollars, and who 
still accept policies which they sel- 
dom, if ever, read, and, in most 
cases, cannot interpret after reading. 
That is the first thing that is wrong, 
—because seldom has so little been 
done by so many who have paid so 
much to so few. 

But that wrong has begun to cor- 
rect itself. While the greater bulk 
of premiums may be paid by indi- 
viduals and “little” business, many 
business houses have recognized the 
futility of trying to buy or manage 
insurance simply as a “tax and ex- 
pense” item, adjunct to the many 
other duties of property or finance 
officers. There has developed the 


profession of insurance manage- 
ment, whose members are coming 
more and more to the level of ex- 
perts, and whose task it is to see 
that your product is purchased ade- 
quately but economically, and is ad- 
ministered with fairness to all but 
with full benefit to the policyholder. 


Policyholder Cooperation 


With the increased spread and 
stature of the insurance buyers’ pro- 
fession there is developing, also, a 
cooperation among policyholders. 
Few top flight executives, today, say 
what a manufacturer once said to 
me :—‘What’s the use? There isn’t 
much one can do about insurance 
anyway, is there?” More and more 
executives in all fields of business 
are seeing the value of developing, 
coordinating and expressing the 
opinions of firms like their own 
through organizations of their in- 
surance managers. 500 firms, or 
more, are now participating in the 
activities of such associations, in 
various parts of the country. 

But many businessmen are asking 
this question: “Why should policy- 
holders have to support organiza- 
tions to protect their own inter- 

(Continued on the next page) 
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What Is Wrong?—Continued 


ests?” The answer to that question 
points the finger squarely at your 
industry. 

First, too many men in_ high 
places in your business have become 
so busy doing business that they 
seem sometimes to forget that theirs 
is “a business of insurance”; a busi- 
ness which, like the word “insur- 
ance”’ itself, is based upon assurance, 
upon confidence, trust, and render- 
ing secure not only the physical as- 


sets but also the peace of mind of 
those insured. They have too much 
lost contact with “the insurance pur- 
chasing public.” Secondly, too many 
of the men who represent your in- 
dustry to the public are poorly 
qualified and inadequately trained 
in both insurance and public rela- 
tions. Those who sell and service 
your product must keep pace with 
the increase of well-informed buy- 
ing, or both they and your industry 
must accept the inevitable conse- 
quences. 














DEFERRED PAYMENT 


SALES COVERAGE 


Consumer goods bought on the de- 
ferred payment sales plan must be 
insured. Sellers and lenders insist on 
it . . . buyers can’t get away from it 
... and Transportation writes the 
most comprehensive contracts on the 
market today. 


Three different plans to serve both 
seller and buyer. Lowcost. No tech- 
nicalities. Nothing involved to learn. 
Effective sales help . . . including 
personal assistance where necessary. 


To get your share of this broad, profit- 
able source of new income, ask for 
details today. 


INSURANCE 
CHICAGO 


owned by 
Company 


TRANSPORTATION 
COMPANY is 


Affiliated with and 
Continental Casualty 
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Public Relations Program =  swill¢ 

exper 

Your industry has recently starte charg 

a program called ‘Public Relations’) suram 
Would it be wrong to base such 4) the fe 
program upon a correlation of the™ buyer 
problems of the public and the ap. will f 
swers of insurance? When a natiop.| about 
wide bakery couldn't sell its bregj about 
in Omaha, it was they who ques@ —and 
tioned grocers and housewives hy} basis ‘ 
the hundreds. A leading airline give} It 8 
every passenger a questionnaire ang} value 
requests suggestions for improve. pende 
ments in its service. Sound public i¥ 
relations are not built by the repeti- buyer 
tion of clichés, but by obtaining holdet 
facts and acknowledging realities | yeatss 
Have you ever seen a questionnaire looph 
asking the public its opinion of an} policy 
insurance policy ? carrie: 
For more than ten years the mem-} 8 ™5' 
bers of Risk Research Institute haye | of the 
endeavored to cooperate with your | cide h 
industry toward the achievement ‘of icyhol 
the highest functions of insurance, Protec 
yet these men have seldom received oe 
althou 


the sort of response one might con- 


sider essential to sound, forward} Pott tl 


looking public relations. It is true 
that some of your most prominent 
leaders have accepted invitations to 
address our group; of these onk 
some of them have spoken freely and 
unequivocally. Only one of them 
has turned the tables and asked ques- 
tions of these buyers who represent 
more than $100,000,000 in annual 
premiums. 

Professional insurance buyers do 
not know the answers to all your 
problems, but, in any way they can, 
they will help you find these answers, 
if they are given the chance. They 
are not actuaries ; few of them have 
had underwriting experience, few of 
them are lawyers. They do know 
what their problems are, their ex- 
periences, their ideas; and your 
problems cannot be divorced from 
theirs. 


What Are the Problems? 


Now, what are some of these 
problems? Does the purchasing pub- 
lic want only more or less? Do in- 
surance industry leaders hesitate to 
meet their customers for fear one 
will ask why it costs him one dollar 
in premium to collect fifty cents—or 
forty cents, or sixty cents—in losses‘ 
It is doubtful that there is a reason-4 


able justification for the cost of 
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experience ever Justify the rates 
charged for contractual liability in- 





add surance? But if cost discussions are 
ich 3 aL the fear, | would say: “Meet more 
f thes buyers and have less worry, for you 
€ an- will find most buyers thinking more 
ition. about service and protection than 
bteaj| about costs. Costs can be calculated 
ques. —and protested, if need be—on a 
s byt basis Ot arithmetical black and white. 
gives It is more difficult to measure the 
» and value received than the dollars ex- 
rove. pended. ; 
uablie A problem more likely to raise 
“peti- buyer inquiry is this: several policy- 
ining holders, within the past two or three 
ities | years, have suffered because of a 
naire loophole in the automobile —— 
fs ae policy. One committee of a large 
} carrier organization says the hi izard 
nem: | is insurable, but another committee 
have | of the same organization cannot de- 
your | cide how to rate it. Meanwhile, pol- 
tof icvholders still cannot purchase the 
ince. protection needed; still ‘must go 
ive Without protection or self-insure— 
con- although their premium dollars sup- 
ard-Y” port that carrier organization. 
“ 
—- Workmen's Compensation 
Is to 
a Buyers are pleased to note the lift- 
and § ing of an old inequity in workmen's 
hem | compensation insurance. For years 
ues- § Alfred Rothschild, as chairman of 
sent } the Risk Research committee on 
nual § compensation insurance, has been 
protesting that the $5,000 payroll 
sdo@ audit limit for executive officers 
our @ should be available for other em- 
can, | ployees as well. As you know, the 
ers, | National Council has just taken ac- 
‘hey # tion based on the merit of that argu- 
rave ment. 
v of It was buyer argument, too, 
now | through George Rogers, now presi- 
ex- | dent of Risk Research Institute, that 
four #" convinced your companies overtime 
rom § or shift-premium wages increased 
payrolls beyond the increase of lia- 
bility and should, therefore, not be 
wed in the calculation of compensa- 
tion premiums. It is buyer hope, 
hese § Ow, that some new basic method of 
sub- § “determining compensation premiums 
in- | © be found; not a tax on salaries 
e toy ad wages, but a yardstick measur- 
one | ing the exposures of insurers as well 
ilar | 2 the exposures of employees. 
_or} _ The development of the compre- 
ses? } hensive general liability policy gave 
son- the public many helpful improve- 
of f Ments, but its property damage 
EWSH FOR JULY, 1946 
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counterpart leaves much to be de- 
sired. The “care, custody and con- 
trol” exclusion of that form left one 
manufacturer to pay $30,000 out of 
pocket, in a situation where no com- 
bination of other coverages could 
protect him. 

Buyers still are not convinced that 
the 1944 revisions of boiler and ma- 
chinery coverage did not reduce the 
protection formerly extended. The 
changes made since 1944 show an 
inclination of underwriters to agree 
with buyers on that point. 

Fidelity bonds are much more sat- 
isfactory now than ten years ago, 
but commercial institutions still lack 
benefits given to financial institu- 
tions. Buyers also need help not 
now available in fidelity loss preven- 
tion. Even underwriters would like 
to see a fidelity rate basis more 
scientific than the present “‘class-of- 
employee” method, which is ad- 
mittedly only a sanctification of 
judgment rates agreed upon by cer- 
tain underwriters. 


OCEAN AND INLAND MARINE 
COMPREHENSIVE 


ALL RISKS 


FIRE, THEFT AND COLLISION 


There are other points like these 
that could be reviewed in connection 
with other lines of coverage had we 
the time, but these are specific high- 
lights in a general attitude on the 
part of the insurance industry which 
alert buyers find most difficult to 
understand: namely, a chronic re- 
sistance to change. A stark example 
of that resistance is in the opposi- 
tion to legal multiple line under- 
writing powers. 


Multiple Line Underwriting 


Casualty insurance has grown to a 
giant in spite of, not because of, the 
“kinds of insurance” millstone hung 
about its neck in 1875 by the New 
York State Superintendent of In- 
surance. Protest of this vivisection 
of your industry has not died since 
1914. Leaders in every branch of 
your industry have repeatedly advo- 
cated multiple powers for all quali- 
fied underwriters. 

(Continued on page 90) 
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ILL you all please join me 
in a game ot make believe? 
You, the readers of this ar- 


ticle, are the directors of the 1946 
Insurance Company. You have 
elected me as the president of your 
company, and I am meeting with the 
board of directors for the first time 
to outline the things I believe and 
stand for in the insurance world. The 
game will begin. 

If I were going on a long auto 
journey, one of the first preparations 
| would make would be to provide 
myself with a map, to find where I 
was going and the best way to go. 
Today we are starting on an insur- 
ance adventure together, and I have 
written for myself a code of ethics to 
be my guide on that journey; to 
point the way, to avoid bad roads, 
and to vision the objective. 


A Code of Ethics 


The ethical objective of the busi- 
ness of insurance is to supply es- 
sential security and services to 
human society. I resolve that my 
business standards and official con- 
duct will be based primarily on this 
humanitarian ideal. It will be my 
constant endeavor to promote it, to 
strive at all times to better my pro- 
fession, and to realize that con- 
stantly improving human relations 
are the only firm and lasting founda- 
tion on which the insurance indus- 
try can live and grow. 

Because of this ideal, I believe it 
is my duty as an executive of the 
insurance industry— 

1. To strive, to the best of my 
ability, to so conduct the affairs of 
my company that its ownership and 
management will demonstrate to its 
agents and employees, to its policy- 
holders and the general public, that 
it is operated on the principle that 
management has the high privilege 
and responsibility of trusteeship. 

2. To speak and act always with 
the realization that insurance is a 
public service and in the public in- 


30 


by R. M. L. CARSON 


President Carson-Duffy Agency, Inc., 
Glens Falls, N. Y. 








Mr. Carson began his insurance career 
as an office boy for the Glens Falls In- 
surance Company, but for the last 42 
years he has been in the agency end 
of the business. The Carson Insurance 
Agency was founded by his father in 
1896. On January | of this year it con- 
solidated with Cline-Duffy, Inc. Mr. Car- 
son is chairman of the insurance com- 
mittee of the New York State School 
Boards Association and a member of the 
executive committee of the Glens Falls 
Insurance Board and of the New York 
State Association of Local Agents, Inc. 
He was co-author with Lawrence Daw 
and Owin Terry of "An Insurance Pro- 
gram for the Guidance of School Boards." 








terest, that the prosperity and well 
being of our country is to a great 
degree dependent upon its protective 
powers, and that free circulation of 
money and of credit would be 
strangled without the safeguards af- 
forded by the sound financial struc- 
tures of insurance companies. 

3. To demonstrate by words and 
action that the best interests of the 
public are the true interests of the 
insurance profession. 

4. To recognize how important it 
is that all things which my company 
does or does not do should be con- 
sidered in the light of public interest 
and of the Golden Rule. 

5. To strive for harmony among 
the whole membership of the insur- 
ance industry, and to treat all ele- 
ments, including competitors, with 
fairness and equity. 

6. To understand and act upon 
the tenet that satisfactory delivery 
of insurance goods—claims pay- 
ments—is the most important factor 
for the building of good will. 

7. Toso conduct our business that 
it will be recognized by the public as 
an honorable seller of goods. 

8. To realize the ethical impor- 
tance of labelling our insurance 
wares plainly and correctly. Fair 
pricing and fair practices alone can 
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If | Were A Company Executive * 
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win and hold public regard and the } 
confidence of government insurance 
officials. 

9. To realize that because insur- 
ance renders a public service in the 
public interest, it is not only ip 
evitable, but necessary and proper, 
that its conduct be limited and 
guided by proper legislation. 

10. To encourage insurance re. 
search to the end that an alert and 
progressive insurance industry can 
be quickly responsive to new or 
changing needs, and will maintaina 
position of wise leadership in de. 7 
veloping adequate covers to fit every 
reasonable requirement. 

11. To foster and encourage con- 
stantly higher standards of educa? 
tion and training for everyone work. 
ing in the insurance industry; an¢ 
especially to support every good 
means for indoctrination of agents, 
fieldmen, adjusters, underwriters 
supervisors, and executives, in pub 
lic relations and in a broad and com- 
prehensive understanding of the in- 
surance business as a whole. 

12. To recognize the worth and 
value of the insurance press as af 
educational medium for wide ex- 
change of essential insurance in- 
formation within the industry, and 
for self-improvement. 

13. To be guided by five personal 
standards that should be observed by 
all executives in all businesses : 

1. I must be honest to inspire 
confidence in my company and? 
in myself to enhance the repu- 
tation of us both. 

2. I must have good manners a 
be considerate to the end tha 
my relations with others will 
be good and satisfactory. 

3. I must know my business for I 
cannot deal with or supervise 
others unless I know what I am 
talking about. 

4. I must be intelligent in order 
that my character and my 
knowledge be used properly 
and to its fullest value. 

(Continued on page 68) 
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ITH a well grounded knowl- 
and the Ws of all classes of insur- 
surance | ance and experienced office 

: help equipped to handle details and 
© Insut- py representing the proper number 
e in the of salesminded capital stock insur- 
nly in- ance companies having the right kind 
Proper, of fieldmen to give assistance in 
ed and emergencies, it seems that the local 
: agent should then be concerned with 
nce te three major items :— 
lert and 1. Become recognized as insur- 
try can ance headquarters in his community. 
— 2. Contribute to civic welfare 
intaina | through accident and fire prevention 
_in deT activities. 
at every 3. Prepare for perpetuating his 

agency. 
S€ Con | “To accomplish the first objective 
educ-F means analyzing the insurance po- 
€ work F tentials of your community. Survey 
ry and the existing policyholders on your 
Y g001§ books. Plan for a rounded program 
agents § of protection for every customer. 
writers § Plot your time each day to work to- 
in pub} wards that goal. There are many 
id com soecific ways that this can be done, 
the in-§ ot the least important being the in- 
vestment of some money in a con- 
rth andi stent local advertising program. 
Sas ag For instance, a weekly advertisement 
ide ex-f of proper size appearing regularly 
nce ™} with frequent changes of illustra- 
ry, andB tions and copy could be utilized to 
= good advantage. One or two bill- 
'] boards in proper places bearing your 
rved by message is excellent “reminder” ad- 
S*. | vertising. An inexpensive spot radio 
inspi §, announcement on your local station 
iny and P regularly broadcast each day with 
€ rep} frequent change of text would com- 
soil : vo your overall advertising pro- 
nd tha — With the impact of these combined 
pines advertising media, it is quite neces- 
forth SY that you perform in a manner 
SS Tor “| that supplements this build up. 
pervise 
at Tam Insurance Analyses 
. Pan One very good way is to prepare 
” non-complicated insurance analysis 
roperly 


Y NEWS 


for each of your customers. Nearly 
everyone needs sound advice on 
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by FREDERICK W. DOREMUS 


Vice-president, 
The American Insurance Company 





Born in Newark, New Jersey, Mr. 
Doremus was educated in the public 
schools there and at the Wharton School 
of the University of Pennsylvania. After 
a short time with a local agency, he 
progressed rapidly from office boy to 
special agent with The American Insur- 
ance Company. He held the position of 
president of the Sylvania Insurance Com- 
pany from 1924 to 1927 when-he returned 
to The American Insurance Company as 
special agent. In 1935, he was brought 
into the home office as assistant secretary 
becoming secretary in 1936. He was pro- 
moted to associate manager in 1938 and 
manager in 1940 of the company's west- 
ern department. In 1943 he became vice 
president of the company. Mr. Doremus 
finds relaxation in golf, collecting stamps, 
and good books. 











proper protection. By selecting a 
few each day the average agent can 
review necessary forms of protection 
and recommend these to his policy- 
holders. Thus no customer could 
charge the agent with failure to per- 
form if any uninsured loss occurs. 
If you have many customers plac- 
ing only one minimum premium fire 
insurance policy with your agency 
then you are losing money on each 
such account. Analyze these cus- 
tomers and if they need no other 
form of insurance for complete pro- 
tection then pass them on to your 
competitor so that you can more 
profitably spend your time soliciting 
the more likely prospects. 


Serve Your Community 


Coupled with an aggressively 
planned sales program comes the 
obvious need for contributing some- 
thing to the community and its 
people who support your worthwhile 
efforts. 

It is not enough to belong to your 
Chamber of Commerce, the luncheon 
club, the.lodge or your golf club. 


It | Were A — Agent 


You should know the city and county 
officials, the editor of your news- 
paper, the fire chief, the police chief, 
leading bankers, lawyers, teachers, 
clergymen, and the like. These opin- 
ion forming folks are of real value 
to you and your community. 


Fire Prevention 


In an effort to serve those who 
patronize you it should be your duty 
to organize the community for fire 
prevention. Details of how this can 
be done on a continuing basis are 
completely outlined in the book “It 
Is Your Business” published by the 
Fire Prevention Committee of the 
National Association of Insurance 
Agents. 

Supporting the effort too, is the 
town survey of the National Board 
of Fire Underwriters which shows 
deficiencies in fire protection, water 
system, alarm system and other items 
of civic interest. These are available 
without cost from National Board 
headquarters for all cities over 25,- 
000 population and from fire insur- 
ance rating organizations for pro- 
tected towns of lesser population. 
These reports form excellent back- 
ground information for a construc- 
tive program of civic betterments in 
fire fighting facilities. By enlisting 
the support of your local newspaper 
and radio station under a continuing 
program of fire prevention, they may 
become eligible for the Gold Medals 
annually awarded by National Board 
for outstanding contribution to this 
important public service. 


Accident Prevention 


Accident prevention campaigns 
and highway safety training are 
sponsored by The National Conser- 
vation Bureau supported by the As- 
sociation of Casualty and Surety 
Executives. With the mounting 
curve of accident frequency there 
is no more important community 

(Continued on the next page) 
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This is the time of year particularly 
when your insurance clients and pros- 
pects want to be free of PERSONAL 
PROPERTY worries. Capitalize on 
that desire by reminding them of one 
of the greatest insurance values you 
have to offer — our Personal Property 


Floater. 


Our advertisement in July and 
August general business magazines, 
entitled “TROUBLE KNOWS NO 
HOLIDAY,” is worth calling to their 
attention. It carries a vital suggestion 
for a carefree vacation. We will gladly 
send reprints of this message on re- 
quest. Address our Agency and Pro- 


duction Department. 











100 Broadway 


AMERICAN SURETY COMPANY © 
NEW YORK CASUALTY COMPANY — 
SURETY FIRE INSURANCE;COMPANY _ 
, New York 5, N. Y. 


* 


Dependable as Americ 














public service than promoting and } 
sponsoring a continuing campaign of | 
highway safety. Much free material 
and wealth of helpful information is " 
available to agents who communi- 
cate with National Conservation By- 
reau. 

Any agent who associates himself 
with well ple inned and continuing 
programs of fire and accident pre § 
vention, becomes trained in public 7 
relations. He has brought it down to 
the “grassroots” level by his contri- 
bution. 

The third point needs little em 
largement. No other independent! 
business man is so typically his owael 
boss as the local insurance agent, 
Starting with nothing but blank pols§ 
icies and a rate book he can build 
a substantial average annual incomes 
over a twenty-five year period if he 
works. As the quarter century rolls 
around he has established himself in 
the community. Generally, the voll 
ume of business handled is produc-¥ 
ing a nice income and living scalem 
reflects that income. The day’s workl™ 
is full and little can be done to en- 
large the agency beyond the limita 
tion of time and the physical ability} 
of one man to sell and service his® 
volume of business. 

When that point is reached some = 
agents lack the courage. and fore-f 
sight to select and train a successor. 
Quite often a capital investment 
made in a likely young man returns 
real dividends in increased premium "T 
production and a larger net income § sak 
to the agency. If the right kind of § Nat 
a man is found and after training at § mar 
a liveable wage he seems to fit into § infa 
the agency, then let him acquire an § fact 
interest based on his production, § bee 
otherwise he will go in business for Ir 
himself. trad 

Some agencies have successfully § roof 
followed this scheme and further § men 
planned the future by purchasing men 
partnership life insurance. Others f four 
have an agreement that the death of : 
either partner permits the survivor 
to buy the deceased partner’s inter- 
est by paying a portion of agency 
income to the estate over a period of 
years. In all cases where a young 
man has been brought into an agency 
under the circumstances described, 
the income of the agency has in- 
creased to the point where the owner 
eventually makes more money and 
has a sense of security for his estate. 

The three points outlined, namely 
advertising your agency, assisting§ 
your community and acquiring @¥ 
worthy successor, are the important® 
ones I would consider “if I were a@ 
local agent.” 
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From an address before the New York State 
Association of Local Agents, 
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ncome § Salem, Massachusetts, made memorable by 
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mance named for the house, was, in its 
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lire an § fact was discovered when a plan which had 

uction, § been made in 1746 came to light. 

ss for In appearance, the house resembled the 
traditional Gothic structure with its steep 

ssfully § roof, the second floor overhang with orna- 

‘urther § mental drops, and the leaded glass case- 

hasing § ment windows. The original part which had 

Others four gables had been built by John Turner, 
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‘THE House of the Seven Gables” 


a mariner, either in 1668 or 1669. As the 
family fortunes increased, a lean-to was 
added and the old kitchen was turned into 
a shop where Mrs. Turner sold the small 
items from the cargoes of her husband’s 
four ketches. Eventually, other rooms were 
added until the house assumed 
the appearance of today’s res- 
toration. 

Upon the death of the male 
descendants of John Turner, the 
house was bought by Samuel 
Ingersoll, a sea captain, whose 
wife had been a Hawthorne. 
Only one child of this union, 
Susannah, survived her parents 
and she became the mistress of 
the famous home in 1812. 

It was because of an unhappy love affair 
of this “Cousin Susy,” that Hawthorne be- 
came so closely associated with the house. 
This sorrow led her to become a recluse and 
the only male allowed to cross the threshold 
was Nathaniel, eighteen years her junior. 





Nathaniel Hawthorne 




























Her vivid memory of tales her parents told 
her enabled the author to piece together a 
complete word picture of the house. 

Aside from the gables, the most interest- 
ing feature of the building is the secret 
stairway which was not uncovered until 
near the end of the nineteenth 
century. It is believed that this 
had been built by the second 
John Turner around 1692, the 
year the witchcraft delusion ran 
rampant throughout Salem. Be- 
cause over-sensitive children in- 
discriminately accused women 
of this evil, the whole country- 
side became terrified. Due to 
this situation, John Turner un- 
doubtedly built the stairway so 
that the women and girls in his family could 
be safely hidden away. 

The Home, through its agents and bro- 
kers, is America’s leading insurance pro- 
tector of American Homes and the Homes 
of American Industry. 


* THE HOME * 
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Company 


NEW YORK 
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ROTARY RECORD FILE 


WO thousand of your own cards can 

be placed without punching or thread- 
ing in any one of the three size rotary 
record files now being manufactured by 
Herring-Hall-Marvin Safe Company. The 
scientifically designed wheel revolves in 
either direction on a horizontal axis, 
bringing anyone of the cards to full visi- 
bility. Automatic brake maintains any po- 
sition. Cards may be inserted or removed 
singly or by groups without mechanical 
adjustment. It occupies a minimum of 
space and is easily carried from one desk 
or office to another. 
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To BEST'S INSURANCE NEWS 


75 Fulton St., New York 7, N. Y. 


Please forward complete information 
and prices on the items checked. 


[] Rotary Record File 

( +Hand Paper Drill 

(«Reproducing Machine 

C) Letter Scale 

( #Plastic Duplicator 
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HAND PAPER DRILL 


HE Kwik-Twst drill manufactured by 

the Smead Manufacturing Company 
bores a clean sharp round hole through 
paper sheets leaving no ragged edges to 
start pages tearing loose. Since the paper 
cuttings travel up into the handle, there 
is no annoying litter. According to the 
manufacturers, a twist of the wrist will 
cut through half an inch of paper. A 
celluloid template is furnished for holes 
to fit all standard types of binders. 









\\ 


SMEADS Konx-Twst Dri 
ca 


DRILL PROTECTED 
FOR CARRYING 





PAT. NO. 2,266,393 


REPRODUCING MACHINE 


HE Copymaster, Jr., manufactured by 

the Victoray Corporation will make 
photostat, blueprint or black line repro- 
ductions up to 14” x 18” in size in full 
daylight. Designed to meet the needs of 
all types of offices, it will reproduce any 
type of original subject, typewritten, writ- 
ten, drawn or printed. 











NEW LETTER SCALE 


PEED, accuracy and sturdiness hay 

been combined in this streamline 
pendulum-type easy-to-read scale de 
signed by Commercial Controls Corpont 
tion. It is a sensitive instrument thi 
will weigh and automatically indica) 
exact postage on all classes of mai; 
air mail, first class, third class and pared 
post. The patented V-type platter hold 
envelopes, packages and round mailix 
tubes. Furnished in two chart capacitie 
20 ounces and 3 pounds. 





PLASTIC DUPLICATOR | 


RODUCTION speed of 1000 cards pej 

hour is claimed for the new Duplicard, 
made by the Rutherford Duplicator Com: 
pany. It is designed specifically for post: 
card reminders, confirmations and othe 
direct mail messages or small forms jobs 
Its initial cost is low, stencils are inexpem 
sive, gravity feed cuts waste and insure! 
accurate registration, while the full float 
ing printing assembly equalizes printin{ 
pressure to insure uniform production. Ps 
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FICE EFFICIENCY 


FTER the books are closed 
A=: ‘month, certain other 

statistical information must be 
prepared in addition to the operat- 
img statement and balance sheet. 
The statements should be limited 
to such important data as will enable 
an agent to study his progress and 
plan his future operations at a mini- 
mum of expense consistent with ade- 
quate service to his clients. The 
various monthly statements are pre- 
dicated on an agency’s size and in- 
dividual requirements and may in- 
clude the premiums written—by 
companies, by producers and by 
major classes of business, com- 
parative analysis of administrative 
and sales costs, profit or loss by 
underwriting departments, etc. The 
principal point to remember is that 
figures are not worth anything un- 
less they are “put to work.” 

We are now concerned with a 
study of the various subsidiary 
records, the most important of which 
is probably the Accounts Receivable 
or Customers’ Ledger. Accounts 
Receivable, as previously mentioned, 
should consist of the gross premiums 
collectible from insureds less the 
return premiums payable and less 
the commissions payable to brokers 
and solicitors. Sometimes the latter 
is treated as a separate liability, es- 
pecially when collections of brokered 
business are effected directly by the 


.agency rather than by the producers. 


Accounts Receivable Ledgers 


There are several methods of 
maintaining Accounts Receivable 
Ledgers. These include bound or 
loose-leaf books, index cards, sheets 
prepared by bookkeeping machines 
as in the larger agencies, or carbon 
copies of original invoices. The car- 
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ACCOUNTING RECORDS 


by OSCAR BELING 
Superintendent, 
Agency Systems Department, 
Royal-Liverpool Groups 


Oscar Beling has an impressive back- 
ground of insurance covering thirty-five 
years’ experience during which he has held 
every known position in the accounting de- 
partment of a large insurance company, 
and has served many years as senior auditor 
for a large group of fire, casualty and 
marine insurance companies. 

Several years ago he instituted a new 
type of consulting service for the Royal- 
Liverpool Group. This service was designed 
to assist agents in planning production 
activities and to reduce operating costs by 
surveying the current operation and by 
offering practical suggestions on profitable 
management. A nationally recognized au- 
thority in the field of Agency Management, 
he has written many articles for leading 
insurance publications and is known to most 
agents through his servicing of some 1200 
offices. 


bon copy plan is growing in favor 
among most agencies of small or 
average premium volume. (Refer- 
ence to this method was made in the 
discussion of “Expiration Re- 
cords.”) With the invoice copy 
plan, one carbon copy of the invoice 
serves as a posting medium to a book 
or card record or as the Accounts 
Receivable Ledger itself. When 
used as a ledger sheet, the invoice 
copy is filed alphabetically by in- 
sureds in an “unpaid accounts’ file 
or binder. This follows the thought 
that there are really two factors in 
every posting operation: (1) the 
“filing” process which is the finding 
of the proper page on which to post 
and (2) the actual posting or writ- 
ing of the entry. When the invoice 
carbon copy is used as the Ledger, 
the posting process stops with the 
filing operation. 

As collections are received and 
recorded in the Cash Book, the rela- 


tive invoice copies are noted and, 
when fully paid, are transferred to 
a closed file. At the end of each 
month, the total of invoice copies 
remaining in the unpaid file should 
be in agreement with the Accounts 
Receivable balance in the General 
Ledger. 


Two Comments 


Two comments are usually made 
in connection with the use of an 
invoice copy as a ledger sheet. One 
is that inasmuch as the plan involves 
the preparation of a separate invoice 
set for every monetary transaction, 
it would appear to be difficult to 
determine the total balance due from 
each insured. The difficulty, how- 
ever, is more apparent than real. 
True, a separate set is necessary for 
each item but, since the invoice is 
in effect a sales slip, this seems quite 
reasonable. Moreover, paper is 
cheaper than human effort and fil- 
ing carbon copies takes much less 
time than individual posting. As 
to the total balance for each cus- 
tomer, experience shows that over 
80% of the accounts have no more 
than one or two individual pre- 
miums unpaid at the same time. In 
the comparatively few remaining 
instances, a dummy ledger sheet in- 
dicating just enough information to 
identify the entries with the individ- 
ual premiums is placed in front of 
the corresponding carbon copies. 

The other point has to do with the 
handling of partial payments and 
payments on account. Partial pay- 
ments should be posted to the re- 
spective invoice copies and the re- 
maining balances shown. Payments 
“on account” as such should be dis- 
couraged. When such a payment 
is received, it should be used: to 

(Continued on page 84) 
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N.LA.C. CONVENTION 


HE Seventy-seventh annual con- 

vention of the Nation Associa- 
tion of Insurance Commissioners 
was held in Portland, Oregon, June 
9-13 with an attendance of over 600 
including representatives of 48 State 
Insurance Departments, Canada and 
Porto Rico. 


Rate Regulatory Bills 


Major interest was focused on the 
fire and marine and the casualty and 
surety model rate-regulatory bills. 
These bills were thoroughly aired in 
discussion before the Sub-Commit- 
tee on Rates and Rating Organiza- 
tions. The principal opposition to 
the bills came from the Pacific Coast 
independents who, with the excep- 
tion of H. K. Dent, president of 
General America, were practically 
all against their adoption. James 
Crafts, recently elected president of 
the Fireman’s Fund; Ray Maguire, 
vice president of Pacific Employ- 
ers; Jack Reynolds, president of 
United Pacific; Otto Patterson, 
vice president of American Automo- 
bile; E. L. Stockwell, vice president 
of Pacific Indemnity and Maurice 
Pew of the Farmers Automobile 
Inter-Insurance Exchange of Los 
Angeles, all spoke against the bills. 
Their arguments stressed the point 
that the proposed bills were too re- 
strictive and would thus _ foster 
monopoly and force all companies to 
a participating basis. They asked 
for minimum rather than maximum 
regulation. Edward C. Stone, U. S. 
General Manager and Attorney of 
The Employers’ Liability, advocated 
an amendment to the bills to allow 
any solvent company to use any rate 
which had been approved by the 
commissioner as not excessive, in- 
adequate or unfairly discriminatory. 


Further Considerations 


The bills had previously been ap- 
proved and accepted with reserva- 
tions by the Conference Committee 
of the All-Industry Committee. In 
executive session, the commissioners 
approved the bills, and when pre- 
sented to the general convention, 
they were adopted without a dis- 
senting vote. The Committee ‘on 
Rates and Rating Organizations will 
continue to consider suggestions for 
improvement or modification of the 













bills and will report to the Decemberg 
meeting of the Association. The 
opinion was widely expressed out. 
side of the convention hall that ig 
will be difficult to pass these rating 
bills in some of the Western and 
Pacific Coast States. It was felt that 
less restrictive regulation would be 
and, in 


introduced some  caség 
passed. 
The Association committe 


studying other aspects of applicablg 
federal acts will continue their dew 
liberations and will report to the A¢@® 
sociation in December. 


Reciprocity Law 


At the meeting of the Laws and 
Legislation Committee fresh im- 
petus was given to enactment in ad- 
ditional states of the so-called mode] 
reciprocity law. This law, at present 
in force in eleven states and Hawaii, 
provides as a condition to licensing 
in its home state that an insurer 
must not operate without license in 
any other state. The matter of speci- 
fying minimum standards for the® 
set-up of insurance departments? 
urged by Commissioner McCormack} 
of Tennessee was also considered. 7 
Commissioner Dineen of New York? 
expressed the hope that the Associa- 
tion would defer action on any unt 
form accounting code for at least a 
year to afford New York an oppor- 
tunity to complete its studies. 


Committee Reports 


The following committee reports 
were adopted by the Association] 
The Fire and Marine Committee re- 
port covering a new classification, 
the Workmen's Compensation Com- 
mittee report outlining subjects for 
future study, the Examinations 
Committee report outlining qualifi- 
cation of examiners and examina- 
tions of pools or associations, the 
Committee on Blanks report adopt- 
ing Schedule “M” and the Commit- 
tee on Valuation of Securities set- 
ting forth security values to be used 
in reported statements. 

The following officers of the As- 
sociation were elected: Robert E. 
Dineen of New York, president; 
Seth B. Thompson of Oregon, vice 
president; J. Edwin Larson of 
Florida, chairman of the executive 
committee, and Jess G. Read ot 
Oklahoma, secretary-treasurer. 
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This appeal to motorists 
first appeared ten years ago. 
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Since then, The Maryland 
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Fire Insurance—Insurer Held Not 
Liable for Misrepresentations of So- 
liciting Agent with Respect to 
Coverage 


The Alabama Fire Insurance 
Service was engaged in the writing 
and issuing of certificates or policies 
of insurance upon household fur- 
nishings and personal effects. It 
issued its certificates under a master 
policy issued by the Agricultural In- 
surance Company of Watertown, 
New York. The Alabama Fire In- 
surance Service (hereinafter re- 
ferred to as the insurer) did not 
solicit nor issue policies covering 
commercial properties such as cafe 
and restaurant fixtures. 

The insurer employed agents to 
solicit applications, deliver the poli- 
cies and collect the premiums which 
were usually collected in weekly or 
monthly installments. One such 
agent obtained an application from 
one Pearson for fire coverage in 
the sum of $1,000 upon household 
furnishings and personal effects lo- 
cated at “632 12th Street, Birming- 
ham,” upon which application a 
policy was subsequently issued. The 
insured lived at the foregoing ad- 
dress but he also conducted a cafe 
or restaurant business on the same 
premises. The restaurant and fix- 
tures were located in the front part 
of the building. The insured made 
his home in the rear of the building. 
A fire occurred which only damaged 
the property in the front part of the 
building which consisted of the 
restaurant fixtures. The household 
furnishings and personal effects in 
the rear of the building suffered no 
damage. 

The insured filed a proof of claim 
for his loss, which was promptly 
denied. He thereupon instituted suit 
to recover upon the policy, In this 
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action he asked to havé the policy 
reformed by the court so as to ex- 
tend the coverage to include the 
restaurant fixtures. He based his 
right to this relief upon the claim 
that the soliciting agent had repre- 
sented that the application and the 
policy covered the commercial fix- 
tures. At the trial the insured testi- 
fied that when the agent solicited and 
obtained the application for the 
policy he never even went into the 
rear of the premises to examine the 
household furnishings and stated 
that there was more than $1,000 
worth of property in the restaurant 
part of the building. In fact, it was 
claimed that the agent had suggested 
that the amount of the coverage 
should be increased to $2,000 instead 
of $1,000, as the restaurant fixtures 
alone were worth at least $2,000. 
At the time the loss occurred the 
soliciting agent had left the employ 
of the insurer and was not available 
at the trial. 

It was the contention of the in- 
surer that even assuming the alleged 
misrepresentations attributed to the 
agent to be true, there still could be 
no recovery against the insurer for 
the reason that the agent had no 
authority, either actual or apparent, 
to accept applications for insurance 
upon commercial property. 

The Supreme Court of Alabama 
upheld the contentions of the insurer 
and denied recoverv. Pearson v. 
Agricultural Ins. Co., (1946) 25 
So. 2d 164. The insurer had never 
engaged in issuing certificates of in- 
surance upon commercial properties. 
It was most evident, therefore, that 
it had not authorized its agent to 
solicit insurance upon such proper- 
ties. The insurer could only be held 
liable in the event that it had clothed 
its agent with apparent authority. 
The court was of the opinion that 
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this had not been done. There had 
been no previous dealings between | 
the parties. There had been no con. 
duct on the part of the insurer which 
was calculated to mislead the insured, 
The insurer had done nothing that 
would cause a person of ordinary 
business prudence to assume that 
the agent had authority to solicit 
applications for fire insurance cover. - 
ing commercial fixtures. All tha 
the insurer had done in this case 
was to receive an application for 
coverage on household furnishings; J 
to issue its certificate of insurance in 
conformity with the application ; and 
to receive payment of the premium 
in monthly installments, which pre. | 
mium was at the rate usually charged 
for household furnishings. 





Physician's Liability Insurance—Policy 

Issued to a Physician Did Not Cover 

Official Acts Performed by Him as 
County Coroner 


The United States Fidelity & 
Guaranty Company issued its policy 
of physician’s liability insurance to 
a Dr. O’Connell, a practicing physi- 
cian and surgeon in St. Louis. The 
policy was quite broad in its cover- 
age and included, among other 
things, errors and mistakes with % 
respect to autopsies and inquests. 

In addition to his private practice, 
Dr. O’Connell also served as the 
official Coroner of St. Louis County. , 
In his capacity as Coroner he or- 
dered an autopsy to be performed 
upon the body of a decedent. Sub- 
sequently, the wife of the decedent 
instituted suit against Dr. O'Connell, 
claiming that the autopsy upon the 
body of her deceased husband had 
been unlawfully performed. She 
recovered a judgment in the sum 


(Continued on page 40) 
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FOR JULY, 


Lost Among the Bureaus? 


@ Quickened by the war, the demands upon government to perform 
more and more services for the protection and well-being of its 
citizens have multiplied almost unbelievably. The result has been 
a bewildering growth in the number, the variety, and in the dealings 
and fields of activity of federal bureaus, offices, and agencies. 


And with this growth in administrative agencies, the complexities 
of administrative procedures have kept pace. So, if you are con- 
cerned with government contracts —or wage disputes... if you have 
questions involving interstate operations — or price-fixing or federal 
financing .. . and you must know what agencies to contact and how 
to go about contacting them successfully... 


If you are like most of us...in the dark largely about govern- 
mental departments, bureaus, commissions, and the scores of federal 
agencies whose operations and very names have seemed to change 
almost over night... 


.. then this new improved and streamlined CCH reporter — 
Federal Administrative Procedure — especially designed to keep you 
in constant, continuing touch with the what and why and how-to-do-it 
of practice and procedure — of practically every” governmental 
department, office, bureau, agency, or activity of importancé — will 
be of special interest to you! 


Write for Complete Details 


COMMERCE) CLEARING; HOUSE, ING, 


<% op q PUBLISHERS or TOPICAL LAW REPORTS 
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FEDERAL ADMINISTRATIVE PROCEDURE 


PRACTICE AND PROCEDURE BEFORE FEDERAL AGENCIES 


1946 















The Judge Says—Continued In Crenshaw v. United States Fi- 

delity & Guaranty Co., (1946, St. 
of $1,500 against Dr. O’Connell in Louis Court of Appeals) 193 S. W. 
that action. She thereupon instituted 2d 343, it was held that the physi- 
garnishment proceedings to collect cian’s liability policy did not cover 
the judgment from the United States acts performed by Dr. O’Connell in 
Fidelity & Guaranty Company under _his official capacity as County Coro- 
its policy of physician’s liability in- ner. The policy was not intended to 
surance. and did not take the place of a coro- 
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ner’s bond as a public officer, It y, | 
intended to protect Dr. O’Cony 
in his professional capacity as* 
physician and surgeon, and not a 
public official. A physician and gy 
geon may be, and often is, cally 
upon to perform autopsies, and 
attend and testify at inquests, ay 
for that reason the coverage proy 
sions of the policy issued to 
O'Connell listed “autopsies,” ay 
“inquests,” among the many oth 


Ne 
matters included within the coye, 


age. If the insured had participate 
in the autopsy in his private callin 
as a physician and surgeon, th 





judgment recovered against hi, 
would have been within the cove; | 
age of the policy. As it appeare | 
that the sole reason or basis fo; 
his ordering the autopsy to be per. 
formed was because of his duties x 
County Coroner, it was clear thy 
there was no right of recoven 
against the insurer under his phys. 
cian’s liability policy. 


NATIONAL BOARD NAME 
NEW COMMITTEE 
CHAIRMEN 


OUR new standing committel 

Chairmen for 1946-47 have bea 
announced by F. A. Christenser 
President of the National Board « 
Fi1e Underwriters. 

John R. Cooney, President of th 
Firemen’s Insurance Company 0! 
Newark, is the new Chairman of the 
Committee on Laws; W. A. Hebert 
President of the Springfield Fir 
and -Marine Insurance Company 
Springfield, Massachusetts, has been 
appointed Chairman of the Com 
mittee on Fire Prevention and En- 
gineering Standards; H. W. Tom- 
linson, President of the Agricultural, 
Insurance Company, Watertown, 
New York, becomes Chairman of 
the Committee on Membership; and 
Everard P. Smith, Manager of the 
Norwich Union Fire Insurance So- 
ciety, Ltd., New York, has been ap- 
pointed Chairman of the Committee 





on Uniform Accounting. 

The Executive Committee at 
special meeting on May 29, 1949 
re-elected W. Ross McCain, Prest 
dent of the Aetna Insurance Com 
pany, Hartford, Connecticut, as f 


Chairman for 1946-47. 
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. simply neg- 
lect to mention— 
and stress the vital 
necessity of in- 
creasing coverage 
to keep pace with rising values. 


Let one of your clients have a serious 
fire, for instance. Then he’ll discover 
that what you recommended as ade- 
quate coverage a few years back 
doesn’t begin to reimburse him in 
1946... . and of course he’ll blame 
you, plenty. 

Everyone has noticed the shrinking 
dollar, but many do not realize that 
this almost always leaves property 
woefully underinsured. Most fire 
insurance policies are written on a 
three-year basis. Coverage purchased 
in 1939, renewed in 1942 and again in 
1945 would find the insured only 61% 
covered . . . a condition he probably 
has never even thought about. 


Today agents and brokers have the 
best opportunity they have had in 
many years. A few telephone calls, a 
mailing of penny post cards and a 
dozen or so personal letters usually 
bring in a flock of additional insur- 
ance applications. 


Get the facts and figures in front 
of your policy-holders. Show them 
how the chance of fire and theft loss 
is increasing . . . and how rising 
prices have left them approximately 
39% underinsured, based on a national 
average of property value appreciation. 

Fire Association Group, 401 
Walnut Street, Philadelphia 6, Pa. 
Branches in Atlanta, Chicago, Dallas, 
New York, San Francisco, Toronto. 








in Hartford, Conn., 


INSURANCE CALENDAR 


On July 6, 1944, a carelessly-tossed match | insurance company-financed National Board of 
touched off the tent of the 
‘*Biggest Show on Earth,’’ and 168 lives were 
forfeit to the circus’ greatest tragedy. 
prevent such disasters that the capital stock fire 





Fire Underwriters ceaselessly investigates the 
flammability of building fabrics and their fire- 
It is to| control; to make your world safer and your 


insurance rates lower. 





1946—JULY hath 31 days 


“*The Bell is broken... but Liberty is sound’ 












































ASTRONOMICAL 
CALCULATIONS 
EASTERN STANDARD TIME 
JULY Latitude +30° | Latitude +35° 
SUNRISE| SUNSET | SUNRISE| SUNSET 

5:03 7:05 : 7:18 

5:04 | 7:05 | 4:51 | 7:18 

5:06 | 7:04 | 4:54 | 7:16 

5:09 | 7:03 | 4:57 | 7:14 

5:12 | 7:01 | 5:01 | 7:11 

5:15 | 6:57 | 5:04 | 7:08 

5:18 | 6:54 | 5:08 | 7:04 
JULY Latitude +40° | Latitude-+ 45° 
SUNRISE| SUNSET SUNSET 

1 4:34 | 7:33 | 4:16 | 7:50 

6 | 4:37 | 7:32 | 4:20 | 7:49 
ll 4:40 | 7:30 | 4:23 | 7:46 
16 4:44 | 7:27 | 4:27 | 7:43 
21 4:48 | 7:24 | 4:32 | 7:39 
26 4:52 | 7:20 | 4:37 | 7:35 
31 4:56 | 7:16 | 4:43 | 7:29 
JULY Latitude+30° | Latitude+ 40° 
|OON- MOON- MOON- MOON- 

RISE 8 RISE SET 

1 | 7:32 | 9:41 | 7:07 |10:04 

3 | 9:39 |10:58 |, 9:26 |11:08 

B Se ti o<ar 11:36 |11:59 

7 1:26 |12:30 | 1: 12:23 

9 | 3:14] 1:31 | 3:32 | 1:15 
ll 5:04 | 2:44 | 5:32 | 2:18 
13 | 6:48 | 4:15 | 7:19 | 3:44 
15 | 8:21 | 6:04 } 8:45 | 5:37 
17 | 9:38 | 8:00 | 9:53 | 7:44 
19 |10:45 |10:02 |10:47 56 
21 |11:52 |12:04 [11:43 |12:12 
23 {12:31 | 2:15 |12:15 | 2:35 
25 | 2:03 | 4:32 | 1:37 | 5:01 
27 | 4:04 | 6:38 | 3:34 | 7:06 
29 | 6:18 | 8:14 | 5:56 | 8:33 
31 8:26 | 9:28 | 8:16 | 9:34 








and 120°, 
and Pacific Standard Time), decrease the 
time four minutes for each degree east 
of the standard meridian, or increase the 
time four minutes for each degree west 


To obtain local times of sunrise and sun- 
set: for longitudes other than the stand- 
ard time meridians (i.e., 75°, 90°, 105°, 
for Eastern,Centra!, Mountain, 


of the standard meridian. 





1—M. — 1924, Ist thru transcontinental mail 
2—Tu.— The year’s half gone. Have you checked your 
property insurance coverage this year... 7? 
3—W. — 1844, lst treaty between U.S. and China signed 
4—Th.—INDEPENDENCE DAY 
5—Fr. — 1926, 600 N.Y. subway trainmen strike 
6—Sa. — .) First Quarter, 12:15 A. M., E.S.T. 
7—Sa. — 1930, Work on Boulder Dam started 
8—M. — 1835, Liberty Bell cracked 
9—Tu.— 1940, Windsor appointed Governor of Bahamas 
10—W. — 1890, Wyoming admitted to Union, 44th State 
11—Th.— 1863, Start of N.Y.C. Draft Riots 
12—Fr. — Are all your property improvements covered by 
fire insurance? See your Agent or Broker now! 
13—Sa. — 1832, Source of Mississippi River discovered 
14—S.— «> Full Moon, 4:22 A.M., E. S. T. 
15—M.— =’ 1918, German attempt to cross Marne 
defeated 
16—Tu.— 1790, District of Columbia established 
17—W. — 1938, “‘Wrong Way’’ Corrigan flew to Dublin 
18—Th.— 1918, Americans in Aisne-Marne offensive 
19—Fr. — 1845, N.Y.C. fire, losses $5,000,000 
20—Sa. — 1944, Hitler bombed by a German officer 
21—Sn. — g Last Quarter, 2:52 P. M., E. S.T. 
22—M. — 1934, Dillinger shot to death in Chicago 
23—Tu.— 1865, Start of the second Atlantic cable 
24—W. — 1918, First lightless nights for N.Y.C. 
25—Th.— 1909, Bleriot flew across English Channel 
26—Fr. — Today property insurance rates are 40% below 
1914. This is an all-time low! 
27—Sa. — 1919, 500 casualties in Chicago race riots 
28—Su. -@ New Moon, 6:53 A. M., E. S.T. 
29—M. 1883, Benito Mussolini, fascist leader born 
30—Tu.— 1941, U.S.S.R. signed peace treaty with Poland 
31—W. — 1790, First patent issued by U.S. government 
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Fire Association of Philadelphia 
The Reliance Insurance Company 
PHILADELPHIA 


os sSURANCE \ 
bran porvier 2, 


FIRE “ASSOCIATION GROUP 


With property insurance rates down— way down to about 
40% of pre-World War I levels— now is the time to bring 
your coverage up to today’s fluctuating replacement prices. 


July: 





See your insurance Agent or Broker now! 


July: 





pat > Lumbermen’s Insurance Company 
(] Philadelphia National Insurance Company 
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N today’s modern insurance thinking, 
“full coverage” means more than ever 
before. It means alertness in adjusting pol- 
icies to meet increased values... fuller 
protection against liability ... strong, non- 
assessable capital stock insurance that 
reflects the latest advances in planning. 


It means the type of protection GENERAL 
offers. General of America, one of the na- 








Our Industry Must Keep Them 


BALANCED 





tion’s largest capital stock companies, is 
eager to assist agents in meeting the chal- 
lenge — the opportunities — of today . . . by 
keeping property values and insurance in 
balance — by providing all-risk type policies 
that meet nearly every requirement for 
complete protection. 


Are you taking full advantage of GEN- 
ERAL’S modern, streamlined program? 













Look to GENERAL, the leader, pioneers in writing “Preferred Risk” 
fire insurance coverage...the “blanket” type policies ...new and 
better features in nearly all types of commercial insurance. 








GENERAL INSURANCE COMPANY OF AMERICA 
GENERAL CASUALTY COMPANY OF AMERICA 
FIRST NATIONAL INSURANCE CO. OF AMERICA 


H.K. DENT, President .. 


- Heme Office: SEATTLE 





“The CAPITAL STOCK Companies of PREFERRED RISKS” 


BRANCH AND SERVICE OFFICES IN PRINCIPAL CITIES THROUGHOUT THE UNITED STATES * CANADIAN DEPARTMENT, VANCOUVER, B. C. 
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"BE A GO-GIVER” 


become the best salesman in his 

city. For some the road is some- 
what longer and harder than for 
others. Some have the advantages of 
having better business connections, 
more natural ability, a better back- 
ground, and a keener personality. 
The man with these advantages is 
the man who will find selling easy 
and who will reach the top quickly. 
However, no man is limited in his 
ability to sell. The only person who 
limits you is you yourself. 


Fics: one has it in his power to 


Desire 


The first step is the most impor- 
tant step to our goal. Without this 
aman will be a failure. With this 
every one of us can rise to the top. 
The one thing that you have to have 
to become the best of salesmen is 
an “Intense Desire” to achieve your 
goal. All goals are reached through 
this intense desire to accomplish a 
certain thing. In this case, it is the 
intense desire to really want to be 
the best salesman. 

What is the cost of this desire to 
you? The cost is that you have to 
sacrifice. Temporary pleasures will 
have to be sacrificed for time spent 
in the achieving of your goal. It is 
quite a costly deal at the start. How- 
ever, if you have this intense desire 
all that cost wilf ultimately become 
again to you and will be a pleasure 
and satisfaction to you that you can 
gain no other way. 


Health 


The second step toward the 
achievement of your goal is the 
protection of your health. Give 
your client an appearance of alert- 
ness and vitality. An appearance of 
poor health might give an impression 
that your client should buy out of 
sympathy. 

Personality is a subject that you 
can work and concentrate on for 
months. A pleasing personality is 
something which can be achieved 


FOR JULY, 1946 


by COORD ROOSEN 
Vice President, Wirt Wilson & Co. 
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Advantages of Selling 


1. The foremost advantage is the financial 
advantage. We all like to make money up 
to a certain amount. That is of primary 
importance in any occupation—selling or 
otherwise. From a financial viewpoint alone 
you have the Number One desire to become 
the top salesman you want to be. Whether 
you sell on a straight salary or a commission 
basis, a salesman is not limited to the extent 
of his earnings. 

2. It is also a help to one's personality 
to be in the selling game. A salesman has 
the chance to make unlimited contacts. 
Meeting people is of vital importance to- 
ward caemaiie development. 

3. Selling is enjoyable work. No one who 
is a success in selling can ever figure that 
he has a boring job. Most salesmen would 
not give up their selling positions to become 
president of the company because they 
enjoy their work. 

4. Selling is a healthy job unless you 
overdo it by excesses, such as over-eating 
or over-drinking. You are not tied down to 
regular selling or office hours. You have a 
chance to be out in the open. You can sell 
on the golf links or over the bridge table 
as well as through the office. An outdoor 
job affords you the assurance of good health. 

5. You can be independent. A feeling of 
independence is a feeling that we all want 
to have. This country wants to be independ- 
ent. You want to have your family inde- 
pendent. You want to be independent of 
your boss. You can be. You are not de- 
pendent on anyone except that one impor- 
tant person—the customer. But you have 
lots of those, and no one customer can tell 
you how to run your life. A feeling of 
independence is something that you can't 
get in an executive position, because then 
you are responsible to the Board of Directors. 
Everything that you handle is a selling job, 
whether it be merchandise, services, or 
yourself. 

6. Selling gives you another advantage 
which is important—making friends. It is 
hard to make friendships if you do not mix 
with people. You have to school yourself 
to be friendly toward people, even though 
the person might be one whom you would 
not choose for a personal friend. When 
you are nice to them you get to like them 
and they like you. However, not all custom- 
ers are friends, nor are all friends customers. 

7. There is another big asset that you 
have when you are heading toward your 
goal of being the best salesman in the city. 
There is satisfaction in putting over sales. 
If you sell in a legitimate manner any client 
is not going to worry too much about price. 
Put all these factors together and sell right. 


and developed through contact with 
your clients. Come into the cus- 


tomer’s office with a smile on your || 


face. Give him an enthusiastic greet- 
ing. Know your customer’s name. 
Your appearance in general should 
be neat and appropriate. This sub- 
ject is, many times, overworked, but 
nevertheless, it is a point which 


should be considered in achieving || 


your goal. Good posture is another 
trait of the successful salesman. 


Knowledge 


An over-all knowledge of your 
product is of supreme importance 
to successful selling. The best way 
to serve vour customer with this 
knowledge is through the use of the 
survey. The survey is the only real 
way to sell insurance to the indivi- 
dual or to the corporation. Through 
the use of the survey you can avoid 
being drawn into the “insurance 
circle” whereby an individual mav 
be carrying his insurance coverage 
through five or six different com- 
panies, which can, in case of loss, 
blame the inadequacy or non-exist- 
ence of essential insurance coverage 
on the other carriers. Through the 
survey, the entire insurance picture 
can be brought to light, and unless 
the program is right I would not 
want to be in the picture. When 
weaknesses in an insurance program 
of this type are pointed out through 
the survey procedure, many times 
the insurance can be_ gradually 
drawn into one company. I will 
venture to say that there is not an 
agency in the State that makes 
enough surveys. Gather your knowl- 
edge together, put it in survey form 
and then approach your customer 
for a bigger and better insurance 
program. 


Confidence 


Confidence plays a big part in suc- 
cessful selling. Act as if you can’t 
fail. Approaching your customer 

(Continued on the next page) 
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Be a "Go-Giver''—Continued 


with a note of confidence gives him 
the assurance that you are there to 
protect his interests. However, be- 
ware of high-pressure salesmanship. 


Planning 


I am sure all agents are guilty of 
the same thing I am at times. It is 
a lot easier to sit in the office wait- 
ing for customers than it is to go 
out and get them. Planning your 
time means saving time and the 
best way to accomplish this is to 
first get the names of a lot of pros- 
pects and then decide where your 
most profitable field might lay. 
Many times you will find that it is 
hard to know where not to go. The 
only answer is, go where it is most 
profitable. 


Entertainment 


I suppose some salesmen work 
without enough entertaining of cus- 
tomers, some overdo the entertain- 
ment and too many concentrate on 
actual sales and knowledge of their 
business and forget about the en- 
tertaining of customers altogether. 
It is always true that competition is 
part of selling. Of two salesmen 
competing for a line of business, one 
made it a point to entertain in the 
way the customer likes to be enter- 
tained. That is, by giving the cus- 
tomer the floor, by making him feel 
important, and by showing an inter- 
est in him. In this case, I know 
where the line of insurance would 
go. Many times your customer might 
be a busy executive whose time is 
limited. Don’t monopolize his time. 
Appreciate the fact that his time is 
limited and be brief in stating your 
purpose in calling. If it’s a new 
line you are trying to put over give 
him the principal facts and the logi- 
cal reason why you think it is a 
coverage he should have. Let him 
know you are presenting him with 
a good thing. Don’t expect him to 
buy immediately. Give him a chance 
to consider the situation. Invariably 
he will come back to you with an 
order. 

Competition can be one of your 
greatest assets in selling. I like to 
see my competitors sell because they 
can teach me something. If they are 
making good with their ability I 
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know that I can learn something 
from them. 


Enthusiasm 


Enthusiasm and an interest in 
your work will bring unlimited sales. 
Let your customer know that you 
are enthusiastic about your product 
and that you know it is good. Don’t 
give him the impression that you’re 
selling merely for your own benefit, 
but definitely for his welfare. Be 
interested in his problems whether 
they be insurance or otherwise. 


Sincerity 


Have sincerity in your dealings 
with your customer. Sincerity and 
service to your customer go hand in 
hand. Put service even above your- 
self. Be sincere in what you tell 
your customer being sure it is really 





LOW COST SALVAGE SERVICE 


Get our estimate before you settle. 
No damage is hopeless. 


All Clothing. 
Rugs, Carpets. 
Linens. 

Laces. 
Tapestries. 
Furniture Fabrics. 
Cushions. 
Sofas. 

Chairs. 
Drapes. 
Brocades. 
Embroideries. 
Etc., Ete. 


REWOVEN, RESTORED, REPAIRED 


Recommended by Nat'l. Museums, Press, Fire 
Co's., and Adjusters everywhere. 


LA MERS STUDIO 
142 EAST 34th ST., NEW YORK CITY 
(Near Lexington Avenue) 


LExington: 2-3574 (26th Year) 





4 Impartial Valuations 
of Industrial and 
Commercial iy = A oe 


over 35 years of factual 
appraisal service to Ameri- 
ca’s more conservative 
business institutions. 


The |loyd- Thomas Co. 


Re IED AUTHORIT: M PHYS 


t 
\% 
< 


for his own good. Put yourself 
above taking that order merely from 
a standpoint of selling something’ 
for your own profit, and your cys- 
tomer will call you up to give yoy 
the order. 


Conclusion 


These are the nine points which | 
are the key to successful selling. 
School yourself in them, practice 
them to perfection; and I will wager 
that somebody else cannot get that 
line away from you on the basis of 
price. I am really shocked whep 
somebody comes by with the story, 
“He had a lower cost.” i 

To be a really successful salesman, 
you must have a definite goal toward 
which to work. This is the only 
real way to fulfill that intense desire 
to become the best salesman in town, 
If you have ever hunted bears you 
know that you can’t just shoot the 
bear anywhere. He will keep com- 
ing and coming and unless you put 
a bullet through his brain, heart, or 
other vital spot, you cannot stop 
him. Set up a definite goal for new 
business for the next year—then 
you won't find yourself coasting on 
renewals. 

In order to reach this goal, you 
have to make the customer like you. 
It is hard for a customer to place 
business with you if he does not 
like you. It is not very good busi- 
ness; it does not stay on the books 
very long. You do not have to be 
a story teller or a musician to make 
your customer like you. He wants 
to perform. Give him praise anda 
big build-up and keep applauding 
him. Make him feel like a big shot. 
Treating your customer the way 
he wants to be treated and making 
him like you will make him “want 
to buy” from you, and if he wants , 
to buy from you he’ll take it from 
you. 


a. 


Be a "Go-Giver" J 


There is one thing better than a 
go-getter. That is a “Go-Giver.” 
Giving of your services, time, and 
effort, and showing your customer 
every thoughtfulness, being consid- 
erate and sincere, is being a go-giver. 
For real success in selling be a go- 
giver instead of a go-getter. 


_ From an address before the Minnesota Asso- 
ciation of Insurance Agents. 
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ime is a Triend of ours We believe that if 
you choose the F&D 


as your surety company, you will 

be increasingly pleased with your 

choice as the years go by. | 
A friendly attitude toward agents 

and policyholders; sound financial 

policies; prompt and fair settlement 

of losses; and the F& D’s interest in 





helping you build your own profit- 





able, lasting business, will combine 





to bring about this feeling. 





We look at it this way: the 
agent helps build the company; 
the company helps build the 
agent. 


FIDELITY AND SURETY BONDS—BURGLARY, 
FORGERY, GLASS AND OTHER INSURANCE ; r 


FIDELITY AND DEPOSIT 
COMPANY OF MARYLAND 


Founded 1890— Baltimore, Maryland 
WITH WHICH IS AFFILIATED THE AMERICAN BONDING COMPANY OF BALTIMORE 
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Marine Insurance is still in the 

formative state. The develop- 
ment of this field of insurance as 
we presently find it has been con- 
fined to a comparatively few years. 
Although for a long time there was 
in fairly common use, policies such 
as those covering mariners and, 
travelers under a form somewhat 
similar to our present day personal 
effects floaters and also a limited 
amount of inland transportation un- 
derwriting, it was not until about 
the time of World War I and the 
advent of the automobile truck that 
inland or land transportation became 
more than a negligible factor in the 
insurance field. From transporta- 
tion risks, the floater and the so- 
called “all-risks” form of insurance 
spread into other fields of business 
to the point where it now embraces, 
generally, all types of movable chat- 
tels 


Ti: law pertaining to Inland 


Evolution and Growth 


The rapid growth of Inland Ma- 
rine insurance is reflected in the pre- 
mium volume statistics, which show 
that by 1921, premium totals had 
reached some $19,000,000. Compare 
the volume for subsequent years, as 
reported in one of the trade periodi- 
cals: 1930—$49,833,000. 1940— 
$52,861,000. 1942 — $70,199,000. 
1943 — $81,500,000. 1944 — $97,- 
500,000, and for 1945, approxi- 
mately $117,500,000, which includes 
stock and mutual companies’ totals. 

The types and forms of coverage 
which have been adapted, evolved or 
created to fit the needs of practically 
all fields of business are many and 
varied. The enumeration and defini- 
tion of the risks which are arbitrarily 
classed as Inland Marine by the 
National Convention of Insurance 
Commissioners, in itself, covers sev- 
eral pages, and although I have no 
statistics as to the number of Inland 
Marine policy forms which are in 
common use, the number and variety 
far exceeds any other field of insur- 
ance, 
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DEVELOPMENT OF 
FLOATER POLICIES 


Many of the terms and conditions 
found in Inland Marine policies have 
been taken in whole or part from 
marine coverages, others from fire 
and casualty forms, and still others 
have been invented to fit the need. 
Although these borrowed words or 
terms usually retain their same 
meaning, the adaption of a mixture 
of marine, fire and casualty lang- 
uage has sometimes produced new or 
hybrid terms and forms which re- 
quire new interpretations. In liti- 
gated cases it is frequently urged 
that as Inland Marine coverages are 
the direct descendants of Marine 
insurance, well established principles 


i: 





of Marine Insurance law should like- 
wise be applicable in Inland Marine 
cases, however, the courts in some 
instances have held otherwise. For 
example, the Circuit Court of Ap- 
peals, Third Circuit, in the case of 
Blair vs. National Security Insur- 
ance Company (126 Fed. (2) 955) 
held that a Jewelry-Fur Floater 
more nearly resembled a_ policy 
which was “other than marine” and 
refused to apply the marine rule with 
reference to false representations. 








by CLARENCE R. CONKLIN 
Heineka and Conklin, 
Chicago, Illinois 


The same construction was applied 
to a Fine Arts policy in the case of 
Sun Insurance Office, Ltd. vs. Mal- 
lick (Md. 153 Atl. 35) which in- 
volved a $75,000 valued form cov- 
ering the so-called “Seven Books of 
Moses.” 
conditions of coverage which are 
in wide use have never been passed 
on directly by the Appellate Courts. 
The interpretations by different un- 
derwriters have not all been in ac- 
cord and uniformity cannot be ex- 
pected until these questions have 
been settled by litigation. 


Varied Situations 


The customs, usages and prin- 
ciples of substantive law which per- 
tain to the many fields of business 
are closely interwoven into and have 
a definite bearing on many questions 
of liability in Inland Marine cases. 
In no other field of property insur- 
ance will there be found so many 
varied situations which require de- 
termination, as between assureds 
and others, of respective property 
rights and liabilities, and particularly 
in the fields involving the law of 
bailments and carriers. Because 


such a comprehensive branch of the | 


business has had and is still under- 
going such an exceptional expan- 


- sion within a comparatively few 


years, it is evident that some fur- 
ther time will elapse before satis- 
factory legal precedents will be es- 
tablished to cover the entire Inland 
Marine field. 

Although the Personal Property 
Floater is said to produce more 
claims than any other Inland Ma- 


(Continued on the next page) 
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Floater Policies—Continued 


rine policy, there has not been much 
litigation on these policies which 
has reached the higher courts. De- 
spite wide distribution and several 
revisions, the policy still contains 
many provisions or terms which 
could be more specifically defined, 
although it is recognized that it 
would perhaps be impractical to at- 
tempt more than general definitions, 
particularly because of the trend to- 
ward shorter policy forms. 


Who Are Members of Assured's 
Family of Same Household 


In looking for problems in this 
policy you can find one in the very 
first sentence, in who is to be con- 
sidered an assured. The _ policy 
states that it covers the named as- 
sured and “members of the assured’s 
family of the same household.” 
There is not only some divergence 
in the legal definitions as to who is 
a member of a “family” but some 
very perplexing questions arise as 
to whether certain persons of the 
same family can be said to be a 
member of the “same household.” 





@ NEW YORK 


90 JOHN ST 


@ SAN FRANCISCO 


The Supreme Court of Vermont 
has said that the word “family” is a 
noun of multitude and is capable of 
various significations. (White vs. 
White, 30 Vt. 338.) Words and 
Phrases refers to one definition 
which indicates that the word means 
“a collective body of persons form- 
ing one household under one head 
or manager.” An Appellate Court 
of Illinois (Village of Riverside vs. 
Reagan, 270 Ill. App. 355) used 
practically the same language in a 
case which did not involve an in- 
surance policy, but went further and 
said the family might include par- 
ents, children, servants and some- 
times even boarders and lodgers, 
however, other cases have been more 
restrictive in their interpretation. 
In a Texas case (Franklin Fire In- 
surance Company vs. Shadid, Texas 
68, S.W. (2) 1030), a fire policy 
covered the insured “and family.” 
Insured, his wife and children, his 
half-brother and his wife and chil- 
dren, and insured’s two unmarried 
sisters all lived under the same roof 
and all worked in a general store 
which was operated under the name 
of the insured. No separate accounts 
were kept of merchandise used by 


any of them, nor was there any seg- 
regation of charges for board or 
room, etc. The court there held that 
the word “family” did not include 
insured’s brother and his wife and 


children or insured’s sisters. In 
reaching this decision the court 
said: 

“Without determining whether 


the term ‘family’ as used in the 
policy of insurance should be given 
a narrower interpretation, we deem 
it sufficient for the disposition of this 
case to apply the reasonable and 
liberal test of the homestead exemp- 
tion cases. The test is not met be- 
cause, under the facts found by the 
trial court, the half-brother and his 
family and the two sisters were not 
dependent upon defendant in error, 
Furthermore, the half-brother was 
head of his own family and the legal 
and moral obligation was upon him 
to support them.” 

Where the word or term is not 
defined by the policy, reference will 
have to be had to the definition ap- 
plied by the laws of the state which 
governs the insurance contract. 

The term “member of the as- 
sured’s household” has been before 
the courts in many cases. Corpus 
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HOME OF THE FAMOUS 


VOGUE ROOM 


1000 ROOMS WITH BATH 
RADIO IN EVERY ROOM 
FIVE FINE RESTAURANTS 
CENTRAL DOWNTOWN LOCATION 








Showing Belt Hook 





With Honeycomb 
Lens, Model 17-S 





| _ Showing Switch 
| Button With Flasher 


Prom Every 4tugle 
IT’S JUSTRITE 


You get safety, service and fine light 
with this Justrite Flashlight 


Cut fire hazards to the minimum by using 
this new Justrite Service Flashlight No. 
17-S. It’s approved for safety by Under- 
writers’ Laboratories, Inc., and the U. S. 
Bureau of Mines. 
Justrite safety features in a sturdy plastic 
case guaranteed unbreakable against ordi- 
mary usage. Flashlight fits in palm of 
hand, stands on base or attaches to belt 
with clip. 


Used with the regular lens, this Justrite 
Flashlight gives a powerful beam of about 
1800 candlepower from 3 cells. For wider 
spread beam it can be used with the new 
Justrite Honeycomb Lens, which throws 
a circle of clear even light 3 ft. in diameter 
at 8-ft. distance. No spots, no dark rings. 
This fine flashlight is available now. Ask 
your supplier about this and other Justrite 
Safety Products! 


JUSTRITE MANUFACTURING COMPANY 
2063 N. Southport Ave., Dept. C-7, Chicago 14, Ill. 


Has all the famous 


Two Types of Light 











Juris defines a “household” to be a 
family living together ; a number of 
persons dwelling under the same 
roof and composing a family; and 
by extension, all who are under one 
domestic head; persons who dwell 
together as a family. Some cases 
indicate that the words “family” 
and “household” are often inter- 
changeably used, and in an Illinois 
case (Women’s Catholic Order of 
Foresters vs. Heffernan, 216 IIl. 
App. 70) the opinion says the word 
“family” comes from the Latin 
word “familia,” the definition of 
which, according to some lexicog- 
raphers, is “household.” One case 
held that a nephew of insured who 
was staying at insured’s home for a 
few days was a member of the 
household (Home Insurance Com- 
pany vs. Petit, 225 Ala. 467); the 
Circuit Court of Appeals, Fourth 
Circuit (State Farm Mutual vs. 
James, 80 F. (2) 802) said that a 
person who had resided with the 
assured for years, shared in the 
daily household tasks and enjoyed 


FOR JULY, 1946 





the social intercourse of the family 
circle was undoubtedly a member 
of the household, and many other 
cases have covered similar and varied 
situations. 


Effect of Absence from Household 


The troublesome cases usually 
arise when coverage is sought by 
or on behalf of one who is tempo- 
rarily, at least, absent from the 
home of the named assured. 
Whether the person has abandoned 
the assured’s home as his permanent 
residence or domicile is a question 
of intention and, as such, is fre- 
quently difficult to prove. More 
aptly stated, from the viewpoint of 
the insurance underwriter, it pre- 
sents many trying problems to dis- 
prove that a person was not still a 
member of the assured’s household. 
Domicile is usually defined to be 
“where a person has his permanent 
home and principal establishment 
and to which, whenever he is absent, 
he intends to return.” In fact, this 


. 

well considered definition has been 
adopted by the National Convention 
of Insurance Commissioners as the 
rule to be applied in Inland Marine 
cases. Several courts have held that 
where actions for divorce had been 
started by husband or wife and 
they were living apart, they were 
not members of the same household 
( Heffernan vs. Mechanics Insurance 
Company, Ohio 169, N. E. 33). The 
filing of a divorce action is usually 
said to constitute a prima facie in- 
tention to abandon the household. 

As one illustration of the many 
varieties of problems presented 
under this clause, I recall a case 
where the person on whose behalf 
claim was filed under a Personal 
Property floater, had, under the defi- 
nitions prevailing 1n the state where 
the policy was written, been a mem- 
ber of the family of the same house- 
hold of the insured. This sister of 
the insured left his home and went 
to California, ostensibly to be under 
the care of a doctor who had re- 

(Continued on the next page) 


49 











Floater Policies—Continued 


moved to that state. Her ailment 
was not at all serious and she ob- 
tained employment, rented her own 
apartment and lived there for several 
months when she sustained losses 
of jewelry and other personal effects. 
She made statements under oath that 





she had every intention of returning 
shortly to her brother’s home; that 
she never intended to abandon her 
domicile there and that she was 
merely treating this sojourn as a 
rest and to regain her health, al- 
though the evidence indicated that 
she was gainfully employed and had 
rented the apartment on a month to 











P er. sonal pr oper ty floater policies as issued by 


Planet Insurance Company, member of the Standard of Detroit 
Group, insure personal property, including household furniture 
and furnishings, against practically all risks of loss or damage. 
Your nearest Standard of Detroit office will gladly give you com- 
plete details on this worldwide coverage and how Planet policies 


can help you increase your premiums. 
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Planet Insurance Company ° Detroit 
Pilot Insurance Company * Toronto 
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month basis. After a denial of |ja- 
bility a suit was filed but, for various 

reasons, was settled. Whether a jury 7 
would have found that she was stil] 
a member of assured’s household js 
conjectural but, regardless of the 
finding, the court would probably 
not have disturbed the verdict as 
against the weight of the evidence. 














What Is a Windstorm? 









Another question, which like the 
matter of “family of the same house- 
hold,” is not confined to Inland Ma- 
rine policies but also is presented 
under other types of coverage, is 
the determination of what consti- 
tutes a “windstorm.” The exclu- 
sion in the Personal Property floater 
of breakage of fragile articles, etc., 








and the deductible clause, do not }™" 
apply when losses are occasioned by }™ 
certain perils, including “wind | 
storm.” None of the policies attempt ‘+ 
to define the term as is done, for $°™ 
example, in Burglary and Robbery 9°.” 
policies where the terms “burglary” . 
and “robbery” have frequently been fol 
given arbitrary definitions. In a - 
locality which is subject to strong Ge 
winds, adjusters are presented with - 
many claims involving breakage of “ 
expensive vases, glassware and the h 
like, where wind is the cause of the she 


damage. 

Although many courts have said | 
that a “windstorm” was a wind of 
unusual violence, or a wind which ( 
was more than an ordinary wind, 


; ert) 
which must assume the aspects of on 
a storm, some of the recent cases, § 
although not all in accord, have de- alo 


fined the term in relation to miles 47 
per hour. One New York court said J > 


that, although it recognized that a = 
28 m.p.h. wind was “no aerial lull- a 
aby,” nevertheless it fell far short J oo4 
of that court’s idea of a windstorm. < the 
In another case the court relied on la 
testimony of U. S. Weather Bureau “ 
representatives that, in order to a 
constitute a windstorm, the wind B atts 
must reach the velocity of at least fo 
27 m.p.h. One of the interesting oli 


windstorm cases which have been - 
reported recently is the case of Ger- rm 
hard vs. Travelers Fire Insurance The 
Company, 245 Wis. 625, which was 


decided by the Supreme Court of -" 
Wisconsin in 1945. The property [ ,.,. 
insured was a cottage or house, but | ;,- 
the reasoning might well have ap- ' i, | 
i , j 
plied to a Personal Property floater 4,.), 
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jim for expensive glassware, 
rbles, porcelains and other simi- 
at fragile articles, if same had been 
amaged in the house. The insured 
yilding was on the shore of a lake 
bnd a wind of not to exceed 28 
mp-h, blew chunks of ice up onto 
the shore, where they slid over the 
shore line and smashed into and 
damaged the insured premises. The 
court held that the proximate cause 
of the loss was wind and, in the 
absence of a policy definition of 
“windstorm,” the wind was of suffi- 
cient violence to be deemed a “wind- 
sorm.” Although a review of these 
and other cases indicates a lack of 
uniformity as to how violent the 
wind must be to constitute a “wind- 
storm,” the practical fact is that 
where any wind in excess of ordi- 
nary is the direct and proximate 
cause of a loss or damage to prop- 
erty, there is a reasonable presump- 
tion that it will be classed as a 
windstorm. A trial judge in one 
of the southern states apparently 
followed this line of reasoning when, 
in his instructions to the jury, he 
‘said: “And I further charge you 
Gentlemen, that if you find that 
the wind blew hard enough to blow 
a tree down, then the wind blew 
hard enough for you to find that 
there was a windstorm.” 


Floater Coverage Considered 


One of the few Personal Prop- 
ety Floater claims which has 
reached the higher courts also arose 
in Wisconsin (Warshauer vs. Em- 
ployers Fire Insurance Company, 
247 Wis. 469). The suit involved 
aclaim for loss of a steel pier which 
was made in sections so that it 
could be dismantled in the winter 
and carried to assured’s garage. In 
ythe spring the sections would be 
placed in the lake and bolted to- 
gether and the weight held the pier 
in position without any physical 
attachment to the lake bed. The pier 
was destroyed by a. storm. The 
plaintiff contended that the pier was 
not realty and was therefore covered 
by the Personal Property Floater. 
The court in holding for the com- 
pany, said that the argument as to 
whether the property was a fixture 
was beside the point. The court re- 
lerred to the declarations contained 


qu the policy, where the estimated 


value of the various types of prop- 
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erty are set forth, and commented and other types mentioned, and that 
that all classes of property men- the pier did not fall within that 
tioned, such as Silverware, Rugs, classification and was therefore not 
Linens, Books, etc., were included covered under the policy. The 
in the general term “household court rejected the argument that 
goods.” The court then referred to the ambiguity should be resolved 
the last category, which is “Furni- against the company and said that 
ture, other personal property and none existed, and also rejected, as 
Miscellaneous Articles, including being too far-fetched, the conten- 
Wines and Liquors” and said that tion that all insurance law stems 
by the familiar rule of construction, from marine insurance as it existed 
“other personal property” was when other insurance arose and 
limited to property such as furniture (Continued on the next page) 
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that, at such time, coverage included 
all movables and should be so con- 
strued with reference to the pier. 
This case has been criticized as not 
representing the proper interpreta- 
tion of the coverage, as it is usually 
assumed that losses of all personal 
property of the assured, not other- 
wise excluded, are covered under the 
policy. 





ae 


Tats hy 










The discussion of these few 
points, which of necessity has been 
confined to general principles, is 
illustrative of but a few of the many, 
varied and perhaps more interesting 
questions and problems presented to 
those who are engaged in the loss or 
liability side of Inland Marine in- 
surance. The handling of these 
losses requires a great deal of techni- 
cal knowledge covering a _ wide 
range, and this variety is one of the 





“= — resources, long years of experience, 

policies specifically designed for larger risks 
... these are vital qualifications for writing 
“‘big business’’. 

The American Casualty Company, now in its 
44th year and transacting a complete Casualty 
and Surety business throughout the United 
States, is admirably qualified to provide unusu- 


ally broad coverage for the largest 
as well as the smallest business. 


Combined Assets Over $15,000,000 


American Casualty Company 


Fire Affiliate: American Aviation & General Insurance Company 


READING -« 
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reasons why the field is attractiy 
and interesting. As was said in th 
beginning, there are many question 
which are so new that they hay 
never been presented to the court: 
and there has been such a rapid ex. 
pansion into new fields, new ideas 
and adaptions of coverage that am 
day may promise a new adventure. | 
think that all of us who, in one q. 
pacity or another, are interested jp 
this field of insurance, can look for. 
ward with keen anticipation to the 
coming period which should bring 
interesting and fascinating years oj 
even greater development and ¢. 
pansion, and that we shall have the 
satisfactory experience of having 
had a part in that development g 
this, the newest and, I believe, on 
of the most promising branches oj 
the industry. 






CORRECTION NOTICE 


N our study of Insurance Com- 
pany Groups in the May edition oF 
Best’s FirE aND CASUALTY New} 
we incorrectly listed the 1945 com 
bined loss and expense ratio of the 
American of Newark Group a 
109.5%. The correct figure should 
have been 99.5%. 


NEW BOOKLET ISSUED 


CAREER FOR YOU," a new booklet 

outlining employment opportunities in 
the casualty and surety insurance business, 
has just been issued by the Research Divi- 
sion of the Association of Casualty and 
Surety Executives. 

Written primarily for young people with 
little or no insurance knowledge and gen- 
erously illustrated with pictorial charts and 
line drawings, "A Career For You" describes J 
the various types of jobs in casualty insur- 
ance and suretyship and the personal and 
educational ooliienins desirable for typi- 
cal production and home office positions. 

The booklet contains an explanation of| 
the function of insurance as a whole and a 
description of the major casualty and surety 
lines, their growth and outlook. It also in- 
cludes a description of the production, un 
derwriting, claims, service and administre- 
tive sections of a typical casualty and surety 
company home office, including the require- 
ments for specified jobs. The latter por- 
tion of the booklet outlines educational 
opportunities in insurance and concludes 
with some suggestions on getting started. 

Copies may be secured at 50 cents each 
from the Association of Casualty & Surety ; 
Executives, 60 John St., New York 7, N. Y. 
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Tue year was 1896. The needs of American Business for 
corporate suretyship led to the formation of United States 
Fidelity & Guaranty Company. @ Today, its 8,000 agents, 
located throughout the United States and Canada, help safeguard 
business and the individual by writing practically all forms of 
fidelity and surety bonds and casualty insurance policies. In the 


Ar Age, as in the Victorian Age, U. S. F. & G. is Protection! 


Uis.kaG, 


UNITED STATES FIDELITY & GUARANTY CO. 
affiliate 
FIDELITY & GUARANTY FIRE CORPORATION 


Home Office: Baltimore 3, Maryland 


Consult your insurance agent or broker ae as you would your doctor or lawyer 























Domestic Companies 


motes (here): Tiartiord, COM. oo. ccccccsavccsscecowe 1819 
Atbany Insurance, New York, N.Y. .0...0060s0s00s00e% 1811 
Allen & East Pennsboro Mutual, Mechanicsburg, Pa. .. 1843 
Msmerican insurance, Newark, N. Jo. .....00600ss0000% 1846 
Aacomise Mita, New York, N.Y. cc.ccccsicvviccccees 1842 
Attleboro Mutual, Attleboro, Mass. ................000. 1844 
Baltimore Equitable Society, Baltimore, Md. .......... 1794 
Barnstable County Mutual, Yarmouthport, Mass. ...... 1833 
Berkshire Mutual, Pittsfield, Mass. ................... 1835 
Blue Ridge Fire, Hagerstown, Md. ..............-000 1845 
Bucks County Contributionship, Morrisville, Pa. ....... 1809 
Barungton Fire, Kiverton, N. J. ... c.ccsccccccccscsces 1821 
Cambridge Mutual, Andover, Mass. ............00.000- 1833 
Camden Fire, pS eat nate nna irene 1841 
Cincinnati Equitable, Clete MINN ica secassiss0cece 1826 
Columbiana County Mutual, Lisbon, Ohio ............. 1837 
Rg ce 1832 
Crawford County Mutual, Meadville, Pa. ............. 1840 
Cumberland Mutual, Bridgeton, N. y eee 1844 
Eagle Fire Company of New York, New York, N. Y. 1806 
Eliot and Kittery Mutual, Kittery, Me. ............... 1844 
Oe oS re 1839 
Farmers & Mechanics Mutual, Wycombe, Pa. ......... 1843 
Parmers Fire, Behenem, Pa. 1... cece ccctcccscees 1832 
Farmers Insurance, Fort Plam, N. Y. ......2...c0sse 1845 
Farmers Mutual of Delaware, Wilmington, Del. ...... 1839 
Farmers Mutual of Lancaster, Elizabethtown, Pa. .... 1844 
Farmers Mutual of Northampton County, Nazareth, Pa. 1845 
Farmers Mutual of Phila. and Bucks Counties, Lang- 
I eae heat La Rig ans alin 5 Os 0 le 1842 
Fire Association of Philadelphia, Pa. ................. 1817 
Fire Ins. Co. of Northampton County, Easton, Pa. ..... 1830 
Firemen’s Insurance Company, Washington, D.C. ...... 1837 
PPRSICIOPG BtUURL, FPAMETOPG, FA, 2... 0c ccsccscoccecee 1843 
PROM PIG, EMUMGCMINER, FR. oc ccc cscvccscesecsss 1829 
+ Germantown Fire, Philadelphia, Pa. ................. 1843 
Goschenhoppen Mutual, Pennsburg, Pa. .............. 1843 
Groveland Mutual, Groveland, Mass. .................. 1828 
Hartford County Mutual, Hartford, Conn. ........... 1831 
maaresored Fire, Frartterd, COM. ...20..ccccccssssctvces 1810 
Hillsborough Mutual, Branchville, N. J. .............. 1844 
Hingham Mutual, Hingham, Mass. .................+- 1826 
Pecrvome Bivtwal, Salem, Mass. 2... crccccccccceccveses 1843 
Independent Mutual, Torresdale, Pa. ...........e..0e 1843 
Ins. Co. of North America, Philadelphia, Pa. ......... 1792 
Ins. Co. of the State of Pa., Philadelphia, Pa. ....... 1794 
Kentucky & Louisville Mutual, Louisville, Ky. ........ 1839 
Knox County Mutual, Mt. Vernon, Ohio .............. 1838 
Lancaster County Mutual, Lancaster, Pa. ............. 1841 
Line Lexington Mutual, Lansdale, Pa. ................ 1843 
Litchfield Mutual, Litchfield, Conn. ................... 1833 
SE NE, TOWER, BEDOR. .ccccccccccvedssvvdeceous 1832 
i NE, SCONE, BERNE, oocc sc ccccsccccccsecceses 1828 
Manufacturers Mutual, Providence, R. I. .............. 1835 
Mercer County Mutual, Pennington, N. J. ............ 1844 
Merchants and Farmers Mutual, Worcester, pT eee 1846 
Merrimack Mutual, Andover, eaten: 1828 
Middlesex Mutual, Middletown, Conn, ................ 1836 
Middlesex Mutual, Concord, Mass. .............eee00: 1826 
Mutual Assurance, Norwich, Conn. .................. 1795 
Mutual Assurance, Philadelphia, Pa. ................. 1784 
Beutual Assurance, Richmond, Va. ........ccccccvecses 1794 
Mutual Beneficial, Langhorne, Pa. .................0. 1842 
Mutual Fire Assurance, Springfield, Mass. ............ 1827 
IE NE ON nis oocdaseseonsanss baceedes cee 1827 
Mutual Fire of Chester County, Coatesville, Pa. ...... 1840 
Mutual Fire in Harford County, Bel Air, Md. ......... 1842 
Mutual Fire of Hummelstown, Hummelstown, Pa. .... 1845 
Mutual Fire of Kent County, Chestertown, Md. ....... 1845 
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CENTURY OLD FIRE COMPANIES 










Mutual Fire of Pottstown, Pottstown, Pa. ........... 18 
Mutual Fire of Sinking Spring, Reading, Pa. ......... 184 
Mutual Ins. Co. of Berks County, Reading, Pa. . 18 
Mutual Ins. Co. of Frederick County, Frederick, Md. 18 
* National Retailers Mutual, Glen Cove, i > Ao 183 
Newark Pire, Piemington, N.. J. acicccccscescccccsecs 18) 
New Brunswick Fire, New Brunswick, N. J. ........., 183 
New Brunswick Mutual, New Brunswick, N. J. ....... 184 
Newburyport Mutual, Newburyport, Mass. ........... 182 
New Jersey Association, Crosswicks, N. J. ............ 182 
New London County Mutual, Norwich, Conn. ......., 1&4 
New Were bere, New York, Ni Ye oc ccccdcccccccccces 183 
Norfolk & Dedham Mutual, Dedham, Mass. ........... 1% 


Northern Mutual of Lancaster County, Ephrata, Pa. .. |% 


North River Insurance Co., New York, N. Y. ......... 182 
Pennsylvania Fire, Philadelphia, Pa. .................,. 18% 
Philadelphia Contributionship, Philadelphia, Pa. ....... 17s 


Planters Mutual, Washington County, Hagerstown, Md. [gf 
Potomac Ins. Co. of the D. of C., Washington, D.C. .... [Ry 
Providence Mutual, Providence, R. I. 
Providence Washington, Providence, R. I. 
Reliance Insurance Co., Philadelphia, Pa. ............. 1M 
Richmond Ins. Co. of New York, West New Brighton, 








ae aL ae ey eee 18% 
Rockingham Farmers Mutual, Exeter, N. H. » 2s 
ee aa errr ree 183! 
Security Ins. Co. of New Haven, New Haven, Conn. ... 1% 
Shrewsbury Mutual, Eatontown, N. < islee- da lowien 5 ween 1% 
Suffolk County Mutual, a i er 18 
Sussex Count Mutual, Newton, N. y Sais sine ake a ee 1 
United States Fire, New York, i Sr: 1% 
Vermont Mutual, Montpelier, Vt. ..................0.. 18 
Virginia Fire & Marine, Richmond, Va. ................ 18 
Washington County Fire, Washington, Va. ............ 18 
Westchester Fire, New York, N. Y. .................. 187 
Western Mutual, Urbana, Ohio ...................... 1% 
West Newbury Mutual, West Newbury, Mass. ........ 1% 
White Hall Mutual, Doylestown, Pa. ................. 1% 
Windsor Mutual of Berks County, Hamburg, Pa. ...... 1% 
Worcester Mutual, Worcester, Mass. ...............5. 18) 

Foreign Admitted Companies 
Afltance, London, Bagland .......0.cccccccsccccccvovs 
I onc on 54. 4.0:6.0:0.5 6400 d0e seat 
British America, Toronto, Canada ...°.............0.. 
Caledonian, Edinburgh, Scotland ..................000- 
NS rT eer 
en 
ee eS ere 


Indemnity Marine, London, England 
Law Union & Rock, London, England ................ 
Liverpool & London & Globe, London, Eng. ........... 
London Assurance, London, England 
Marine, London, England 
Netherlands, The Hague, Holland 
North British & Mercantile, London, Eng. 
PROCUNN, LONGOG, BRAGG oo.c5 ice ss o.ccts cc cvccceensn’ 
Norwich Union, Norwich, England .................+- 
La Paterneiie, Paris, France .........6.cccscccccessven 
POI, TOMO, TIO oo os cics ciccvcscceeenntean 
Royal Exchange, London, England 
Royal Insurance, Liverpool, England 
Scottish Union & National, Edinburgh, Scot. .......... 
Sun, London, England 
Union Assurance, London, England ...............++++ 
Union Ins. Society, Sydney, Australia 
ee SS, ON Oe. 
wenmeeere, YOUR; TON ooo Soo 6 Sods ccs. cceecaiacoee 


* Formerly Glen Cove Mutual Insurance Company. 
t Formerly Mutual Fire Insurance Company of Germantown. 
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WV time experience gave final proof of the 
a frothy 
blanket that literally bathes a fire with billions 
of minute bubbles . . . cuts off the supply of fire- 
feeding oxygen to put out the flames quickly 
and efficiently. 


fire-fighting effectiveness of foam... 


And no matter whether the bubbles are chem- 
ically made carbon dioxide or mechanically 
created air bubbles, they are rendered more 
effective by highly sticky “foam stabilizers”. 
These “foam stabilizers”—derived from licorice, 
soybeans, or other protein—act as a glue... 
holding the bubbles together to form an airtight, 


A multiple line organization 
reinsurance 


Casualty and Bonding Lines 


GENERAL REINSURANCE 
CORPORATION 


“Bubble Baths” For Fires 








The ‘Big E”’ takes a “bubble bath”’ to ex- 
tinguish fires set by an exploding shell. 


smothering blanket. 

Although well adapted to the control of many 
types of fires, foam has come into its own in this 
age of octane gas. For unlike the ordinary high 
pressure water stream, foam does not spread the 
flaming liquid. Moreover the compounds and 
apparatus used to make foam are easily trans- 
portable and require relatively little water. 


Underwriters Laboratories, Inc., fathered by 
the National Board of Fire Underwriters, is 
keeping a close check on the development of 
foam, and on all improvements in fire control 
equipment that may lead to a safer America. 


transacting all forms of 
except life 


Fire and Allied Lines 
NORTH STAR REINSURANCE 
CORPORATION 





90 John Street, New York 7 » 200 Bush Street, San Francisco 4 































Prudential vs. Benjamin 


HIS case and Robertson v. California, 


No. 274, decided today, bring not un- 

expected sequels to United States v. 
South-Eastern Underwriters Ass'n, 322 
U. S. 533. In cycle reminiscent con- 
versely of views advanced there and in 
Paul v. Virginia, 8 Wall. 168, claims are 
put forward on the basis of the South- 
Eastern decision to sustain immunity 
from state taxation and, in the Robert- 
son case, from state regulation of the 
business of insurance. 

The specific effect asserted in this case 
is that South Carolina no longer can col- 
lect taxes from Prudential, a New Jersey 
corporation, which for years prior to 
1945 the state had levied and the company 
had paid. The tax is laid on foreign in- 
surance companies and must be paid an- 
nually as a condition of receiving a cer- 
tificate of authority to carry on the busi- 
ness of insurance within the state. The 
exaction amounts to three per cent of the 
aggregate of premiums received from 
business done in South Carolina, without 
reference to its interstate or local char- 
acter. No similar tax is required of 
South Carolina corporations. 

Prudential insists that the tax discrimi- 
nates against interstate commerce and in 
favor of local business, since it is laid 
only on foreign corporations and is meas~ 
ured by their gross receipts from pre- 
miums derived from business done in the 
state, regardless of its interstate or local 
character. Accordingly it says the tax 
cannot stand consistently with many deci- 
sions of this Court outlawing state taxes 
which discriminate against interstate 
commerce. South Carolina denies that 
the tax is discriminatory or has been 
affected by the South-Eastern decision. 
But in any event it maintains that the tax 
is valid, more particularly in view of the 
McCarran Act, by which it is claimed 
Congress has consented to continuance 
of this form of taxation and thus has 
removed any possible constitutional ob- 
jection which otherwise might exist. This 
Prudential asserts Congress has not done 
and could not do. 

The State Supreme Court has held the 
continued exaction of the tax not to be 
in violation of the commerce clause or 
affected by the ruling made in the South- 
Eastern case—S. C.—; 35 S. E. 2d 586. 
That holding presents the principal basis 
for this appeal. 


t 





‘. 


The versatility with which argument 
inverts state and national power, each in 
alternation to ward off the other’s inci- 
dence, is not simply a product of protec- 
tive self-interest. It is a recurring mani- 
festation of the continuing necessity in 
our federal system for accommodating 
the two great basic powers it compre- 
hends. For this Court’s part, from 
Gibbons v. Ogden, 9 Wheat. .1, no phase 
of that process has been more continuous 
or at times perplexing than reconciling 
the paramount national authority over 
commerce, created by Article I, § 8 of 
the Constitution, with appropriate exer- 
cise of the states’ reserved powers touch- 
ing the same or related subject matter. 

The continuing adjustment has filled 
many of the great constitutional gaps of 
Marshall’s time and later. But not all of 
the filling has been lasting. Great em- 
phases of national policy swinging be- 
tween nation and states in historic con- 
flicts have been reflected, variously and 
from time to time, in premise and there- 
fore in conclusion of particular disposi- 
tions. In turn, their sum has shifted and 
reshifted the general balance of author- 
ity, inevitably producing some anomaly 
of logic and of result in the decisions. 

No phase has had a more atypical his- 
tory than regulation of the business of 
insurance. This fact is important for the 
problems now presented. They have 
origin in that history. Their solution can- 
not escape its influence. Moreover, in law 
as in other phases of living, reconciliation 
of anomalous behavior, long continued, 
with more normal attitudes is not always 
easy, when the time for that adjustment 
comes. 

Essentially the problems these cases 
tender are of that character. It is not 
necessary to renew the controversy pre- 
sented in South-Eastern. Whether or not 
that decision properly has been char- 
acterized as “precedent-smashing,” there 
was a reorientation of attitudes toward 
federal power in its relation to the busi- 
ness of insurance conducted across state 
lines. Necessarily this worked in two di- 
rections. As the opinion was at pains to 
note, 322 U. S. 533, 545 ff., no decision 
previously had held invalid an Act of 
Congress on the ground that such business 
was beyond reach of its power, because 
previously no attempted exercise of that 





authority had been brought here in liti- 
gation. But from Paul v. Virginia to 
New York Life Ins. Co. v. Deer Lodge 
County, 231 U. S. 495, negative implica- 
tion from the commerce clause was held 
not to place any limitation upon state 
power over the business, however con- 
ducted with reference to state lines. And 
correlatively this was taken widely, al- 
though not universally, to nullify federal 
authority until the question was squarely 
presented and answered otherwise in the 
South-Eastern case. 

Whether Paul vy. Virginia represented 
in its day an accommodation with or a 
departure from the preexisting evolution 
of commerce clause law and whether its 
ruling, together with later ones adhering 
to it, remained consonant with the subse- 
quent general development of that law, 
may still be debated. But all may concede 
that the Paul case created for the busi- 
ness of insurance a special, if not a 
wholly unique, way of thinking and act- 
ing in the regulation of business done 
across state lines. See Ribble, State and 
National Power over Commerce (1937) 
89, 186-187. The aegis of federal com- 
merce power continued to spread over 
and enfold other business so conducted, 
in both general and specific legislative 
exertions. Usually this was with judicial 
approval; and, despite notable instances 
of initial hostility, the history of judicial 
limitation of congressional power over 
commerce, when exercised affirmatively, 
has been more largely one of retreat than 
of ultimate victory. The plain words of 
the grant have made courts cautious, ex- 
cept possibly in some of the instances 
noted, about nullifying positive exertions 
of Congress’ power over this broad and 
hard to define field. At the same time, 
physical and economic change in the way 
commerce is carried on has called forth a 
constantly increasing volume of legisla- 
tion exercising that power. 

Concurrently with this general expan- 
sion, however, from Paul to South- 
Eastern the states took over exclusively 
the function of regulating the insurance 
business in its specific legislative mani- 
festations. Congress legislated only in 
terms applicable to commerce generally, 
withcut particularized reference to insur- 
ance. At the same time, on the rational- 
ization that insurance was not commerce, 
yet was business affected with a vast 


(Continued on page 62) 
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OUR DECISIONS 


Robertson vs. California 


surance Co. v. Benjamin, No. 707, 

decided this day, in three respects. It 
isa criminal cause; the statutes involved 
regulate, rather than simply tax, the busi- 
ness Of insurance; and appellant’s acts 
held to violate them were done before the 
McCarran Act’s effective date. 

Appellant was convicted in a state court 
for violating §§ 703(a) and 1642 of the 
California Insurance Code and the con- 
viction was sustained on appeal to the 
Superior Court of Ventura County. Ap- 
pellant now urges here primarily that the 
application which has been made of 
those sections is a regulation of interstate 
commerce forbidden by the commerce 
clause of the Constitution, Article I, § 8, 
in view of United States v. South-Eastern 
Underwriters Ass’n, 322 U. S. 533. He 
also puts forward due process and equal 
protection arguments, resting on his con- 
ception of the applicability of those pro- 
visions of the Fourteenth Amendment. 

The California Insurance Code pro- 
visions are as follows: 

“703. Except when performed by a 
surplus line broker, the following acts 
are misdemeanors when done in this 
State : 

“(a) Acting as agent for a nonad- 
mitted insurer in the transaction of in- 
surance business in this State.” 

“1642. A person shall not act as an 
insurance agent, broker or solicitor un- 
til a license is obtained from the Com- 
missioner, authorizing such person so 
to act.” 

The complaint charged in two counts 
that appellant had (1) acted without a 
license as an agent for a nonadmitted 
insurer in soliciting and selling a policy 
contrary to § 703(a), and (2) solicited 
and sold a policy of insurance without 
being licensed as required by § 1642. 

The evidence, which is undisputed, dis- 
closed the following facts. The First 
National Benefit Society is an Arizona 
corporation, conducting from Phoenix a 
mutual benefit type of insurance business. 
Its method of operation must be inferred 
from the facts of record, in the absence 
of other evidence. One O’Lein, then an 
elderly resident of Ventura, California, 
had difficulty in securing insurance on 
account of his age. Prior to August 28, 
194, he had learned of the Society's 
‘Gold Seal” policy, by radio and through 
literature.” This apparently was mailed 


Tove case differs from Prudential In- 


FOR JULY, 1946 


from the home office and included a 
printed form of return postal card 
marked, presumably pursuant to postal 
permit, “Postage will be Paid by Ad- 
dressee,” the Society. O’Lein filled in 
and returned the card to the Society in 
Phoenix, asking it to “send me, without 


obligation, details of ‘GOLD SEAL’ 
POLICIES.” <A _ few days later, on 
August 28, 1944, appellant called at 


O’Lein’s home with the card, stating he 
represented the First National Benefit 
Society. Thereupon he explained to 
O’Lein the terms of the policy, its bene- 
fits, and costs, soliciting and persuading 
the prospect to take out a policy for him- 
self and one also for his wife. No medi- 
cal examination was required. Appellant 
filied in the application forms, procured 
the signatures, accepted from O’Lein a 
check made out in appellant’s name in 
payment of the first quarterly premiums, 
gave receipts, later cashed the check at 
a local bank, and received the proceeds. 
A few days later the O’Leins received 
policies by mail from the Society’s office 
in Phoenix. 

The evidence further showed that the 
Society was not admitted to do business 
in California and that appellant had no 
license of any kind to act as an insurance 
agent, broker or solicitor there. 

We may deal first exclusively with the 
objections founded on the commerce 
clause, since each of the others would be 
obviously without merit but for the sup- 
posed effects of the South-Eastern de- 
cisions not only in relation to the pro- 
hibitory consequences of that clause but 
also, apparently, to resurrect other limita- 
tions upon state power long since settled 
adversely to such claims in reference to 
the business of insurance. 


I. 


Little need bé said in relation to the 
general license requirement of § 1642, 
except to state more fully its effects by 
virtue of its relation to other provisions 
of the California Insurance Code, whic 
prescribe the conditions for securing the 
license. Those requirements, in summary, 
are that an application must be made upon 
a prescribed form setting forth the kinds 
of insurance the applicant desires to 
transact (§ 1643); he must be a citizen 
of the United States or one who has 
applied for citizenship; and must have 


attained his majority (§ 1648.5) ; he must 
pass a written examination as to his 
qualifications (§ 1674) and pay two fees, 
one a filing fee of $4, the other an ex- 
amination fee of $5 (§ 1678). On his 
fulfilling these conditions the license is 
issued if the state commissioner of in- 
surance is satisfied that he is qualified and 
intends in good faith to carry on the busi- 
ness (§ 1649). 

Section 1639 declares that the purpose 
of these and other provisions of the Code 
is “to protect the public by requiring and 
maintaining professional standards on the 
part of all insurance agents acting as 
such within this State.” The statutory 
requirements apply to all agents, without 
discrimination, whether they represent 
California or out-of-state insurance com- 
panies and whether the business done is 
interstate or local in character. They ap- 
ply only to agents acting in California, 
not to acts done outside the state. 

Appellant has not sought to obtain a 
license under the Code provisions, has not 
been denied one, and has not attacked 
any particular requirement. His charge 
is wholesale, not particular. It is, in ef- 
fect, that since the entire series of acts 
done by him was directed to the con- 
clusion of an interstate transaction, within 
the South-Eastern ruling, those acts 
though taking place altogether within 
California were inseparably a part of the 
interstate transaction and therefore be- 
yond reach of the state’s licensing or 
regulatory power. The contention ap- 
pears to contemplate not only that ap- 
pellant’s acts were interstate commerce, 
but also that the state cannot impose any 
licensing requirement upon them or, it 
would seem, upon any phase of conduct- 
ing an interstate insurance business 
through agents acting in person. 

To state the argument in this way is 
in effect to answer it. We accept the 
regulation for what it purports to be on 
its face and by the statute’s express dec- 
laration, namely, a series of regulations 
designed and reasonably adapted to pro- 
tect the public from fraud, misrepresenta- 
tion, incompetence and sharp practice 
which falls short of minimum standards 
of decency in the selling of insurance 
by personal solicitation and salesmanship. 
That such dangers may exist, may even 
be widely prevalent in the absence of 
such controls, is a matter of common 

(Continued on the next page) 
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knowledge and experience. And no argu- 
ment is needed to show that these evils 
are most apt to arise in connection with 
the activities of the less reliable and 
responsible insurers, as well as insurance 
broker or salesmen, and vitally affect the 
public interest. 

Such being the purpose and effect of 
§ 1642, there can be no substantial ques- 
tion concerning its validity on commerce 
clause grounds. That is true whether ap- 
pellant’s acts are taken, in their setting, 
as being * ‘in’ commerce or only as “af- 
fecting” it. For the case is ruled, so far 
as § 1642 is concerned, by decisions such 
as California v. Thompson, ge VU. 5. 


110; Hartford Indemnity Co. v. Illinois, 
298 U. S. 155; Smith v. Alabama, 124 
U. S. 465; Nashville, Ce Sk L. Ry. Ce, 


v. Alabama, 128 U. S. 96: and Union 
Brokerage Co. v. Jensen, 322 U. S. 202. 

If, in the absence of contrary action 
by Congress, a state may license agents 
or brokers for the sale of interstate 
transportation in order to prevent fraud, 
California v. Thompson, supra; train- 
men engaged in interstate commerce to 
secure their competence, Smith v. Ala- 
bama, supra; Nashville, C. & St. L. Ry. 
Co. v. Alabama, supra; the sale on com- 
mission of interstate consignments of 
farm produce to’ secure honest dealing 
and financial responsibility, Hartford In- 
demnity Co. v. Illinois, supra; and the 
activities of customs brokers to secure 
responsibility in the state courts on claims 
arising locally, Union Brokerage Co. v. 


Jensen, supra, by the sorts of conditions 
imposed through the respective licensing 
provisions, there can be no valid reason 
for outlawing § 1642 here. 

That appellant’s activities were of a 
kind which vitally affect the welfare and 
security of the local community, the state 
and their residents could not be denied. 
Cf. Hoopeston Co. v. Cullen, 318 U. S. 
313, 316 ff. They had in fact a highly 
“special interest” in his localized pursuit 
of this phase of the comprehensive proc- 
ess of conducting an_ interstate insur- 
ance business. Cf. Union Brokerage Co. 
v. Jensen, supra, at 212. Here, as in each 
of the instances cited, appellant's activities 
called in question were concentrated in 
the regulating state, although affecting 
or constituting interstate commerce. 
Moreover the licensing provision of § 
1642 is regulatory, not exclusory in char- 
acter; is not discriminatory ; is not in 
conflict with any policy or action of 
Congress but rather accords with its ex- 
pressed views in so far as the McCarran 
Act may be taken to be applicable; and 
is designed appropriately to secure the 
public from those evils of uncontrolled 
insurance solicitation. to which it is di- 
rected. In view of these facts the regu- 
lation “neither discriminates against nor 
substantially obstructs the commerce.” 
California v. Thompson, supra, at 114. 

Furthermore, here as in the cited cases, 
“unless some measure of local control is 
permissible,” the activities and their at- 
tendant evils “must go largely unregu- 
lated,” unless or until Congress undertakes 
that function. California v. Thompson, 
supra, at 115. And in view of the well- 





known conditions of competition in this 
field, such a result not only would free 
out-of-state insurance companies and 
their representatives of the regulation’s 
effect, thus giving them advantage over 
local ‘competitors, but by so doing would 
tend to break down the system of regy- 
lation in its purely local operation. 


a, 


Section 703(a) is interwoven with 
different conditions and therefore has 
somewhat different effects than does § 
1642. Unlike the latter, which applies 
to acting as agent for all insurers, it for- 
bids acting as agent for nonadmitted i in- 
surers alone, unless the person so acting 
is a “surplus line broker.” To become a 
surplus line broker one must procure a 
special license pursuant to the require- 
ments of § 1765. This license also is 
issued upon application, if the commis- 
sioner of insurance finds that the ap- 
plicant is “trustworthy and competent to 
transact an insurance brokerage business 
in such a manner as to safeguard the 
interest of the insured.” The applicant 
also must file with the commissioner a 
faithful performance bond in the amount 
of $5,000 and pay a filing fee of $50. 

So far as concerns these requirements 
of § 1765 for procuring the surplus line 
broker’s license, if they are considered 
without reference to any of the other 
Code provisions, the same conclusion is 
required concerning the validity of § 
703(a) as for that of § 1642, by the 
authorities above cited and discussed. 
Indeed the filing fee of $50 is larger 
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an the combined fees required by § 
1042, but not more than the fee involved 
in the Union Brokerage case, supra. And 
he bond provision is substantially identi- 
| with that sustained in California v. 
Thompson, supra. In the absence of any 
showing that it is administered arbitrar- 
ily, the requirement that the license 
shall issue only after a finding of trust- 
worthiness and competence by the com- 
missioner cannot be taken to be other 
say an appropriate means of safeguard- 
ing the public against the obvious evils 
arising irom the lack of those qualifi- 
cations. California v. Thompson, supra. 
Considered separately from any relation- 
ship to other sections of the Code, there- 
fore, the prescribed conditions for secur- 
ing the surplus line broker’s license are 
no more invalid than those which must 
be fulfilled to secure the general agent's 
license under § 1642. 
This the state contends is all that needs 



















sessed nor, so far as appears, had ap- 
lied for or been denied a surplus line 
roker’s license. Consequently, in its view, 
validity of other provisions of the 
ode is not involved, either directly or 
by necessary relationship to § 703(a). 


ITI. 


Appellant insists, however, that § 
73(a) taken in conjunction with § 1765, 
more than a licensing requirement for 
regulating the qualifications of agents act- 
in California in the transaction of the 
inéss covered by its terms. It is 
t, he maintains, a prohibition of 
writing of such insurance there by 
onadmitted insurers and their agents. 


@ 
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And this, he says, the state cannot do, 
both because it cannot exclude interstate 
commerce in California and because it 
cannot discriminate against out-of-state 
insurers in such a manner. 

These conclusions are based on the 
view that § 703(a) is related inseparably 
by its terms and in fact to other Code 
provisions in addition to § 1765, namely, 
those regulating the admission of foreign 
insurance corporations to do business in 
California and the interwoven provisions 
regulating activities of surplus line 
brokers. Section 703(a) on its face for- 
bids acting as agent for nonadmitted in- 
surers, except in the case of a surplus 
line broker. And the combined effects of 
the provisions relating to such brokers 
and those governing the admission of 
foreign corporations are said to be to 
“absolutely prohibit” the writing of or 
aiding in procuring the type of insur- 
ance issued here or indeed of any in- 
surance issued by the Society. 

California in effect concedes this, al- 
ternatively to maintaining that no ques- 
tion concerning the validity of those pro- 
visions is presented. The short effect 
of the admission provisions, for purposes 
now pertinent, the state admits, is to for- 
bid either foreign or domestic companies 
to do a life insurance business in Cali- 
fornia other than on a legal reserve basis, 
except as to companies engaged in doing 
such business there prior to January 1, 
1940. The policy underlying this ex- 
clusion is said to be founded in the state’s 
experience showing that a mutual com- 
pany doing business “on the stipulated 
premium plan with right of assessment, 
without a sufficient surplus and full re- 
serves is not adequately safeguarded to 


insure that money will be available to 
pay death benefits.” In support of this 
statement of California’s policy and the 
experience on which it is founded, counsel 
point to the Annual Reports of the In- 
surance Commissioner covering a period 
of some six years, from 1934 to 1940, 
which resulted in some of the legislation 
now called in question. See also X Re- 
port of Joint Insurance Investigation 
Committee (N. Y.) 364365 (1906) ; 
Hoopeston Co. v. Cullen, 318 U. S. 313, 
dei. 


Furthermore, the state apparently con- 
cedes, as appellant contends, not only that 
the Society is excluded from transacting 
insurance business by the admission re- 
quirements and its failure to comply with 
them, but also that appellant would be 
forbidden to place insurance with it by 
the provisions relating to surplus line in- 
surance, even if he had secured the sur- 
plus line broker’s license. 

As we understand it, therefore, appel- 
lant’s argument in this phase comes in 
substance to two things: (1) That the 
admission requirements and the surplus 
line broker provisions, as they relate to 
nonadmitted insurers and their agents, 
are invalid for discrimination against out- 
of-state insurers and in favor of domestic 
ones; (2) that California, as a result of 
the South-Eastern decision, no longer can 
require foreign insurance corporations 
seeking to do business there to maintain 
minimum reserves for protection of 
policyholders in the state or compel 
agents or brokers to refrain from repre- 
senting them there notwithstanding such 
noncompliance. 


(Continued on the next page) 
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The discrimination argument is with- 
out substance in so far as it maintains 
that the statutes permit domestic com- 
panies to operate without meeting these 
requirements, but forbid out-of-state in- 
surers to do likewise. "or, as has been 
noted, the conditions apply alike to do- 
mestic and foreign corporations, except- 
ing only those organized or admitted to 
do business in California before January 
1, 1940. As to them different standards 
are applicable, but they too apply equally 
and alike to domestic and foreign in- 
surers. 

That the state has seen fit to draw a 
line as of that date between new com- 
panies seeking to enter the field and es- 
tablished companies, differentiating the 
two classes by different standards in the 
minimum reserve requirements, in order 
to permit the latter to continue in busi- 
ness and build up reserves, does not in- 
volve any discrimination as between do- 
mestic and foreign or interstate and 
intrastate insurers. For each may be au- 
thorized to enter, and each to continue, 
on identical terms. Such a distinction 
does not become discriminatory, in any 
sense now pertinent, merely because the 
preexisting companies are allowed to con- 
tinue their business under somewhat less 
burdensome reserve requirements than 
those under which new companies are 
permitted to enter. See X Report of 
Joint Insurance Investigation Committee 
(N. Y.) p. 365 (1906). Otherwise the 
state, having authorized either domestic 
or foreign companies to engage in the 
business, would be greatly restricted, per- 
haps foreclosed, in raising the reserve 
requirements as experience and the public 
interest might make necessary. 

Apart from this classification, which 
is clearly within the state’s power, the 
discrimination argument becomes identi- 
cal with the contention that the state 
cannot exclude foreign companies, such 
as the First National Benefit Society, or 
their agents, from carrying on their 
business in California for failure to meet 
her reserve requirements. 


This is the crucial contention. It too 


is without merit. The evils flowing from 
irresponsible insurers and insurance cer- 
tainly are not less than those arising 
from the activities of irresponsible, in- 
competent or dishonest insurance agents. 








The two things are concomitant, being 
merely different facades of the same 
sepulchre for the investments and secu- 
rity of the public. Cf. Study of Legal 
Reserve Life Insurance Companies, T. N. 
E. C. Monograph No. 28, Section XV. 
It would be idle to require licensing of 
insurance agents, in order to secure 
honesty and competence, yet to place 
no restraint upon the kind of insurance 
to be sold or the kinds of companies al- 
lowed to sell it, and then to cover their 
representatives with their immunity. 
This could only result in placing domestic 
and complying foreign insurers at great 
disadvantage and eventually in nullifying 


all controls unless or until Congress 
should take over the regulation. 
No such consequence has followed 


from the South-Eastern decision. It did 
not wipe out the experience of the states 
in the regulation of the business of in- 
surance or its effects for the continued 
validity of that regulation. Much of this 
was concerned with the activities of so- 
called foreign insurance companies and, 
in particular, with requirements designed 
to secure minimum guaranties of sol- 
vency and ability to pay claims as they 
mature. Essentially the protection sought 
was against fly-by-night operators and 
the grosser forms of profiteering and 
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financial mismanagement all so comm 
in unregulated insurance activity, & 
generally Patterson, The Insurance Cog. * 
missioner in the United States (1927) 
It is true that California imposes he 
reserve standards, for both domestic ay 
foreign insurers, by requiring them 4 
secure a certificate of authority to 
business issued upon compliance wig 
those conditions, in other words, by ; 
form of licensing. But we are far 
yond the time when, if ever, the wor 
“license” per se was a condemnation oj 
state regulation of interstate busines 
done within the state’s borders, Th 
commerce involved here is not trans 
portation. Nor is it of a sort whic 
touches the state and its people so lightly 
that local regulation is inappropriate o; 
interferes unreasonably with the cop. 
merce of other states. Not the mere fag 
or form of licensing, but what the licens 
stands for by way of regulation is jm§ It is q 
portant. So also, it is not simply thei those 
fact of prohibition, but what is forbiddesf;nt’s co 
and for the protection of what interes foreign it 
that is determinative. For the commerce fisregard 
clause is not a guaranty of the right tpfnents an 
import into a state whatever one mayfthers ac 
please, absent a prohibition by Congress fruity, | 
regardless of the effects of the import.fnade he 
tion upon the local community. That jspainst th 
true whether what is brought in con-§r loosel 
sists of diseased cattle or fraudulent or fut the 
unsound insurance. reak do 
Here California’s reserve requirements fol of p 
for securing authority to do rot ap face 
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cannot be held, either on the face of thp force 

statute or by any showing that has been pwest ste 
made, to be excessive for the protection fess perm 
of the local interest affected ; or designed fps, by 
or effective either to discriminate agains iis woulc 
foreign or interstate insurers or to for-porced te 
bid or exclude their activities, by all who fates im 
are able and willing to maintain reason- prance. 

able minimum reserve standards for th pr the : 
protection of policyholders. Exclusio ch a re: 
there is, but it is exclusion of what th] We do: 
state has the power to keep out, until prietys 1 
Congress speaks otherwise. Every con at. As 
sideration which supports the licensing ade. W 
of agents and brokers, and the authori-pposed i 
ties we have cited giving effect to thoxpwable st 
considerations, sustain the state’s require psurance 
ments in this respect, as do also thepspect to 
decisions which have sustained variow} the inst 
measures of exclusion in protection ofpeasure 11 
the public health, safety and security notPtign co 
only from physical harm but from vat- the ab: 


ous forms of fraud and imposition, FM exclu 
ntatives 
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Py It is quite obvious, to repeat only one 
ly thei those considerations, that if appel- 
-biddenant's contentions were accepted and 
nterest foreign insurers were to be held free to 
nmerefisregard California’s reserve require- 
ight grents and then to clothe their agents or 
e mayfthers acting for them with their im- 
ngress, unity, not only would the state be 
nporta-pade helpless to protect her people 
That isainst the grossest forms of unregulated 
n con-§r loosely regulated foreign insurance, 
lent or fut the result would be inevitably to 
reak down also the system for _con- 
ements fol of purely local insurance business. 
wusinesg short, the result would be ultimately 
of ip force all of the states to accept the 
as bem pwest standard for conducting the busi- 
stection fess permitted by one of them or, per- 
esigned $25, by foreign countries. Inevitably 
against fs would mean that Congress would be 
to for-perced to intervene and displace the 
all wh gates in regulating the business of in- 
reason-prance. Neither the commerce clause 
for ter the South-Eastern decision dictates 
<clusion ch a result. d f 

hat th} We do not intimate that this particular 
it, unti peiety’s insurance is unsound or fraudu- 
ry compat. As to that no showing has been 
icensing Pade. We only say that California has 
authori-pposed its reserve requirements as al- 
10 those pWable standards for securing minimum 
require psurance to the state’s policyholders in 
Iso thepspect to performance of their policies 
various the insurer, not as a mere exclusionary 
tion ofpeasure in exercise of the power to bar 
rity notpteign corporations altogether ; and that 
mm vari-f the absence of compliance the state 
on, po exclude the company and its repre- 
tatives as it did, until Congress makes 
rary command. Their remedy is not 
destroy the regulatory reserve con- 
ions, but to comply with them. 

It follows also that appellant’s ob- 
ions founded on the provisions re- 
to the placing of surplus line in- 



















; with nonadmitted insurers are 
| merit. Apart from the phase re- 
| to the requirements for obtaining 
20 surplus line broker’s license, the ob- 


is two-fold. One is that, even if 

appellant would be forbidden 
place the insurance with a nonadmitted 
f, unless there were no admitted 
with which the risk could be written. 
other, that in any event the risk 
not be placed with the nonadmitted 
for a less premium than would 
accepted by any admitted insurer. 
short answer would seem to be that 
reserve requirements for admis- 
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sion and related prohibitions the state 
forbids entirely the placing of insurance 
of the sort issued here whether with 
domestic, admitted or nonadmitted com- 
panies. 

It remains to say a word concerning 
the effect of the McCarran Act for this 
case and the contentions founded on the 
Fourteenth Amendment. 

As for the latter, with respect to due 
process, the only objection advanced 
which is independent of commerce clause 
considerations, is that to sustain the 
state’s requirements, particularly in so 
far as they exclude the Society from in- 
terstate operations in California and thus 
also appellant’s activities in aid of its 
business, will be in effect to project Cali- 
fornia’s laws into other states, here pre- 
sumably Arizona, and regulate the So- 
ciety’s activities there. The contention 
is obviously without merit. Nothing 
which California requires touches or 
affects anything the Society or appellant 
may do or wish to do in Arizona or 
elsewhere than in California. Hoopeston 
Co. v. Cullen, supra. 

Likewise the equal protection conten- 
tion is wholly without substance. 

Our determination has been made with- 
out specific reliance upon the McCarran 
Act for two reasons. One is that this was 
got necessary. The other arises from 
the facts that this is a criminal proceed- 
ing, the appellant’s acts held to violate 
the California statutes were committed 
in August following rendition of the 


(PROTECTION 





South-Eastern decision in June Sf 1944, 
and the McCarran Act was not approved 
until March 9, 1945. The effect of that 
statute we have considered in the Pru- 
dential case, decided today. But that case 
involved no criminal or penal phase and 
therefore no conceivable ex post facto 
effect. It is doubtful that more than the 
semblance of such an effect would be 
involved by reliance upon the Act in 
this case. For it hardly could be main- 
tained that the South-Eastern decision 
had the effect to convert Congress’ pre- 
existing silence concerning a matter 
which prior to the decision had been 
held not to be commerce into an ex- 
pression by Congress of disapproval of 
these provisions of the California Code 
during the short period intervening be- 
tween the decision and the date on which 
appellant acted. The indicated inference, 
if any, would be to the contrary, wholly 
without regard to the McCarran Act. 
Its effect might reasonably be taken as 
merely declaring or confirming expressly 
the inference which would be indicated 
from Congress’ silence entirely without 
reference to the Act’s provisions. But 
the declaration was made, as we have 
said, after appellant’s acts were done. 
And to avoid any semblante of retro- 
active effect in a criminal matter, we 
have refrained from explicit reliance upon 
the Act in this case. It does not detract 
from our decision on other grounds that 
the McCarran Act, if applied, would 
dictate the same result. 
The judgment is 


A firmed. 


*Mr. Justice JAcKson took no part in 
the consideration or decision of this case. 
Mr. Justice Douctas dissenting in part. 


I agree with the Court that the general 
license requirements which California 
provides for the insurance agents were 
constitutional under the decisions of the 
Court, even prior to the McCarran Act. 
But prior to that Act California could 
not under our decisions under the com- 
merce clause exclude an interstate busi- 
ness, at least in absence of a showing 
that it was a fraudulent enterprise or in 
an unsound condition. No such showing 
is made here. The McCarran Act changes 
that rule; but it should not be allowed 
to make unlawful what was lawful when 
done. 


61 





North Carolina Case—Continued 


public interest, the states developed com- 
prehensive regulatory and taxing systems. 
And litigation of their validity came to 
be freed of commerce clause objections, 
at any rate from Deer Lodge on to South- 
Eastern. Due process in its jurisdictional 
aspects remained to confine the reach of 
state power in relation to business affect- 
ing other states. But the negative impli- 
cations of the commerce clause became 
irrelevant, as such, for the valid exercise 
of state regulatory and taxing authority. 

Meanwhile the business of insurance 
experienced a nation-wide expansion 
graphically depicted not only in the facts 
of the situation presented in the South- 
Eastern case but also in the operations of 
Prudential as described by its advocates 
in this cause. These divergent facts, 
legal ant® economic, necessarily were re- 
flected in state legislation. States grap- 
pling with nation-wide, but nationally ~un- 
regulated, business inevitably exerted 
their powers to limits and in ways not 
sought generally to be applied to other 
business held to be within the reach of 
the commerce clause’s implied prohibition. 
Obvious and widespread examples are 
furnished in broad and detailed licensing 
provisions, for the doing of business 
within the states, and in connected or dis- 
tinct taxing measures drawn in apparent 
reliance upon freedom from commerce 
clause limitations. 

Now we are told many of these statutes 
no longer can stand. The process of read- 
justment began affirmatively with South- 
Eastern. Since the commerce clause is 
a two-edged instrument, the indicated 
next step, indeed ‘the constitutionally 
required one, as the argument runs, is 
to apply its negatively cutting edge. 
Conceptions so developed with refer- 
ence to other commerce must now be 
extended to the commerce of insur- 
ance in completion of the readjustment. 
This, it is confidently asserted, will re- 
quire striking down much of the state 
legislation enacted and effective prior to 
the South-Eastern decision. Particularly 
will this be true of all discriminatory 


state taxes, of which it is said South 
Carolina’s is one. Moreover, those re- 
sults must follow regardless of the 


McCarran Act’s provisions. For by that 
Act, in Prudential’s assessment, Congress 
neither intended to, nor could, validate 
such taxes. 
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It is not surprising that the attack is 
thus broad. When a decision is conceived 
as precedent-smashing, rightly or 
wrongly, the conception’s invitation may 
be to greater backtracking than is justi- 
fied, in spite of warning to proceed with 
care. 322 U. S. 533, 547ff. 

Prudential’s misconception relates not 
to the necessity for applying, but to the 
nature and scope of the negative func- 
tion of the commerce clause. It is not 
the simple, clean-cutting tool supposed. 
Nor is its swath always correlative with 
that cut by the affirmative edge, as seems 
to be assumed. For cleanly as the com- 
merce clause has worked affirmatively on 
the whole, its implied negative operation 
on state power has been uneven, at times 
highly variable. More often than not, 
in matters more governable by logic and 
less by experience, the business of nega- 
tive implication is slippery. Into what is 
thus left open for inference to fill, diver- 
gent ideas of meaning may be read much 
more readily than into what has been 
made explicit by affirmation. That possi- 
bility is broadened immeasurably when 
not logic alone, but large choices of pol- 
icy, affected in this instance by evolving 
experience of federalism, control in giv- 
ing content to the implied negation. In 
all our constitutional history this has be- 
come no more apparent than in com- 
merce clause dispositions. 

That the clause imposes some restraint 
upon state power has never been doubted. 
For otherwise the grant of power to Con- 
gress would be wholly ineffective. But 
the limitation not only is implied. It is 
open to different implications of mean- 
ing. And this accounts largely for vari- 
ations in this field continuing almost from 
the beginning until now. They started 
with Marshall and Taney, went forward 
from Waite to Fuller, and have been pro- 
jected in later differences perhaps less 
broad, but hardly less controversial. Con- 
sequently in its prohibitive, as in its af- 
firmative or enabling, effects the history 
of the commerce clause has been one of 
very considerable judicial oscillation. 

Moreover, the parallel encompasses the 
latest turn in the long-run trend. For, 
concurrently with the broadening of the 
scope for permissible application of fed- 
eral authority, the tendency also has run 
toward sustaining state regulatory and 
taxing measures formerly regarded as 
inconsonant with Congress’ unexercised 
power Over commerce, and to doing so by 
a new, or renewed, emphasis on facts and 





practical considerations rather than q 
matic logistic. These facts are of gr 
importance for disposing of such ¢ 
troversies. For in effect they have tr 
ferred the general problem of adjustms 
to a level more tolerant of both state’, 
federal legislative action. 


II. 


We are not required however to cod 
sider whether, on that level, the auth 
ities on which Prudential chiefly rely 
would require invalidation of South Cay 
lina’s tax. For they are not in point 

As has been stated, they are the gag 
which from Welton v. Missouri, 91 
275, until now have outlawed state tay 
found to discriminate against interstj 
commerce. No one of them involved 
situation like that now here. In each 4 
question of validity of the state taxig 
statute arose when Congress’ power J 
dormant. In none had Congress ae 
or purported to act, either by way 
consenting to the state’s tax or otheryig 
Those cases therefore presented no qug 
tion of the validity of such a tax whe 
Congress had taken affirmative agt 
consenting to it or purporting to ee 
validity. Nor, consequently, could 4 
stand as controlling precedents for such 
case. 

This would seem so obvious as hardl 
to require further comment, except fq 
the fact that Prudential has argued 
earnestly to the contrary. Its positig 
puts the McCarran Act to one side, eithg 
as not intended to have effect towaq 
validating this sort of tax or, if oq 
strued otherwise, as constitutionally ig 
effective to do so. Those questions prj 
sent the controlling issues in this cay 
But before we turn to them it willl 
helpful to note the exact effects of Pm 
dential’s argument. 
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Fundamentally it maintains that i 
commerce clause “of its own force” 
without reference to any action by 
gress, whether through its silence 
otherwise, forbids discriminatory 
taxation of interstate commerce. This 
to say, in effect, that neither Cong 
acting affirmatively nor Congress and 
states thus acting coordinately can vali 
impose any regulation which the Co 
has found or would find to be forbid 
by the commerce clause, if laid only! 
state action taken while Congress’ po 
lies dormant. In this view the limits 
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Mmabsence of affirmative action by Con- 
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gress are also the limits of Congress’ 
permissible action in this respect, whether 
taken alone or in coordination with state 
legislation. 

Merely to state the position in this 
way compels its rejection. So conceived, 
Congress’ power over commerce would 
be nullified to a very large extent. For 
in all the variations of commerce clause 
theory it has never been the law that 
what the states may do in the regulation 
lof commerce, Congress being silent, is the 
full measure of its power. Much less has 
his boundary been thought to confine 
hat Congress and the states acting to- 
ether may accomplish. So to regard the 

itter would invert the constitutional 

into a limitation upon the very 

it confers. 

commerce clause is in no sense a 

fion upon the power of Congress 
f interstate and foreign commerce. 

contrary, it is, as Marshall de- 

@ in Gibbons v. Ogden, a grant to 
gress of plenary and supreme author- 

tr those subjects. The only limita- 
at places upon Congress’ power is in 
et to what constitutes commerce, 
iding whatever rightly may be found 

it sufficiently to make Congres- 
fegulation necessary or appro- 
This limitation, of course, is en- 
distinct from the implied prohibi- 
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tion of the commerce clause. The one is 
concerned with defining commerce, with 
fixing the outer boundary of the field over 
which the authority granted shall govern. 
The other relates only to matters within 
the field of commerce, once this is defined, 
including whatever may fall within the 
“affectation” doctrine. The one limitation 
bounds the power of Congress. The other 
confines only the powers of the states. 
And the two areas are not coextensive. 
The distinction is not always clearly ob- 
served, for both questions may and in- 
deed at times do arise in the same case 
and in close relationship. But to blur 
them, and thereby equate the implied pro- 
hibition with the affirmative endowment 
is altogether fallacious. There is no such 
equivalence. 

This appears most obviously perhaps 
in the cases most important for the deci- 
sion in this cause. They are the ones in- 
volving situations where the silence of 
Congress or the dormancy of its power 
has been taken judicially, on one view 
or another of its constitutional effects, 
as forbidding state action, only to have 
Congress later disclaim the prohibition or 
undertake to nullify it. Not yet has this 
Court held such a disclaimer invalid or 
that state action supported by it could not 
stand. On the contrary in each instance 
it has given effect to the Congressional 
judgment contradicting its own previous 
one. 


It is true that rationalizations have dif- 
fered concerning those decisions, indeed 
also that the judges participating in them 
differed in this respect. But the results 
have been lasting and are at least as im- 
portant, for the direction given to the 
process of accommodating federal and 
state authority, as the reasons stated for 
reaching them. None of the decisions 
conceded, because none involved any 
question of, the power of Congress 
to make conclusive its own mandate 
concerning what is commerce. But 
apart from that function of defining 
the outer boundary of its power, when- 
ever Congress’ judgment has been ut- 
tered affirmatively to contradict the 
Court’s previously expressed view that 
specific action taken by the states in Con- 
gress’ silence was forbidden by the com- 
merce clause, this body has accommodated 
its previous judgment to Congress’ ex- 
pressed approval. 

Some part of this readjustment may be 
explained in ways acceptable on any 
theory of the commerce clause and the 
relations of Congress and the Courts to- 
ward its functioning. Such explanations, 
however, hardly go to the root of the 
matter. For the fact remains that, in 
these instances, the sustaining of Con- 
gress’ overriding action has involved 
something beyond correction of erroneous 
factual judgment in deference to Con- 

(Continued on the next page) 
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gress’ presumably better-informed view 
of the tacts, and also beyond giving due 
deference to its conception of the scope 
of its powers, when it repudiates, just as 
when its silence is thought to support, the 
inference that it has forbidden state ac- 
tion. 

Prudential has not squarely met this 
fact. Fixed with the sense of appli- 
cability of the Welton or Shelby County 
line of cases, it rather has posed an 
enigma for the bearing of the Bridge and 
liquor cases upon the decision to be made. 
It is, if the commerce clause “by its own 
force” forbids discriminatory state taxa- 
tion, or other measures, how is it that 
Congress by expressly consenting can give 
that action validity? 

The answer need not be labored. Pru- 
dential in this case makes no contention 
that commerce is not involved. Its argu- 
ment is exactly the opposite. Its conten- 
tion founded on the commerce clause is 
one wholly of implied prohibition within 
the field of commerce. 

This it regards as operative not only 
in Congress’ silence, but in the face of 
its positive expression by the McCarran 
Act that the continued regulation and 
taxation by the states of the business of 
insurance is in accord with Congress’ 
policy. That expression raises questions 
concerning its own validity and also con- 
cerning whether the policy stated extends 
to the kind of state legislation which is 
immediately in issue. But those ques- 


tions are not answered, as Prudential 
seeks to have them answered, by any con- 
ception that Congress’ declaration of pol- 
icy adds nothing to the validity of what 
the states have done within the area 
covered by the declaration or, in other 
words, that it is mere brutum fulmen. For 
to do this not only would produce intoler- 
able consequences for restricting Con- 
gress’ power. It would ignore the very 
basis on which the second Wheeling 
Bridge case and indeed the Clark Dis- 
tilling case have set the pattern of the 
law for governing situations like that 
now presented. Accordingly we turn to 
the issues which are more alive and sig- 
nificant for the future. 


III. 


In considering the issues raised by the 
McCarran Act and the question of its 
applicability, ground may be cleared by 
putting aside some matters strenuously 
argued in the state supreme court and 
here. First, it follows from what has 
been said that we are not required to 
determine whether South Carolina’s tax 
would be valid in the dormancy of Con- 
gress’ power. For Congress has expressly 
stated its intent and policy in the Act. 
And, for reasons to be stated, we think 
that the declaration’s effect is clearly to 
sustain the exaction and that this can be 
done without violating any constitutional 
provision. 

By the same token, we need not con- 
sider whether the tax, if operative in 
Congress’ unilluminated silence, would be 
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discriminatory in the sense of ap » 
tion forbidden by the commerce gagthe wh 
as Prudential categorically asserts oggstate 9 
so, as South Carolina maintains gyetio™- 
equal certitude. Much attention has yy Ct w 
given both here and in the state coyp—ito ind’ 
these questions. But in the view we @fort W 
of the case the controlling issues ung plicit 
cut them. Nor do we determine Jopinion 
Prudential’s argument seems to subsygis it ne 
whether all of its business done in Sggby eM 
Carolina and affected by the tax ghogto vali 
be regarded as constituting jnterggtion OF 
commerce so as to fall within the glation 
commerce” classification or, on the oq which 
hand, some of it may properly be qyquestio 
sidered as being only local or intragdf tutiona 
business. These questions we put to merce 
side. And for present purposes we ™dormat 
sume that the tax would be dicriminayy agree 
in the sense of Prudential’s contengyno inf 
and that all of its business done jin Sgqcrcum 
Carolina and affected by the tax js ggits 0! 
“in” or as a part of interstate comme But, 
It is not necessary to spend much tiglto vali 
with interpreting the McCarran Aistate |: 
Pertinently it is as follows: stitutio 
Sec. 1. The Congress hereby @to do ' 
clares that the continued regulation gy action 
taxation by the several States of @consen 
business of insurance is in the put 
interest, and that silence on the pypthe ful 
of the Congress shall not be constrging a0 
to impose any barrier to the regulatig tain it 
or taxation of such business by gmerce 
several States. be dot 
Sec. 2. (a) The business of ingfpbehind 
ance, and every person engaged there &XPTES 
shall be subject to the laws of @ Two 
several States which relate to the regpand it 
lation or taxation of such business, § drawn 
(b) No Act of Congress shall §cumsta 
construed to invalidate, impair, or gis that 
persede, any law enacted by any Stgin eff 
for the purpose of regulating the bug regula 
ness of insurance, or which impose§§ require 
fee or tax upon such business, unig insurat 
such Act specifically relates to the bug except 
ness of insurance... .” 59 Stat. Mexpres 
15 U. S. C. §§ 1011-1015. was a 
Obviously Congress’ purpose state t 
broadly to give support to the existumheld i 
and future state systems for regulatigl place | 
and taxing the business of insurangg burder 
This was done in two ways. One was ig bear 0 
removing obstructions which might with | 
thought to flow from its own poweg uncom 
whether dormant or exercised, except @ statute 
otherwise expressly provided in the Ag tax no 
itself or in future legislation. The oth Tha 
was by declaring expressly and affirma reflect 
tively that continued state regulation am notwit 
taxation of this business is in the publi tax ar 
interest and that the business and all whi out qr 
engage in it “shall be subject to” ti decisic 
laws of the several states in these rq tinuou 
spects. Precade 
Moreover, in taking this action Cong of the 
gress must have had full knowledge 0 tendin 
the nation-wide existence of state sys with | 
tems of regulation and taxation; of tha suranc 
fact that they differ greatly in the scop makes 























and character of the regulations img facta 


posed and of the taxes exacted; and ofthe Si 
the further fact that many, if not aljenld 
include features which, to some exten or its 
have not been applied generally to othe the pr 
interstate business. Congress could nd overat 
have been unacquainted with these facil tion, 
and its purpose was evidently to thro be 

on 
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on has iit would serve no useful purpose now 
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ew we djiort was necessary, in view of the ex- 
sues ynf plicit reservations made in the majority 
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ig it necessary to conclude that Congress, 
by enacting the McCarran Act, sought 
to validate every existing state regula- 
tion or tax. For in all that mass of legis- 
lation must have lain some provisions 
which may have been subject to serious 
question on the score of other consti- 
tutional limitations in addition to com- 
merce clause objections arising in the 
dormancy of Congress’ power. And we 

ee with Prudential that there can be 
no inference that Congress intended to 
circumvent constitutional limitations upon 
its own power. 

But, though Congress had no purpose 
to validate unconstitutional provisions of 
state laws, except in so far as the Con- 
stitution itself gives Congress the power 
to do this by removing obstacles to state 
action arising from its own action or by 
consenting to such laws, H. Rep. No. 143, 
th Cong., Ist Sess., p. 3, it clearly put 
the full weight of its power behind exist- 
ing and future state legislation te sus- 
fain it from any attack under the com- 
merce clause to whatever extent this may 
be done with the force of that power 
behind it, subject only to the exceptions 
expressly provided for. 

Two conclusions, corollary in character 
and important for this case, must be 
drawn from Congress’ action and the cir- 
cumstances in which it was taken. One 
is that Congress intended to declare, and 
in effect declared, that uniformity of 
regulation, and of state taxation, are not 
required in reference to the business of 


@ insurance, by the national public interest, 
mexcept in the specific respects otherwise 
Wexpressly provided for. This necessarily 


was a determination by Congress that 
state taxes, which in its silence might be 
held invalid as discriminatory, do not 
place on interstate insurance business a 
burden which it is unable generally to 
bear or should not bear in the competition 
with local business. Such taxes were not 
uncommon among the states, and the 
statute clearly included South Carolina’s 
tax now in issue. 

That judgment was one of policy and 
ae long and clear experience. For, 
otwithstanding the long incidence of the 
tax and its payment by Prudential with- 
out question prior to the South-Eastern 
decision, the record of Prudential’s con- 
tinuous success in South Carolina over 
Miecades refutes any idea that payment 
of the tax handicapped it in any way 
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tending to exclude it from competition 
with local business or with domestic in- 
surance companies. Indeed Prudential 
makes no contrary contention on any 
factual basis. nor could it well do so. For 
the South-Eastern decision did not, and 
cold not, wipe out all this experience 
or its weight for bearing, as a matter of 
the practical consequences resulting from 
meration of the tax. upon that ques- 
fin. Rohertson vy. United States, No. 
4. decided todav. 

Consequently Prudential’s 
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discrimination must rest upon the idea 
either that the commerce clause forbids 
the state to exact more from it in taxes 
than from purely local business; or that 
the tax is somehow technically of an 
inherently discriminatory character or 
possibly of a type which would exclude 
or seriously handicap new entrants seek- 
ing to establish themselves in South Caro- 
lina. As to each of these grounds, more- 
over, the argument subsumes that Con- 
gress’ contrary judgment, as a matter of 
policy relating to the regulation of inter- 
state commerce, cannot be effective, either 
“of its own force” alone or as operative 
in conjunction with and to sustain the 
state’s policy. 


In view of all these considerations, we 
would be going very far to rule that 
South Carolina no longer may collect her 
tax. To do so would flout the expressly 
declared policies of both Congress and 
the state. Moreover, it would establish a 
ruling never heretofore made and in do- 
ing this would depart from the whole 
trend of decision in a great variety of 
situations most analogous to the one now 
presented. For, as we have already em- 
phasized, the authorities most closely in 
point upon the problem are not, as ap- 
pellant insists, those relating to dis- 
criminatory state taxes laid in the dor- 

(Continued on the next page) 
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mancy of Congress’ power. They are 
rather the decisions which, in every in- 
stance thus far not later overturned, have 
sustained coordinated action taken by 
Congress and the states in the regulation 
of commerce. 

The power of Congress over commerce 
exercised entirely without reference to 
coordinated action taken by the states is 
not restricted, except as the Constitution 
expressly provides, by any limitation 
which forbids it to discriminate against 
interstate commerce and in favor of local 
trade. Its plenary scope enables Con- 
gress not only to promote but also to pro- 
hibit interstate commerce, as it has done 
frequently and for a great variety of 
reasons. That power does not run down 
a one-way street or one of narrowly fixed 
dimensions. Congress may keep the way 
open, confine it broadly or closely, or close 
it entirely, subject only to the restrictions 
placed upon its authority by other con- 
stitutional provisions and the requirement 
that it shall not invade the domains of 
action reserved exclusively for the states. 

This broad authority Congress may 
exercise alone, subject to those limitations, 
or in conjunction with coordinated action 
by the states, in which case limitations 
imposed for the preservation of their 
powers become inoperative and only those 
designed to forbid action altogether by 
any power or combination of powers in 
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our governmental system remain effective. 
Here both Congress and South Carolina 
have acted, and in complete coordination, 
to sustain the tax. It is therefore rein- 
forced by the exercise of all the power 
of government residing in our scheme. 
Clear and gross must be the evil which 
would nullify such an exertion, one which 
could arise only by exceeding beyond cavil 
some explicit and compelling limitation 
imposed by a constitutional provision or 
provisions designed and intended to out- 
law the action taken entirely from our 
constitutional framework. 

In this light the argument that the 
degree of discrimination which South 
Carolina’s tax has involved, if any, puts 
it beyond the power of government to 
continue must fall of its own weight. 
No conceivable violation of the commerce 
clause, in letter or spirit, is presented. 
Nor is contravention of any other limita- 
tion. 

A word should be added in the latter 
respect. Prudential has not urged grounds 
founded upon other constitutional provi- 
sions than the commerce clause, except 
in relation to the McCarran Act and then 
only in the event it should be construed 
as having effect to validate continued 
exaction of the tax. As has been said, 
it regards the statute as neither intended 
nor effective to “validate, authorize, or 
sanction state statutes which discriminate 
against interstate commerce.” But, against 
the event that the Act should be taken 
as intended to have such an effect, it puts 
forward the somewhat novel contentions 
that the statute would be in violation of 
the due process clause of the Fifth 
Amendment; of the first clause of Article 
I, § 8, requiring that “all Duties, Imposts 
and Excises shall be unform throughout 
the United States”; of Article I, § 1, 
“which requires legislation to be enacted 
by Congress”; and, apparently of the 
Tenth Amendment, “as a violation of the 
states’ power to tax for purposes of 
raising revenue for their own use, which 
power is vested exclusively in the states.” 

These arguments may be summarily 
disposed of. As for the due process con- 
tention, it was settled by a long line of 
authorities prior to the South-Eastern de- 
cision, that the similar provision of the 
Fourteenth Amendment, as well as that 
requiring equal protection of the laws, 
does not forbid the states to lay and 
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collect such a tax as South Caroli, 
Certainly the Fifth Amendment does 4 
more narrowly confine the power of 
gress; nor do it and the Fourtee 
taken together accomplish such a reg 
tion upon the coordinated exercise 
power by the Congress and the states 

The argument grounded upon the § 
clause of Article I, § 8, requiring 4 
excises shall be uniform throughout 
United States, identifies the state exact 
with the laying of an excise by Congra 
to which alone the limitation appj 
This is done on the theory that no mg 
has occurred than that Congress } 
“adopted” the tax as its own, a concept 
which obviously ignores the state’s exd 
tion of its own power and, furtherm 
seeks to restrict the coordinated exer; 
of federal and state authority by a fix 
tation applicable only to the federal ta 
ing power when it is exerted with 
reference to any state action. The 
observation applies also to the content 
based on Article I, § 1. 

The final contention that to sustain ¢ 
Act, and thus the tax, would be an; 
vasion of the state’s own power of t 
ation is so clearly lacking in merit as 
call for no comment other than to pgj 
out that, by juxtaposition with the q 
tentions discussed in the preceding pz 
graph, the effect would be at one stro 
to bring the Act into collision with lim 
tations operative only upon the fede 
power and at the same time to nullif 
state authority. 

No such anomalous consequence 
lows from the division of legislatj 
power into the respective spheres ¢ 
federal and state authority. There a 
limitations applicable to each of the 
separately and some to their coordinatg 
exercise. But neither the former nor f 
latter are to be found merely in the fa 
that the authority is thus divided. Su 
a conception would reduce the joint a 
ercise of power by Congress and # 
states to achieve common ends in f 
regulation of our society below the ¢ 
fective range of either power separatd 
exerted, without basis in specific const 
tutional limitation or otherwise than i 
the division itself. We know of 1 
grounding, in either constitutional expe 
ence or spirit, for such a restriction. Fa 
great reasons of policy and history m 
now necessary to restate, these gre 
powers were separated. They were m 
forbidden to cooperate or by doing sot 
achieve legislative consequences, partici 
larly in the great fields of regulatin 
commerce and taxation, which, to som 
extent at least, neither could accompli 
in isolated exertion. 

We have considered appellant's othe 
contentions, including the suggestion 
the McCarran Act, construed as we ha 
interpreted it and thus given effect, wo 
involve an unconstitutional delegation } 
Congress of its power to the states. Fo 
reasons already set forth and others, in 
cluding the fact that no instance of del 
gation is involved on the facts, we 
them without merit. 

The judgment accordingly is 

A fixed. 


Mr. Justice BLACK concurs in the result 
Mr. Justice JACKSON took no part in 
consideration or decision of this case. 
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FINANCIAL STATEMENTS DECEMBER 31, 


Companies 


Capital 


Firemen's Insurance Company of Newark, N. J. $9,397,690. 


Organized 1855 


The Girard Fire & Marine Insurance Company 


‘Organized 1853 


National-Ben Franklin Fire Insurance Company 


Organized 1866 


The Concordia Fire Insurance Co. of Milwaukee 


Organized 1870 


Milwaukee Mechanics’ Insurance Company 


Organized 1852 


The Metropolitan Casualty Insurance Co. of N. Y. 


Organized 1874 


Commercial Casualty Insurance Company 
Organized 1909 


Royal Plate Glass and General Ins. Co. of Canada 


Organized 1906 


Pittsburgh Underwriters - Keystone Underwriters 


PACIFIC DEPARTMENT 
220 Bush Street 
San Francisco 6, Calif. 


SOUTHWESTERN DEPARTMENT 
912 Commerce Street 
Dallas 2, Texas 


1,000,000. 
1,000,000. 
1,000,000. 
2,000,000. 
1,500,000. 
1,000,000. 


FIRE -MARINE- hoon SURETY 


Aye 


NS U R ANC E 


Total Admitted 


Assets 


$54,848,473. 
6,412,691. 
5,891,844. 
5,981,590. 
15,712,261. 
16,207,622. 
16,497,745. 


357,392. 


HOME OFFICE 
10 Park Place 
Newark I, New Jersey 
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CANADIAN DEPARTMENTS 


465 Bay St., Toronto, Ontario 
535 Homer St., Vancouver, B. C, 





Liabilities 


(except capital) 
$31,764,718. $23,083,755. 


3,691,439. 
3,233,665. 
3,232,950. 
8,759,027. 
11,082,112. 
1 0,952,765. 


1,384. 


1945 
VALUATIONS ON BASIS APPROVED BY NATIONAL ASSOCIATION OF INSURANCE COMMISSIONERS 











Surplus to 


Policyholders 


2,721,252. 
2,658,179. 
2,748,640. 
6,953,234. 
5,125,510. 
5,544.980. 


356,008. 


WESTERN DEPARTMENT 
120 So. LaSalle Street 
Chicago 3, Illinois 


FOREIGN DEPARTMENT 


111 John Street 
New York 7, New York 














Company Executive—Continued 


5. I must be imbued with a de- 
sire to serve to the end that the 
policyholders and agents of my 
company receive the very best 
of service and that those un- 
der my supervision in my own 
organization may be trained 
and inspired by my teachings 
and example, for as esprit de 
corps seeps from the top so 
does the spirit of service orig- 
inate in the top management 
and find its expression in the 
organization. 

14. To not be satisfied to rest 

upon the industry’s good works in 
the past, but to do my part in so 


BRANCH OFFICES 
PHILADELPHIA 
PITTSBURGH 
BALTIMORE 
CLEVELAND 
CINCINNATI 
DETROIT 


GRAND RAPIDS 


SURPLUS TO 
POLICYHOLDERS 


$4,800,000.00 


planning for the future that the in- 
surance profession will be a con- 
stantly better servant of society. 


A Changing World 


Like it or not, we are living in a 
rapidly changing world. All of 
Europe is under pressure of strong 
communistic or socialistic influence. 
Toa lesser degree, at least yet, those 
same pressures are at work within 
the American economy and seeking 
to destroy the profit system. 

The serve and profit system, as 
developed in America, has given the 
United States the highest standard 
of living for all, in the whole world. 
Stock insurance believes in the serve 


INDIANAPOLIS 


CAPITAL 
$1,200,000.00 


CHICAGO 


MILWAUKEE 


MINNEAPOLIS 


DES MOINES 


LOUISVILLE 


LOS ANGELES 


SAN FRANCISCO 


The 
OHIO 


CASUALTY INSURANCE COMPANY | 


HAMILTON, OHIO 


OVER A QUARTER CENTURY OF SERVICE 
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and profit motive in business, Many 
of the companies who operate under 
the co-operative label are prof; 
minded too. Agents, likewise, of ajj 
types of insurance carriers are jp 
the insurance business to serve and 
to proht. 

A few years ago, it was my priv. 
ilege to serve on a regents commis. 
sion, whose membership was chosen 
to be representative of a cross se.} 
tion of the folks living in New York 
State—educators, farmers, indys- 
trialists, labor leaders, business and 
professional men. The labor uniog 
member and I became good friends, 
About that time the unions had been 
pressing vigorously for a monopo- 
listic state fund bill in the legislature 
and I asked my friend why labor 
was opposed to the idea of comper- 
sation insurance being written by 
private carriers. His reply was, that 
private companies, whether stock or 
mutual, had a selfish interest in their 
businesses, and that it was no more 
than natural for them to be more 
concerned over profits and dividends 
than in the welfare of injured work- § 
men. He declared that it was the 
state alone that would have a sole 
interest in the working man. 


Lack of Faith 


That labor leader’s remarks were 
a revealing indication of a lack of 
faith in the ideals and practices pre- 
vailing in the insurance industry. 
They also pointed sharply to the 
sort of test insurance must measure 
up to if it is to survive indefinitely 
under private ownership and man- 
agement. It is not enough for insur- 
ance to be honest in its dealings and 
conscientious in meeting its obliga- 
tions. It must become more and 
more socially minded, taking more 


satisfaction in claims paid to folks » 


who have suffered losses than pride 
in the dollar size of insurance com- 
panies. Otherwise, insurance will 
eventually be taken from private 
hands and taken over as a govern- 
ment public service. 

The ethical and legal right for in- 
surance to continue to exist under 
private management is a rising over- 
tone in our business. Although not 
so obvious, the matter of survival of 
the fittest is a more vital matter than 
the detail of whether we have State 
or Federal supervision. Altruism 


ee e . 2 
and self-interest are one in calling 


BEST'S FIRE AND CASUALTY NEWS 





for ¢ 
of tl 
disci 
for t 

Tl 


busit 


sure. 
c¢ m1] 
and 


publ: 


Ge 
estal 
way: 
will 
Caus 
us a 
rem 
foun 
bure 
than 
and 
tacts 
It is 
plest 
or ci 
tion 
to fi 
deci: 

O 
time 
been 
adva 
prin 
sura 
very 
ager 
orde 
forn 
stric 
certé 
redu 
of p 
that 
facts 
mak 

It 
sura 
abot 
relat 
rate 
tion: 
the ; 

A 
feeli 
mov 
wert 
the 
tabli 
mitt 
tule 


FOR 








Many 
inder 
Profit 
of all 
re in 
> and 


priv- 
nmis- 
10sen 


were 
ck of 
; pre- 
astry. 
> the 
asure 
nitely 
man- 
nsur- 
s and 
bliga- 
. and 
more 
folks # 
pride 
com- 
. will 


rivates . 


vern- 


or in- 
under 
over- 
h not 
val of 
r than 
State 
ruism 
alling ' 


NEWS 





for co-operation among all elements 
of the insurance industry for self- 
discipline and self-improvement, and 
for unity in higher concepts. 

The best defense of the insurance 
business is not political or by pres- 
sure. It is simply putting our house 
completely in order, both internally 
and externally. A broad concept of 
public relations can be the means. 


Good Public Relations 


Good public relations may be 
established in many and various 
ways, and in many places. The good 
will of our agents is most important. 
Causes of ill will that tend to keep 
us apart, should be found out and 
removed. Probably more will be 
found to exist between company 
bureaus and agents’ associations 
than between individual companies 
and individual agents, whose con- 
tacts are closer and more personal. 
It is my observation that the unhap- 
piest sore spot occurs when officers 
or committees of an agents’ associa- 
tion are invited to a conference, only 
to find the companies had made the 
decision before the agents came. 

Over-all rate changes are some- 
times made, and new forms have 
been put out without consultation in 
advance with the agents, who are the 
prime factors in contacting the in- 
surance-buying public. It is of the 
very greatest importance that the 
agents understand the situation in 
order to explain to the public why 
forms are as they are, or why a re- 
strictive rule is necessary, or why 
certain classes of risks have rate 
reductions or increases. As a matter 
of public relations it is imperative 
that they be in a position to furnish 
facts, and not misleading, trouble- 
making information. 


It can be questioned if the fire in- 
surance rate reduction in 1944 came 
about in a way that was good public 
relations. A slow flowing, smooth 
rate curve is excellent public rela- 
tions. Sharp breaks in the curve are 
the reverse, and do no one good. 

A considerable source of hard 
feeling and resentment might be re- 
moved if associations of local agents 
were given limited memberships in 
the company bureaus, and an es- 
tablished advisory status on the com- 
mittees having to do with general 
tules, forms and rates. 


FOR JULY, 1946 
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Loss Adjusting 


Public relations with the insuring 
public, our legislatures and state in- 
surance departments are primarily 
based upon prompt, courteous and 
ethical handling of loss claims. How- 
ever, they can be enhanced in nu- 
merous other ways. A simple, com- 
pact, clear, unequivocating broad in- 
surance form is a public relations 
medium of itself. A handsome in- 
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The diversified facilities of the Atlantic market, steadily 
Na increasing in geographical extent, include marine, fire, 
4 inland marine, automobile, burglary, workmen’s com- 
P : pensation, general liability and allied lines. Centennial 
| Insurance Company (a wholly owned stock subsidiary) 
and Atlantic Mutual Indemnity Company (a profit- 
participating affiliate) issue their own policies. The seal 
below identifies combination policies jointly issued by 
Atlantic Mutual Insurance Company and Atlantic Mutual 


wa Indemnity Company. Complete information on request. 
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Miilial INSURANCE Grypany 
FORTY-NINE WALL STREET ¢ NEW YORK 5. N. Y. 
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surance policy format designed by a 
good artist can be a public relations 
salesman. It can be an even better 
one if the agent could deliver the in- 
surance in a policy jacket on which 

yas imprinted a brief summary of 
what the policy will or will not do 
in the event of a loss occurring, and 
instruction of what the insured is to 
do when a loss happens. The only 
reason a person carries insurance is 

(Continued on the next page) 
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Company Executive—Continued 


for protection against loss, and a 
whole public relations program can 
be developed around the theme of 
the many protective services insur- 
ance companies can give. 

A new concept in the medical field 
has to do with keeping people well 
and preventing their becoming ill. 
For years that idea has had a count- 
erpart in the inspection service ren- 
dered by boiler and machinery in- 
surance companies. More recently 
and to a growing degree it has been 
developing in the fire and casualty 
insurance fields. We have fire pre- 
vention and safety campaigns, and, 
in the background, local agents and 
special agents are ceaselessly at work 
day in and day out aiming to im- 
prove risks by helping to correct 
dangerous conditions and fire haz- 
ards. This type of insurance engi- 
neering is a service in the public 
interest of unestimable value, and 
should be tremendously increased 
as a matter of public relations. 


High Service Standards 


In our introductory remarks, we 
stated that agents are in the insur- 
ance business to serve and to profit. 
The American agency system has 
developed high service standards. 
The alert, intelligent agent today is 
far removed from the lazy, order- 
taking type of agent. He is more 
than just a salesman, too. He is an 
insurance adviser and counselor who 
familiarizes himself with his client’s 
affairs and problems, and arranges 
an insurance program to fit the ex- 
act and particular needs of each. 


His service includes, besides safety 
and fire prevention work, surveys 
and appraisals, to ascertain what 
coverages are necessary to afford 
complete protection to the insured, 
and to make certain that the amount 
of insurance carried is neither too 
much nor too little. It includes rate 
checking and careful writing of 
every form to afford the broadest 
protection available for the security 
of the client. It includes frequent 
contacts to check on changes in the 
risk. It includes claim service, if a 
fire or accident happens, to expedite 





SPEED UP THE ACCEPTANCE OF YOUR 
BOND RISKS BY KEEPING ANCHOR’S 
Ba dy COUNSELLOR” CABINET AT YOUR 


A simplified system for the preparation of Bond 
submissions—organizes the entire business for 
the Agent. 

Application supply folders with indexed, man- 
ual-colored tabs carrying complete instructions 
for submission of risks: in addition, copyrighted 
factual information of an educational nature, 
in condensed form. 

Anchorating Assures Smooth Saleing 


Short Form Applications Simplified Rate Manual 


ANCHOR CASUALTY CO. 
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a prompt and satisfactory settlement 
of the loss. 

The scope of services rendered by 
our agents is expanding, and more 
and better service increases the cost 
of agency operations, which alread 
has been uncomfortably raised by 
advancing costs of rent, labor ani 
supplies. "In the face of all this, the 
air is filled with rumors that move. 
ments are on foot to reduce commis. 
sions. 
make no defense of fancy commis- 
sions, but it will be a serious hurt tp 
our company and to its service to the 
public, if rates of commission are ng 
left high enough and adequate tp 
attract and hold high type men as 
agents, and to support the standards 
of service to which our policyholders 
have become accustomed. Our 
agents are entitled to a fair and just- 
ifiable rate of commission that will 
enable them to maintain the highest 
standards of insurance service and 
to make a decent profit for them- 
selves. 

Our company faces a similar prob- 
lem for itself. As insurance com- 
panies expand and increase their fire 
prevention and safety activities, a 
resulting reduced loss ratio raises the 
expense factor. That sets up a gov- 
ernmental urge for reduced rates, re- 
duced expenses and acquisition costs, 
and penalizes carriers and producers 
for faithful performance of their 
most vital and important service to 
the public. For the security of the 
insurance industry as a whole, public 
relations has an imperative duty at 
this time to clear that paradoxical 
situation. 





From an address before the New York State 
Association of Local Agents. 
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HERE is no doubt but that avia- 
tion insurance will boom in the 
post war years. Whether or not 
protection of planes and general con- 
ditions will allow the airplane in- 
dustry to compete with the automo- 
bile is a subject on which there are 
at least two schools of thought. 
However, it is entirely possible that 
even in the course of a conversion 
program thousands of planes re- 
leased by the Government will bring 
this baby of the casualty problems 
into the spotlight. Already there is 
evidence of independent action on 
the part of companies preparing to 
underwrite Aviation Liability and 
Accident Insurance on their own 
without joining one of the groups 
which have until this time had the 
run of the field. Certainly with this 
type of insurance it is evident that 
the many developments in the Gen- 
eral Liability and Automobile con- 
tracts will have effect upon the un- 
derwriting of this class of risk. The 
fact that there has been separate 
coverage for liability to passengers, 
{ whether fare paying or not, the fact 
that there has been no omnibus or 
additional interest clause generally 
adopted, all point to the probability 
Pof this line eventually following 
very much the trend of the casualty 
contracts. 

_ Aviation Accident insurance pol- 
ies are now available not only to 
the ordinary passenger but to pilots, 
students and instructors. The rates 
charged are entirely reasonable and 
the growth of this line would seem 
to depend only on the manner in 
evhich the contracts are publicized. 


FOR JULY, 1946 





by ALAN O. ROBINSON 
Vice President 
Yorkshire Indemnity Company 
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EDITOR'S NOTE 


This is a section from a paper prepared 
for the Insurance Institute of America for its 
refresher course directed to the men of the 
insurance business who have been in Service 
and who are re-entering their former voca- 
tion or who are considering that step. It 
covers, therefore, only the wartime develop- 
ments of the casualty business. The subjects 
previously covered were automobile, general 
liability and compensation. 


Policies are being written for for- 
eign travel even today in great num- 
bers. What this will mean after the 
war can hardly be expressed, but the 
thought should direct your attention 
to the foreign field and all the great 
possibilities which are before the in- 
surance business of this country. At 
the risk of seeming repetitious, the 
value of the constant changes in this 
business cannot be exaggerated. 
Such changes are man made and 
there is ever the need for construc- 
tive suggestions and new ideas which 
can, of course, come only from those 
whose heads are well-stocked with a 
knowledge of causes and effects. 
The lack of information which is 
available to be passed on to you on 
certain subjects should indicate that 
as you come back into this business, 
you must give keen attention to the 
trade journals, to the bulletins pub- 
lished by the various rating organi- 
zations, and to all informative data 
which is constantly being published. 
















There is nothing static about any 
of the casualty lines. We would, 
therefore, urge you at this time to 
adopt a program of regular reading 
and recommend the taking of the 
courses offered by the Insurance In- 
stitute of America. 


BOILER AND MACHINERY 
INSURANCE 


ERE you do have a branch 

of the business which blew off 
steam during these war years. Early 
in the period under review this line 
was treated to the principle of 
graded rate reduction by size of risk 
and once again it was the factors 
of acquisition cost and general ex- 
penses which were reduced as the 
size of the risk increased. It was 
not until 1943, however, that the 
upset really came in this business. 
In that year revised manuals were 
promulgated by two groups of car- 
tiers and these manuals differed in 
many important respects, but the 
net result was that the best of both 
schools of thought were finally re- 
tained, which brought forth mutu- 
allv satisfactory forms during the 
current year. It would seem that 
the turmoil was over and that the 
compromise reached between the 
two groups will result eventually in 
benefit to all. As with the Accident 
and Health business it is best if we 
but urge you to study the transient 


(Continued on the next page) 








Casualty Review—Continued 


stage which this line has experi- 
enced. Incidentally, the new manual 
published by the National Bureau 
of Casualty and Surety Underwrit- 
ers is but a fifth of the size of the 
original and is written in such a 
manner that it can be readily under- 
stood. Even those of us who are 
not mechanical engineers should 
now be able to find our way about 
in the business. 

Referring particularly to the new 
Standard Boiler and Machinery 
Policy of the National Bureau of 
Casualty and Surety Underwriters, 
it should be pointed out that this 
form has been materially broadened. 
Since the schedule attached to the 
policy defines “accident,” the basic 
policy does not specify perils cov- 
ered. It does, however, indicate the 
extent to which the insured is pro- 
tected against loss from an “‘insured 
accident” to a “described object.” 
There are included certain features 
such as expediting charges, that is 
the cost of overtime and other 
bonuses necessary to speed repairs 
to the insured property, also the cov- 
erage of bodily injury liability 
caused by an insured accident, and 
the “causing of an accident”’ by riot 
and malicious damage, all of which 
formerly required additional 
charges. 

Another most important develop- 
ment in power plant insurance has 
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been the authorization of coverage 
against damage from an explosion 
ot boilers away from the assured’s 
premises and not under his control. 
As you well know, most explosion 
coverage written by fire companies 
excluded explosions originating 
within the steam boilers. Since this 
applies whether or not the boilers 
are owned or controlled by the as- 
sured and wherever they may be 
located, it was obvious that there 
existed a gap which needed the con- 
sideration of underwriters. This 
new protection provides for the first 
time protection for an assured 
against loss caused by the explosion 
of the boiler of another. 

One of the best informed under- 
writers of Boiler and Machinery 
suggests, if we were able to present 
a true picture to the returning Serv- 
icemen of all that has happened in 
this particular field in the past two 
years, that he himself would wel- 
come the enlightenment. Another 
authority in this business indicates 
that the radical changes made in 
oiler and Machinery insurance 
even in the past year make almost 
useless any information a man may 
have had on rating and coverage. 
Frankly, we won't presume to edit 
or judge the controversial material 
that has been published on the sub- 
ject. We would but urge you to 
study the entire situation carefully 
for it is an important part of casu- 
alty company operations. 


neha 























PLATE GLASS INSURANCE 


HE war has had a decided eff, 

upon the Plate Glass insurag 
business. Premium income has begq 
reduced and loss ratios have risen, 
The reduction of premiums can best 
be explained by the number of smgff 
businesses which were forced to 
close during the war period whe, 
the proprietors were called into the 
Services or accepted positions jp 
war industries. The loss ratio has 
increased primarily due to the rig 
in cost of labor and material, th 
average cost of glass alone 
risen approximately 15% i 
four years. 

There have been no changes j 
the coverage of the Comprehensi 
Plate Glass Policy during the pag 
several years with the exception of 
the War Risk Exclusion Endorse 
ment which in effect excludes dam 
age to property covered by th 
policy resulting from enemy attack 
or action taken by our forces in re 
sisting such attack. There have beer 
changes, of course, in rates and ter- 
ritorial differentials but they are 
hardly more than one would expec 
under normal conditions reflecting 
changes in experience. The im- 
portant changes in rating might be 
considered the new _ classification 
established for bent glass known as 
C (1), which provides a materia 
increase in the rate for this type of 
glass, and the classification for Her- 
culite, Tuf-flex and similar tempered 
glass known as Class E which, be- 
cause of its experience, was granted 
some reduction. The rating of Ar- 
gentine, Carrara, Opolite, and Vit- 
rolite and similar glass has also been 
changed, the unfavorable experience 
being brought about mainly by the 
increased use of such material in 
the modernistic store fronts. 

While it would seem that the plate} 
glass business, from the standpoint 
of underwriting profit, at least, has 
probably suffered more than any 
other single casualty line during the 
war period, the future of the busi- 
ness still certainly is not dark. With 
the cessation of hostilities many ol 
the former assureds will reopet 
their stores, there will be much new 
construction and the use of all sorts 
of glass will be greater than ever. 
With these improved conditions will 
come lower costs and most certainly 
a return to a reasonable underwrit- 
ing profit. 
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C/DENT INSURANCE Cor PANY 


OF NEW YORK 
ESTABLISHED 1885 


THE 60th ANNIVERSARY ACCIDENT POLICY 


An important addition to the wide variety of 
contracts issued by the PREFERRED during six 
decades of successful underwriting in the Per- 
sonal Accident Field. 


HOME OFFICE 
80 MAIDEN LANE ¢@ NEW YORK 7, N.Y. 

















EARLY RHODE ISLAND 
NEWSPAPER 


“The Newport Mercury”, a famous 
Rhode Island newspaper established 
in 1758, was printed on a press 
brought to Newport by James 
Franklin, brother of Benjamin. Press 
work was done by hand and type was 
often rough and blurred. Although 
. the sheet was small — about the size 
of writing paper today, it had an im- 
portant role in the early progress of 
Rhode Island. When the city was 
looted by British soldiers, Solomon 
Southwick, the publisher, buried the 
press in the yard of a building on 
Broad Street, but the British found it 
and gotouta paperin favorofthe King. 

Just as the importance of a news- 
paper is not measured by its size, the 
historical position of Rhode Island 
could never be measured by its size 
among the other states. The Rhode 


Island Insurance Company is proud 
of its birth and growth in such a state. 





EVISED private passenger car 
bodily injury and property dam- 
age liability rates have been an- 
nounced by the National Bureau ot 
Casualty and Surety Underwriters, 
effective June 24, for 31 states, terri- 
tory of Alaska and the District of 
Columbia. Similar changes became 
effective in the remaining states 
July 1, upon acceptance of the rate 
filings by these states. Revised an- 
nual pages containing the new pri- 
vate passenger rates have been dis- 
tributed to manual holders. 

In October, 1945, the bodily in- 
jury and property damage rates for 
private passenger automobiles were 
increased, but not sufficiently to re- 
produce the pre-war rate level. 
Since then, the accident frequency 
and claim costs have increased to a 
point far beyond that anticipated and 
automobile accidents are causing real 
concern to state motor vehicle de- 
partments and the federal authori- 
ties. 

The second increase in bodily in- 
jury rates represents a return to pre- 
war rates for most private passenger 
cars, resulting in an average coun- 
trywide increase of 20% over the 
present rates. New property damage 
rates are 25% above the present 
rates, subject to a minimum increase 
of $2 per car. 

The new private passenger rates 
are effective for the following states 








F. A. CHRISTENSEN 


With the election of Bernard M. Culver as 
chairman of the boards, Frank A. Christensen 
has been advanced to the presidency of the 
companies of the America Fore Group. 





territories: Alaska, 
Arkansas, California, Colorag 
Connecticut, Delaware, District ¢ 
Columbia, Georgia, Idaho, Illing} 
Indiana, lowa, Kentucky, Main 
Michigan, Minnesota,  Missoyr 
Montana, Nebraska, Nevada, Ne, 
Mexico, North Dakota, Ohio Ore 
gon, Pennsylvania, Rhode Island 
South Carolina, Utah, Vermop 
Washington, West Virginia, Wi 
consin, Wyoming. 

The wartime emergency rate jr 
ductions for private passenger auty 
mobiles made effective with gasolj 
rationing in 1942 were based upq 
judgment and recognized the x 
duced hazards. 

All statistics show that when gas 
line rationing was lifted in Augusy 
1945, the number of accidents jp 
creased sharply. This condition ha 
been manifesting itself right aloy 
and the outlook today is that 1p 
will approximate 1941, the wo 
previous accident year on record, | 
addition, costs of claim settlement 
have increased sharply so that th 
cost of bodily injury claim settk 
ments are today averaging 2) 
above those for 1941, while fy 
property damage the increase 
around 80% 


and Arizon 
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NORTH CAROLINA AUTO 
RATE CHANGES 


NCREASES of from 10% 

22% in collision rates and redw 
tions in the rates on certain fire a 
theft coverages by as much as 5 
were put into effect in North Car 
lina on June 10. 

The higher collision rates, — 
ing the sharp upward trend in acc 
dent frequency and the substanty 
increase in repair costs, amount | 
approximately 22% for private pé 
senger cars and about 10% | 
commercial vehicles. 

Commercial car fire rates werer 
duced approximately 25% and the 
rates about 33%4% where written! 
an average cash value or stat 
amount basis. Reductions of 4 
proximately 50% were made in 
and fire and theft rates affects 
“driverless for rent” automobil 
when conversion, embezzlement 
secretion coverages are excluded 
in rates on certain types of deale 
cars having riot and civil commot 
coverage. 
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American Casualty: Glen K. Casebeer 
was appointed manager of the accident 
and health department in the Chicago 
branch office. Mr. Casebeer has had 16 
vears experience in direct selling and is 


well acquainted with the problems of the 


oducer. 
pr kk * 


American Insurance Group: Recent 
changes in the southern field force include 
the appointment of George W. Harris 
as special agent for western North Caro- 
lina, succeeding RK. C. Bennett who was 
transferred to Alabama, and the appoint- 
ment of Joseph KR. Mangan as special 
agent in Georgia assisting state agent 
Eugene H. Brooks. Rearrangement and 
enlargement of the Illinois field staff now 
places Harold W. Williams with offices 
at Decatur in charge of one of the two 
central fields with general superv.sion 
over the entire state in matters of com- 
pany policy. He is assisted by James H. 
Rupp, Jr. Kenneth L. Hingst who had 
been temporarily located in Missouri will 
handle the other central fields, also from 
Decatur. Leo N. Davis now travels Cook 
County working out of the Chicago 
service office; Frank A. Nelson super- 
yises southern Illinois with the St. Louis 
service office as his headquarters; Martin 
E. Myers handles the western part of the 
state from Davenport; and Robert H. 
Whitchurch travels northern Illinois from 
Rockford. Lawrence E. Knauber, for- 
merly located at Decatur, has been trans- 
ferred to Milwaukee where the group 
recently opened a service office for Mil- 
waukee County. 


xk * 


American International Underwriters: 
Kenneth J. Brown and Philander Alward 
are now associated with this organization 
in executive fire underwriting capacities. 
Mr. Brown previously had been associ- 
ated with the Yorkshire Insurance Com- 
pany, Ltd. for more than twenty years 
P serving in the home office in London and 
in the Tokyo and New York offices. Mr. 
Alward was formerly connected with the 
Atlantic Mutual Insurance Company as 
fire metropolitan manager. Prior to that 
p he was chief fire underwriter for the 
Stuyvesant Insurance Company. 


x k * 
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American Surety: Lt. A. T. Floyd, Jr., 
USNR has been transferred to the San 
Francisco branch office as special agent. 
W.E. McKell first vice president, Ameri- 
can Surety Company and president New 
York Casualty Company, has been ap- 
pointed chairman of the insurance com- 
mittee of the Chamber of Commerce of 
the United States. 


FOR JULY, 1946 


RECENT DEVELOPMENTS 


IN THE FIELD 


Appleton & Cox, Inc.; A new Branch 
Othce has been established in Cleveland 
under management of Guy W. Egbert to 
service northeastern Ohio. Mr. Egbert 
received his early training in the Chicago 
office of the organization and subsequently 
managed the Minneapolis office. In more 
recent years he was acting manager of 
the Detroit office which position has now 
been resumed by Henry Bornkamp {fol- 
lowing his return from the armed serv- 
ices. 
x *k * 


Association of Casualty and Surety 
Executives: Harold E. Andersen, for- 
merly with the FBI, has been appointed 
special agent in charge of the claims 
bureau in Chicago. 

x * * 


Atlantic-Centennial: New quarters have 
been established at Pittsburgh, Pa., under 
the management of Peter Field with 
James A. Karns as fire manager and 
Earl E, Chess as special agent. Edward 
A. Faust, formerly with the Insurance 
Company of North America has joined 
the staff as an inland marine underwriter 
in the home office. He will give special 
attention to the supervision of “all risks” 
personal floater business. 


x * * 


Atlantic Mutual Indemnity: John G. 
Berenz is head of the automobile under- 
writing department. Mr. Berenz was as- 
sociated with the Indemnity Insurance 
Company of North America as head of 
its automobile department in New York. 


x & 8 


Employers’ Group: Harold H. Mitchell, 
former superintendent of accounting, is 
now assistant deputy manager, succeed- 
ing Robert C. Schwab, resigned. Frank 
J. Carey, former superintendent of the 
statistical department of the two casualty 
companies, was promoted to assist Mr. 
Mitchell and will have the title assistant 
to the manager. Eugene R. Walker re- 
placed Mr. Carey. William A. Whelan, 
assistant superintendent, will assist Mr. 
Walker. William E. Wedlock was pro- 
moted to accounting executive assistant. 
Promotion to assistant to the managers 
were: Frank D. Tibbetts, former super- 
intendent of underwriting; Clarence G. 
Scholtz, former superintendent of costs 
and methods; James H. Fay, former as- 
sistant superintendent of underwriting. 
Other promotions were Ernest T. Berke- 
ley, former superintendent of the actuar- 
ial department, to the newly created posi- 
tion of actuary and Albert H. LeShane 
to superintendent of the actuarial depart- 
ment. 


Farm Bureau Mutual Automobile: 
First Lt. C. W. Eberhard has bven ap- 
pointed casualty underwriting manager. 
Mr. Eberhard had been with the insur- 
ance company for fifteen years prior to 
joining the military forces and was re- 
cently discharged. 
xk k 


Fire Association Group: Herman M. 
Lewis, recently returned from the armed 
services, has been appointed special agent 
in West Virginia and a portion of south- 
ern Ohio with headquarters at Parkers- 
burg, West Virginia. 

x *k* 


Glens Falls-Commerce: Ezra T. Powers 
has ben appointed special agent of the 
Ohio Survey Department at Columbus 
where he will operate under the direct 
supervision of Superintendent Paul A. 
Haas. Mr. Haas has been a member of 
the Ohio underwriting department in the 
home office of the companies for the 
past seventeen years. George A. Dein- 
inger has been named special agent in 
the southern New Jersey territory. He 
will make his headquarters in Philadel- 
phia and operate under the direct super- 
vision of manager Doyle and assistant 
manager Winkler of the Philadelphia 
office. 
x *k * 


Hartford Accident and Indemnity: 
Ray D. Lawton is the new manager of 
the Oklahoma service office. Mr. Law- 
ton succeeds Laurie P. Oldham, retired. 
Raymond G. Buntin has been appointed 
assistant manager of the Oklahoma serv- 
ice office. Joseph D. Ganley has been 
appointed assistant superintendent of the 
plate glass department. Mr. Ganley has 
been associated with this department since 
joining the company in 1928. 


x *k *& 


The Home: Effective June 3rd, John H. 
Wetzel was appointed special agent in 
the Albany office under state agent John 
W. Summers. 

Se 2 


Indemnity Ins. Co. N. A.: Alfred H. 
Benjamin has been appointed manager of 
the new service office opened in Dallas, 
Texas. Mr. Benjamin was manager of 
the company’s Indianapolis service office 
before entering the U. S. Marine Corps 
as a Ist Lieutenant in January, 1943. 
(Continued on the next page) 
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Recent Developments—Continued 


Johnson & Higgins: Effective June 1, 
this organization, the oldest firm of in- 
surance brokers in the United States, 
established a Pittsburgh office under the 
management of E. Brewster lreeland. 
The new office, the firm’s fifteenth in 
the United States, Canada and Cuba, is 
the second established in Pennsylvania 
and like the Philadelphia office will con- 
duct the general insurance brokerage 
business under the name of Johnson & 
Higgins of Pennsylvania. David-H. W in- 
ton, will assist Mr. Freeland in the con- 
duct of the Pittsburgh branch. 


x * * 


Kemper Group: At the company annual 
meetings L. J. Bennett, Chicago, was 
elected second vice president of Lumber- 
mens; A. Mayer, Philadelphia, and 
R. C. Merritt, Chicago, were appointed 
second vice presidents of Lumbermens 
and American Motorists, and D. Hayes 
McLaughlin, Boston, was appointed as- 
sistant secretary of the two companies. 


xk * 


London & Lancashire: 0. H. Day pre- 
viously special agent of the Group’s fire 
companies in New Jersey has been ad- 
vanced to state agent. Calzin Baile, 


special agent continues as his assistant 
in the New Jersey field. Harry L. Ander- 
son also has been advanced to state agent 
in Massachusetts with supervision of the 
entire state. He will be assisted by Peter 
J. Coyne, Jr., who has been appointed 
special agent for the group in western 
Massachusetts. Mr. Coyne continues to 
represent the London & Lancashire In- 
demnity in this field. 


x * * 


Michigan Mutual Liability: G. C. Pen- 
berthy has been advanced to the post of 
surgical director of the company, suc- 
ceeding Dr. H. N. Torrey, recently de- 
ceased. Dr. Penberthy has been chief 
surgeon of the Michigan Mutual Hospi- 
tal, having been associated with that in- 
stitution since 1919. 
x *k* * 


National Fire Group: Wilbur L. Gard- 
ner supervisor of the Kansas Service 
Office, retired from active service June 
Ist, under the company’s retirement pen- 
sion plan. The present field supervision 
is in charge of J. A. MacLean and F. 
A. Scott as state agents assisted by special 
agents J. J. Egy, W. C. Helwig and D. 
B. Snapp. Robert K. Nelson has been 
named special agent in Missouri replacing 
A. M. Conger who recently resigned to 
enter the agency business. 
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Northwestern Mutual: Edin F. Walkp 
has been advanced to senior inspector fg 
the southwestern department. 4, 
Walker who joined the company in 194 
has had a long experience in the insurano 
business covering almost every phase of 
operations. 
x *k * 


Pennsylvania Lumbermens: Early ha 
month Louis S. DeLone was named 
special representative in the States 9; 
North and South Carolina succeeding 4 
H. Sterling. 

*& & ® 


St. Paul Group: Since June Ist, this 
group has operated its business in Wash 
ington and northern Idaho under the ter. 
ritorial management program. Glenn Wf 
Potts has been promoted to the position 
of manager and is in charge of th 
Seattle office. He will continue to devote 
his time primarily to the development 
and underwriting of the automobile casy. 
alty and bond business while at the same 
time supervising the production and office 
activities of the entire group. State 
Agent Ellsworth Simpson remains i 
charge of fire and allied lines while state 
agent 7. William Harwood, successor to 
Mr.- Condit who resigned as of June | 
heads the marine department. 


xa F 
4 
Security Insurance Companies: Ker 
neth A. Longley has been named special 
agent for southern Illinois with head- 
quarters in Decatur where he will be as- 
sociated with state agent William H 
Miller. 
x *k * 


Standard of Detroit Group: Among 


veterans recently returned to the Group 
are: Corp. Dick Garber to the underwrit- 
ing department at the home office; Corp. 
Darwin Allen, to the safety engineering 
department; F 1/c Robert Teachout to 
the San Francisco branch office; Major 
Helen Gardiner has been named assistant 
personnel manager. 


x * * 


The Travelers: Casualty, fidelity and 
surety veterans who have recently re- 
turned are: Ronald W. Hunter, field as- 
sistant South Bend; John D. Wortman, 
field assistant, Newark; James R. Henry, 
manager 55 John Street; Robert C. 
Reeder, Jr., assistant manager Newark; 
William H. Hines, field assistant Los 
Angeles; Paul E. Goode, special agent, 
fire lines, rejoined the Hartford office 
upon leaving the armed forces. 
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position in managerial or sales manager 
capacity, as special agent or as general 
agent; 18 years of casualty experience 
and thorough knowledge of agency sys 
tem. Married but willing to travel any- 
where in the United States. Best's Insur- 
ance News, 75 Fulton Street, New York 7, 
New York, Box C-89. 
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MONTHLY FIRE LOSSES 


STIMATED fire losses in the 
United States as compiled by the 
‘ational Board of lire l nderwrit- 
rs totaled $40,094,000 in May, an 
crease of $11,941,000 or 35° © over 
1€ corresponding month of 1945. 
‘hese losses for May brought the 
tal for the first five months of this 
ear to $253,066,000, a figure 72% 
ieher than the total losses of $235,- 
63,000 for the entire year 1935 and 
nly a negligible amount under the 
tal losses of $254,959,000 for the 
ull year of 1937. 
Losses for the twelve month pe- 
od ending May 31, 1946 were 
stimated at $509,094,000 as com- 
red with $439,342,000 for the 
revious twelve month period ending 
May 31, 1945. oO 
A comparative table of fire losses 
ver the past twenty-four months 
jollows : (Figures shown in thous- 
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ds). 
4 1945 1944 
une .. $34,090,000 $30,555,000 
lily .. 34,054,000 32,706,000 
August 34,096,000 30,618,000 
Rept. . . 32,447,000 31,448,000 
it. .. 34,470,000 32,173,000 
Nov... 37,393,000 33,847,000 
ec... 49,478,000 48,694,000 
1946 1945 
an. .. 49,808,000 44,865,000 
Feb... 51,759,000 41,457,000 
March. 53,252,000 40,876,000 
April... 52,153,000 37,950,000 
May .. 46,094,000 34,153,000 
Totals . $509,094,000 $439,342,000 


LOSSES HEAVY IN TEXAS 


HE month of May has been ca- 
tastrophic in Texas, not only to 
:; Bhe insurance companies, their ad- 
wters and their agents, but also to 
operty owners who are unable to 
tthe necessary material and work- 
ei to repair damaged buildings. 

The Fire Companies Adjustment 
lireau estimates 62,950 claims in 
txas with a loss total of $10,140,- 
. The preliminary report of dam- 
ein San Antonio on May 16 has 
nrevised several times and claims 
fenow estimated at 30,000 with an 
msirance loss around $6,000,000. 
laterial and labor costs are 25% 


higher than during the last major 
storm in San Antonio two years ago. 
Approximately 50% of the buildings 
in San Antonio were damaged either 


from hail or the 


accompanying 
strong winds. 


HOTEL FIRES 


| N a booklet, “Fire Prevention and 
Protection as Applied to Hotels,” 
the National Board of Fire Under- 
writers points out that defects in 
hotel construction, poorly guarded 
common hazards and inadequate exit 
facilities are principal factors con- 
tributing to the rapid spread of fire 
and loss of life in hotel fires. 

The most serious defect of older 
hotels is unprotected floor openings, 
or in other words, open stair, ele- 
vator and dumbwaiter shafts. In 
many instances also fire stops are 
lacking at the base and top of in- 
terior partitions and at points where 
flues and chimneys pass through 
floors. These openings or channels, 
under fire conditions, act as flues and 
facilitate the natural tendency of 
heated gases to rise and thereby 
spread throughout the building. 


SKYSCRAPER AIRCRAFT 
DAMAGE INSURANCE 


HE crash of a_ twin-engined 

Army transport plane May 20 
into the 7l-story Bank of Man- 
hattan Company building in New 
York City, with a loss of five lives, 
resulted in the payment of the first 
insurance claim in the United States 
for direct and physical damage re- 
sulting from aircraft to one of the 
nation’s tall buildings. 

Following the Empire State build- 
ing crash last ‘July the owners of the 
Manhattan Company building pro- 
cured aircraft damage coverage 
through Schiff, Terhune & Co. Inc., 
the policy being written by Ameri- 
can Insurance Company of Newark. 
Damage to the building was esti- 
mated at $50,000 and virtual adjust- 
ment of the loss was made within 
fifteen hours of the time of the ac- 
cident. 


GENERAL AGENTS 


BOIT, DALTON & CHURCH 
INSURANCE 
Local and Out-of-Town Agency and 
Brokerage Accounts Solicited 
89 BROAD ST., BOSTON 











GENERAL INSURANCE AGENTS 


BLANE, FULLERTON & WHITE LTD. 


COMPLETE INSURANCE SERVICE 
821 WEST HASTINGS STREET 
VANCOUVER, B. C., CANADA 








FAIRFIELD & ELLIS 


60 Congress St., Boston, Mass. 
79 John St., New York City 


FAIRFIELD, ELLIS & GRANT, LTD. 
460 ST. JOHN ST., MONTREAL, CANADA 
General Agents for Several Reliable Companies 

REINSURANCE NEGOTIATED 








OBRION, RUSSELL & CO. 
Service To 
Agents and Brokers 
All Forms of Insurance 
Boston—New York—Los Angeles 








REED & CO. 


728 GAS & ELEC. BLDG. 
DENVER, COLO. 
GENERAL AGENTS 
FOR 


THE ENTIRE ROCKY MOUNTAIN AREA 
Fire—Auto—Casualty—Inland Marine 








SPEAR AND COMPANY, INC. 
Organized 1921 
GENERAL AGENTS 
Buffalo Insurance Co. 
Ohio Farmers Insurance Co. 
Ohio Farmers Indemnity Co. 


Francisco Los Angeles 
California 


San Oakland 











TRUCK HIJACKING 


EXTILES, accounting for 28% 

of the losses by number and 39% 
by value, are presently the number 
one target of truck cargo hijackers, 
according to the Babaco Alarm Sys- 
tems of New York. Clothing hi- 
jackings were second in number, 
while liquor hijackings were second 
in value. 





ELLING TIPS 


from the HOME 





SYSTEMATIZE YOUR WORK 


STABLISHING and keeping a 
systematic prospecting plan in et- 
fect is one of the most difficult jobs 
for the average agent. However, 
such a plan is the key to agency ex- 
pansion. It is well to consider Rob- 
ert Louis Stevenson’s admonition: 
“You cannot run away from a weak- 
ness. You must somehow fight it 
out or perish, and if that be so, why 
not now, and where you stand?” 
—Western Surety. 


x *k * 
FIRE PREVENTION 


Wi not tie in to fire preven- 


tion as a good working com- 
panion? Why not be known as the 
“Fire Prevention Agent” in your 
community? What a _ wonderful 
field you would have and how much 
good you could accomplish! The 
saving of one life in your town or 
city through your fire prevention 
efforts would make you feel that 
the time devoted to this subject was 
well worthwhile. Gather all the 
material you can on fire prevention 
and make a study of this important 
subject. Prepare a speech that you 
can give before the school children 
and the civic bodies. Have the chief 
of the fire department give talks 
before the school children. Get the 
dramatic teacher interested in en- 
couraging a fire prevention skit. 
Offer prizes for the best fire pre- 
vention essay. Dress up your win- 
dows with good fire prevention ma- 
terial. Advertise fire prevention, not 
only during fire prevention week, 
but make every week fire prevention 


week. 
—The Hartford Agent 
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BOILER INSURANCE 


ERE is a letter which might be 

just as fruitful for you as it was 
for the South Boston Insurance 
Agency of Virginia. The letter was 
sent to a selected list of 44 assureds 
and sold 18 Residence Boiler poli- 
cies. One-third responded by tele- 
phone. 

“You enjoy the comfort and serv- 
ice of your heating plant, but do you 
realize: 

1. It is possible your boiler will 
explode and cause serious property 
damage as well as loss of life? 

2. It is probable that one or more 
sections will crack—many do? 

Some of the causes of cracking 
are scale, sediment, corrosion, defec- 
tive valves and gauges, turning cold 
water into a hot boiler, low water, 
forcing a dry firing. 

Every precaution which might 
prevent such a catastrophe should, 
of course, be taken. It is worth some- 
thing to any man to know that the 
heating plant in his basement has 
had a thorough inspection by a com- 
petent engineer and to know that the 
hazards of boiler explosion have 
been reduced to a minimum. This 
annual inspection service, which is 
included with our policy quarantee- 
ing the cost of replacements and 
damages caused, will bring you peace 


of mind and a sense of security.” 
—Employers’ Pioneer 


x & &% 
COMBINE POLICIES 
Meck time can be saved in writing, de- 


livering, collecting and accounting for 
a number of policies covering the same risk 
by combining them into one. If the premium 
is too much of a drain on the assured at 
one time, arrange for financing through a 
local bank or a large premium-financing 
organization.—American Insurance Group. 


OFFICE 


PACKAGED SELLING 


a are attracted by th 
“package” when buying. Yo 
may not have thought of it in thi 
way, but in the Fire insurance bys! 
ness you have an ideal “packag’ 
to offer your prospects. 

Every property owner knoy 
about Fire insurance, but how many 
know that for a small additional pr. 
mium, they can have the compr 
hensive “package” known as Ex 
tended Coverage? 

This is “packaged” protection thy 
appeals to property owners. Som 
agents make a practice of adding th 
Extended Coverage Endorsement | 





every Fire policy upon renewa, 
notifying the policyholder of this 
action and telling them about the a¢ 
ditional protection afforded. An w 
usually large percentage of policy 
holders accept the endorsement an} 
willingly pay the small increase is 


premium. 
—The Aetna-izej 
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which is not promptly paid de 
notes insurance that was not prop 
erly sold. Don’t mail renewal poli 
cies unless there has been a definif 
and recent understanding that yoj 
would do so. Mail new policies evel 
less frequently. The time when yo 
have the contract in your hand a1 
are giving it to the client is the tim 
to put the final touch on the sale 0 
resale. Regard renewals as resale 
not merely as further payments 0 
last year’s sales. No sales talk last 
that long. 





—Continental Agents’ Re 
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realize. 
must recognize the types and kinds 
| of prospects, and act accordingly. 

me 


‘Phe’s not glum and unfriendly 


LAN 13 


from other Fields 


TYPES OF PROSPECTS 


TIS stupid to use the same sales 
tactics on all prospects. But it is 


equally stupid to trust to vague, 


intuitive, haphazard, spur-of- the- 
moment classification. People are 
far more alike in groups than we 
To be a good salesman one 


Here are some of the more stand- 
ard types of sales prospects. It is 
by no means a final or exact list; 


’ human nature will remain for some 


time longer too complex for exacti- 
tude. But as a working chart of 


} information and timing it will do ex- 
§ cellently. 


Silent—Don’t mistake this man; 
be- 
cause he’s silent; it’s his tempera- 
ment. He likes to hear a good argu- 
ment, but you'll have to study him 
closely for signs. 

Procrastinating—He puts off de- 
cision, even when “sold” ; he has the 
habit of never doing today what he 
You 
must press him more vigorously 
than usual. 

Non-Concentrative— You can’t 
get enough time from him to pre- 
sent your story. He won’t concen- 
trate ; interrupts ; breaks off, tells 
you to come again; strings you 
along. Camp on his trail relentlessly. 

Hot-Headed—He’s of the choleric 
temperament, so be calm and gentle ; 
give him his chance to storm, if he 
wil. He may be sound and sensible 
afterward, if you can take it. 

Wavering, Indecisive — Many 
people find great constitutional diffi- 
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culty in making any decisions ; they 
need and respond to the salesman 
who thinks soundly, firmly, deci- 
sively in their interest. 

Argumentative—Beware of him; 
he’ll shunt you into controversy, and 
then good-bye sale! But within 
limits he is amenable to logic. Your 
cue is to pretty much agree with 
him; bring in your arguments un- 
obtrusively ; make him argue him- 
self into a sale. 

Good-Natured, Enthusiastic — 
He’s of the “sanguine,” optimistic 
temperament, too readily persuaded. 
Discount his easy acceptance; do a 
careful job of logical selling. 

High Hat; Smart Aleck—He’s 
vain and a show-off ; he likes to make 
a monkey out of a salesman, or im- 
press him. Watch him, but play 
him ; let him have his fun, but press 
him deferentially to a decision. 

Suspicious—Being somewhat of 
the melancholic, pessimistic temper- 
ament, he suspects everything and 
everybody; is hyper-critical, diffi- 
cult, unsocial. Steady friendliness, 
fair, moderate statement, clear, open 
reasoning are called for. 

Technical—He adores technical 
detail; let him obsess himself and 
wallow in plenty of it; but then get 
him out of it and on to ordering. 

Disagreeable—This is the sadist, 
the unhappy or unhealthy, harassed, 
irascible man. A salesman is his 
favorite lightning rod. Take it 
smoothly, courteously, even if he ex- 


plodes—and then he'll probably shift 
and get down to business. 


Careless—He’s too quick on the 
trigger, too haphazard a buyer, and 
he leaps before he thinks; he 
changes his mind and often cancels. 
Double-sell him; don’t take his yes 
too seriously. 

buck-Passing—He insists some- 
one else must pass on it, or offers 
some other alibi. Tell him blandly 
that in that case he needs to be well- 
informed and well-sold on your 
proposition in order to present the 
matter fully and fairly. Proceed 
then to do so. 

Casual—He is bored by his job 
and by himself. He skates through 
life with as little energy and brains 
as possible. Don’t bore him too 
much with detail. Give him the 
gist and don’t take up too much of 
his time. But don’t take him lightly. 
He often knows exactly what he 
doesn’t want. 


Slow-Thinking—Don’t underesti- 
mate him; he’s of the phlegmatic 
temperament. He’s often painstak- 
ing, solid, thorough. Don’t talk too 
fast, or look for rapid action. Ac- 
cept his tempo; cater to his method 
of inquiry; never rush him. 


Self-Important—Don’t bump into 
his ego; ride in to a closing on the 
crest of his self-importance ; present 
considerations for his valuation; let 
him sell himself. 


Ressinted from Forbes Magazine, ‘ 


Kang i 
of Business,’ 120 F 


ifth Avenue, New York 
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Conventions at the : 
MORAINE HOTEL afford the 


happy combination of con- 






centrated effort and luxuri- 
ous rest. 
Of graceful Georgian architecture and 


early American appointments, in an inspiring 
setting of ravine woodland on the shore of 
Lake Michigan, the MORAINE just naturally 
makes business a pleasure. 

Our facilities conveniently accommodate 
groups up to 150 persons . . . . Memberships 
are available in our popular Beach Club.... 
Additional information will gladly be sub- 
mitted upon request. 


HIGHLAND PARK, ILLINOIS 














Saint Louis — Washington 
Underwriters 


OF THE 


ST. LOUIS FIRE & MARINE 
INSURANCE CO. 


AND THE 


WASHINGTON FIRE & MARINE 


INSURANCE CO. 
ST. LOUIS, MO. 


Rated “A-+-,” Excellent, in Best 
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STOCK CASUALTY UNDERWRITING—Continued 


Workmen's Compensation 


Workmen's compensation loss reserves are also es] 
tablished on a schedule or formula basis, but the dif. 
ferences between case and schedule reserves on this line 
are unusually minor as the developed loss ratio has beep 
running at approximately 65%, the assumed ratio ye, 
in the schedule reserves. ; 


In 1945 workmen’s compensation insurance was re 
sponsible for the second largest dollar profit of all qs. 
ualty lines, $19,000,000 on $308,000,000 earned pre- 
miums, or slightly more than 6%. This was consider. 
ably less than 1944, the best previous year, and is th 
ninth successive year of profitable results on this line 
of business. Despite the fact that current underwriting 
experience on workmen’s compensation is very favor. 
able, many underwriters feel that the companies ap 
entering the postwar period on an inadequate rate base 
faced by increased claims and many reopened cases 
The importance of an adequate rate base is emphasized 
by the many consecutive years of unprofitable under. 
writing prior to 1937 and the average loss of 19% fe 
several of the depression years. 


Accident and Health 


Accident and health premiums have shown a remark 
able growth under the impetus of sales promotion anda 
new awareness of the advantages of group busines 
from both a personnel and tax angle. Volume ha 
grown from $88,000,000 in 1933 to $302,000,000 in 
1945, while depression losses have been converted int 
higher and higher profits to reach $28,000,000 in 194§ 
or 9.7%. This is the largest dollar profit of any casualty 
line. For the last several years the over-all loss rati 
has fluctuated by only two or three points, the substantid 
reduction in loss ratio on commercial business being 
offset by the normally high loss ratio of group business 
The over-all expense ratio is down seven points in the 
last five years, the very low expenses on the rising vol- 
ume of group business more than offsetting a small ris 
in expenses on commercial lines. In 1943 and 194 
group business approximately doubled to reach $112; 
000,000 and showed no change in 1945. 


Fidelity 


Fidelity premiums amounted to $45,000,000 in 19% 
and thereafter averaged about $40,000,000 per year uns 
til 1943 and 1944, when volume reached $44,000,000 
The introduction of a three year policy on some classes 
in 1945 jumped premium volume to an all-time high ot 


nearly $64,000,000. An underwriting profit has been 


reported in each year since 1930 and for the past dozen 
years has averaged just over 20%. Loss ratios havé 
been steadily downward from a high of 61.7% in 193 
to an all-time low of only 18.8% in 1943, despite subj 
stantial rate reductions. In 1944 the loss ratio was up 
three points and in 1945 up an additional four pointy 
to 25.8%. 


BEST'S FIRE AND CASUALTY NEWS 


Sut 
$31,3. 
only 
count 
dustr 
$39, 01 
statut 
nearly 
1932. 
in ea 
dropp 
the st 


Lia 
$30,0( 
in 194 
elever 
perien 
profit 

Pre 
vance 
in 194 
, period 
than « 
standi 
with ¢ 
which 

Bur 
last tl 
reside 
form } 
ment 
ready 
on bu 
1944, 
the se 


Boil 
stantia 
the ex 
P Augus 
during 
tory Ic 
record 
busine 
term, | 
contint 
years, 
new pt 
bility, 
1945, 

Crec 
the lor 
three | 
xecord 
and &§ 


FOR , 








>d 


lso es 
1e dif. 
11s ling 
iS been 
O used 


vas te. 
ill cas+ 
d pre, 
nsider: 
is the 
is line 
WTiting 
favor. 
es are 
e base 
cases 
hasized 
under- 
I for 


emark- 
1 anda 
usines 
ne has 
000 in 
ed int 
n 1945 
asualty 
3S rat 
stantial 
; being 
Sines 
> in the 
ng vol 
all rise 
d 1944 

$112; 


in 193¢ 
ear Uns 
100,000. 
classes 
high of 


Surety 


Surety premiums advanced from a depression low of 
$31,350,000 in 1933 to a high of $68,350,000 in 1942 
caly to drop precipitately in 1943 and 1944 due to the 
country-wide decline in the building and construction in- 
dustry and lower rates. Volume in 1944 was just under 
$39,000,000 and rose to over $40,000,000 in 1945. The 
satutory underwriting loss in one depression year was 
nearly $24,000,000 and the loss ratio reached 105% in 
1932. However, substantial profits have been reported 
in each of the last eleven years and the loss ratio 
dropped to an all-time low of only 5.5% in 1945, when 
the statutory profit amounted to $17,000,000. 


Miscellaneous Lines 


Liability other than auto has grown from less than 
$30,000,000 premiums in 1932 to nearly $120,000,000 
in 1945. Profits have been reported in each of the last 
eleven years and reached an all-time high in 1944, Ex- 
perience in 1945 was almost as good with a case basis 
profit of 13.1%. 

Property damage and collision other than auto ad- 
vanced from less than $2,000,000 in 1933 to $14,683,000 
in 1945 and has been consistently profitable over a long 
period of years, the underwriting profit averaging better 
than 20% for the last twenty years. Against this out- 
standing record is experience on glass insurance, a line 
with approximately the same volume in 1945 but one 
which has reported a loss in each of the last ten years. 

Burglary and theft business has expanded in the 
last three years under the impetus of the broadened 
residence policy and the money and securities broad 
form policy to reach $52,300,000 in 1945. This develop- 
ment together with reduced rates has apparently al- 
ready made itself felt as the underwriting profit in 1945 
on burglary and theft was only 2% against 10% in 


the several preceding years. 


Boiler and Machinery 


Boiler and machinery premiums written were sub- 
stantially lower in 1945 than for 1944 and 1943 due to 
the extensive rewriting of policies in 1943 and up to 
August 1, 1944 as a result of a rate war. The rate level 
during this period was apparently inadequate as statu- 
tory losses of 12% and 22% for 1943 and 1944 were 
recorded. Moreover, as a substantial proportion of the 
business was rewritten at the low rates for a four-year 
tem, it is anticipated that underwriting experience will 
continue to be unsatisfactory for the next two or three 
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years, although on a statutory basis, due to the lack of 
few premiums and the run off of unearned premium lia- 
bility, the companies will report a profit, as they did in 


Credit insurance has had the distinction of developing 
the lowest loss ratio of any casualty line for the last 
thtee years. The ratio of 5.0% in 1945 is certainly a 
record and a far cry from the 95.9% incurred in 1931 
and 88.2% incurred in 1938. 
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1944, nearly 15% in 1943 and an average of 20% for | 
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There’s No Off-season for 
HEATING BOILER INSURANCE 


250 people were assembled in this church basement 
when the heating boiler exploded. 2 were killed and 42 
injured. This could happen in your town. Don’t let it! 

Regular inspections of the type made by Hartford 
Steam Boiler.are designed to prevent such disasters. 
Far-sighted insurance agents are rendering a real service 
to their communities and adding to their income by 
selling Hartford Steam Boiler insurance now. During 
the summer months, the fires are out and the most 
complete inspections can be made to detect dangerous 
conditions. And those responsible for churches, schools, 
stores, apartment houses, banks and other buildings 
have time to carry out the safety suggestions made by 
the Hartford Steam Boiler. 

An agent doesn’t have to be a technical expert to 
handle boiler insurance successfully. You will find, as 
other agents have, that the Special Agent of the Hart- 
ford Steam Boiler will be glad to help you in selling and 
properly servicing this type of risk. 

Why not get in touch with the Special Agent in 
your locality? He can give you the details. Use some of 
the summer days ahead to give added protection to 
your community. Remember, heating 
boilers do have accidents even when 
idle. Boilers and hot water tanks need 
year-round insurance protection. 





The Hartford Steam Boiler Inspection 

and Insurance Company ¢ Hartford,Conn. 

the Lead. 
8! 





For Power-plant Insurance, It Pays to Ch 
















Light Streets for Safety 


OTOR vehicle deaths in 
1944 totaled 24,300 of which 


14,200 occurred at night, ac- 
cording to the National Safety Coun- 
cil. In cities with a population of 
10,000 or over, there were 4,700 
night fatalities, 62% of the total city 
deaths. Rural night fatalities num- 
bered 9,500, 57% of the total. 


Possible Saving 


Nationally known traffic authori- 
ties have declared that if 50,000 of 
the nation’s 800,000 miles of streets 
and highways were adequately il- 
luminated, there would be an annual 
saving of 6,000 lives, 200,000 fewer 
injuries, 900,000 fewer cases of 
property damage and a reduction of 
$250,000,000 in economic losses. 


Insurance Companies have been 
Leaders 


Insurance companies as a whole 
have long been leaders in the na- 
tional battle against traffic deaths 
and injuries. They have sponsored 
and backed safety organizations, 
spent huge sums annually on educa- 
tional programs designed to make 
traffic conditions safer’, and have led 
the way, in many respects in the 
fight to eliminate traffic evils. But 
they have not been actively engaged 
in any nationwide program to sell 
adequate street lighting to the public 
as a means of helping to eliminate 
the two out of every three traffic 
accidents that occur after dark on 
poorly illuminated streets and high- 
ways of the nation. 
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Fact-finding surveys conducted by 
The Street and Traffic Safety Light- 
ing Bureau indicate quite conclu- 
sively that traffic authorities and law 
enforcement officials throughout the 
nation are alarmed about America’s 
current traffic plight in which traffic 
deaths have risen 36 percent from 


SPOKANE, WASH. In four years, with old 
street lighting, there were 15 pedestrian 
accidents and five deaths all at night on 
Spokane's North Division Street. In the 
5!/, year period since relighting, there have 
been only three minor pedestrian accidents, 
two at night and one in daylight with no 
deaths. 

LOS ANGELES, CALIF. Police report that 
4,500 felonies occur from 8:00 to 10:00 P.M. 
as compared to 850 during the correspond- 
ing hours in daylight. At night there are 
twice as many rapes, five times as many 
assaults and eight times as many burglaries 
as in the daytime. During a nine-month 
period there were 411 women subjected to 
crimes ranging from attempted robbery to 
accomplished rape. 

HARTFORD, CONN. Thirty-two pedes- 
trians were killed at night on ten miles of 
street in 3!/2 years before the installation 
of adequate lighting but in a similar period 
after relighting, only one pedestrian was 
killed. 

CLEVELAND, OHIO. Installation of im- 
proved street lighting reduced crime 40% 
in the business district and 50% in the 
residential areas. 

LOS ANGELES, CALIF. Installation of 
adequate traffic safety lighting at 20 out- 
lying dangerous intersections reduced, after 
two years, the number of night auto col- 
lisions 72% while they were increasing 26% 
in daylight. Night fatalities declined 92%. 

BELOIT, WISC. On the first night after 
turning off the street lights in the residential 
districts to save money, twenty homes were 


robbed. 
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V-J Day to the end of 1945, This 
compares with an increase of on) 
one percent for the first seve 
months of last year when gasolin 
and tire restrictions. were in effec 


Traffic Toll Alarming r 


They are alarmed about the 194) 
traffic toll which killed 28,500 people, 
injured one million persons, 80,00 
of whom suffered permanent disabil- 
ity, and caused an economic loss o 
$1,450,000,000 including —_ wage 
losses, medical expense, overheat 
insurance and property damage. 
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Educational Campaign Necessary 


These officials want to eliminal 
the causes of this national slaught 
as quickly as possible, but they a 
faced with many problems that on 
a concerted educational campaig 
conducted by interested organizé 
tions could erase. 

The public must be educated t 
the fact that a large percentage @ 
night accidents are attributable t 
inadequate street and highway light 
ing and that only modern illum 
tion can help reduce night trafft 
accidents. 


Night Accidents 


That modern street lighting doé 
reduce night traffic accidents appr 
ciably is definitely proven by the ex 
perience of a dozen cities and states 
Perhaps you have seen these figuremg 
before, but they will bear repeating 


BEST'S FIRE AND CASUALTY NEWS OR J 





7 Detroit’s first major installation 
traffic safety lighting wes cn 31 
lites of streets where 58 people were 
4 led at night and only 8 in the 

bytime in the fifteen months before 
phting. In the next 18 months 
ter lighting the night deaths had 
opped to 13 while the day deaths 
ained about constant at 9. De- 
eit today has 350 miles of this high 
wel traffic safety lighting. 


Hartford Experience 


On ten miles of streets in Hart- 
id before relighting, 32 pedestrians 
ere killed at night in three and one- 
bif years. In a similar period after 
ghting, only one pedestrian was 
led. Most of Hartford’s main 
affic arteries are now well lighted. 
Lighting on 113 miles of continu- 
us highways in New Jersey reduced 
ight fatalities 76 percent in a two- 
ear period and saved 42 lives. 


Los Angeles 


Sodium lighting at 25 outlying 
intersections in Los Angeles reduced 
 Bollisions 78 percent, injuries 79 per- 

‘Bent and, in one year, deaths went 
lown from 12 to 1. Several hundred 
intersections have now been simi- 
prly lighted. 

Similar experiences have resulted 
nder better lighting in Salt Lake 
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City, Spokane, Castro Hill, Oakland, 
Chicago, Houston and in Connecti- 
cut. 


Municipal Expenditures 


The Street Lighting Committee 
of the International Municipal Sig- 
nal Association reports that munici- 
pal expenditures for street lighting 
are today about 25 percent lower 
than they were 15 years ago, even 
though other municipal expenditures 


@ PAINT | 


have greatly increased. The average 
expenditure for street lighting is 
now about one dollar per capita for 
the entire country. The average for 
the 50 highest cities in New York 
State is $2.16. 


How the Companies Can Help 


There are many ways in which 
insurance companies can help the 
nation achieve better street lighting 
and, simultaneously reduce its ex- 
pensive traffic slaughter. The most 
effective way would be to have its 
local representatives cooperate in 
local street lighting campaigns by 
pointing out to local civic and legis- 
lative bodies the economic saving 
which it can bring to municipalities 
and their individual citizens. 

Insurance companies can cooper- 
ate by relating the benefits of street 
lighting in their educational litera- 
ture, by including the story of street 
lighting in advertising and in their 
educational movies, also on their na- 
tionwide radio programs. 

It is only by the cooperative ef- 
forts of all organizations concerned 
with traffic safety that an adequate 
street lighting campaign can be ef- 
fective, including law enforcement 
officials, parent-teacher groups, local 
civic organizations and others con- 
cerned with the problem, if only in 
an indirect way. 
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Accounting Records—Continued 


extinguish the oldest item and the 
remaining amount, if any, should 
be applied in part payment of the 
next oldest item. In this way, every 
premium stands on its own merits. 
in fact, the courts have held that a 
payment accepted as being ‘on ac- 
count” legally estops the cancellation 
of any policy for non-payment in 
that account. In other words, a pay- 
ment on account of $5 accepted as 
such on a total balance of $500 
would prevent the cancellation of 
any policy involved in that balance. 
An agency’s position in a court of 
law is much more tenable if pay- 
ments are credited specifically to 
individual premiums. 


Invoice Copy Plan 


The invoice copy plan is suffici- 
ently flexible to serve many pur- 
poses. The idea behind this method 
is that, since an invoice is prepared 
in any event, enough carbon copies 
of the invoice may be prepared 
simultaneously to meet the various 
internal needs of an agency. It fol- 


lows that, if the original invoice is 
prepared accurately, every carbon 
copy must also be accurate. The 
copies may include the Accounts Re- 
ceivable Ledger or posting medium 
as pointed out, the primary expira- 
tion record, an Accounts Payable 
posting medium, a collection fol- 
low-up, a solicitor’s record, a record 
arranged by location, producer or 
class of business, etc. 

An invoice carbon copy is parti- 
cularly recommended as the post- 
ing medium to company monthly 
accounts instead of the daily report 
as is the custom in many agencies. 
The reason for this suggestion is 
that the daily report, as an actual 
copy of the policy, is the most im- 
portant document in the office and, 
as such, should be in its permanent 
file as soon as possible after the 
policy is written. If the daily re- 
port serves as the posting medium, 
service to customers may suffer in 
consequence. For example, if an 
insured should request information 
shortly after the policy has been 
written, it is almost certain that the 
daily report will not have reached 
the files and the service to the cus- 








No Business 
Direct 





NATIONAL SURETY 
‘CORPORATION 


VINCENT CULLEN, President 





tomer breaks down right there. Us 
of an invoice copy as the postigg 
medium to the company accoy 
releases the daily report for promy 
filing. As a further  suggestig 
after the company accounts hay 
been completed each month, carb 
copies of the invoices may be re 
sorted by street addresses, by classes 
of business, by producers or to sery 
any other statistical need of thy 
agency. 


Company Accounts 


It may be well to bear in minj 
that the companies require yen 
little information on the monthly 
accounts. In most instances, if noj 
in all, entries may be limited 4 
policy numbers and premiums jy 
the proper commission column; 
If the agency records are so de 
signed that there is no_ occasiog 








for reference to the office copies of 
company accounts, a material say- 
ing in effort may be effected }y 
cutting down the ’ 


detail of thes 
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For 22 Years 
EMPLOYERS 
INSURANCE CO. of ALA 


has paid 


0" 


DIVIDENDS TO 
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INSURANCE CO. o ALABAMA 


BIRMINGHAM, ALABAM 


“A Strong Legal Reserve Stock Company” 


Workmen's Compensation 
Manufacturers’ 
Liability 
@ Automobile Public Liability & Property 
Damage 
Automobile Fire, Theft and Collision 
Owners’, Landlords’ & Tenants’ Public 
Liability 
Elevator Public Liability 
Property Damage Liability 
Plate Glass 





& Contractors’ Public 





need not be elaborate. If business 
is received from brokers or solicitors 
on a commission basis, the office 
copy of the monthly account may 
be extended to provide a record of 
each producer’s commission. 

The control of Accounts Payable 
is accomplished in some instances 
by posting to subsidiary Ledger 
sheets the respective company bal- 
ances and the relative payments. 
An even simpler procedure—com- 
monly followed when the account 
current forms are uniform—is to use 
the agents’ copies of the monthly 
accounts themselves as the subsidi- 
ary ledger in much the same manner 





Has outlined for the Accounts Re- 


| 





cevable invoice copies; that is, 
opies of the monthly accounts are 
filed in an unpaid file until paid, 
at which time payment dates are 
indicated and the respective account 
copies transferred to a closed file. 
The total of accounts balances in 
the unpaid file obviously should be 
Magreement each month with the 
Accounts Payable balance in the 
General Ledger which represents 
ie total net amount due all com- 


panies, 
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In order to minimize peak loads 
and have all vital information 
promptly available, all posting op- 
erations should be made daily. 

Machine bookkeeping has _ not 
been mentioned thus far since it 
is practical for but few agencies. 
Experience shows that machine 
bookkeeping does not become a de- 
finite factor in economy until the 
annual volume runs from $250,000 
to $300,000. The capacity of a 
machine is generally $500,000 or 
more annually in premiums. The 
best test of the need for machine 
equipment is not only the time sav- 
ings in dollars and cents but also 
the percentage of time the equip- 
ment is kept active. 

The principal advantage of a 
bookkeeping machine is that it pro- 
duces several balanced records at 
one operation. These records may 
include monthly statements to cus- 
tomers, the Accounts Receivable 
Ledger, individual producers’ re- 
cords, Company accounts in dupli- 
cate and the continuous check or 
control sheets. If monthly state- 
ments are designed for mailing in 
window envelopes, their dispatch is 








considerably expedited. Machine 
operation also enables an agency 
to know its progress at any time 
rather than merely at monthly in- 
tervals. 

Other mechanical aids such as 
comptometers or adding machines 
are frequently very helpful, especi- 
ally if all calculations subject to 
mechanical operations are directed 
to flow to the machines. In me- 
chanigal calculation, the use of 
reciprocals steps up the work. A 
reciprocal of a number is the result 
of dividing the figure “one” by that 
number. For example the recipro- 
cal of five is .2. Multiplying a 
figure by .2 gives the same result 
as dividing that number by five. 
Several available tables give the re- 
ciprocals for pro-rata and short rate 
calculations and can be used to ad- 
vantage with mechanical equipment. 

Accounting operations are part of 
the service every progressive agency 
feels obligated to make available to 
its clients and, when properly 
planned and conducted, contribute 
materially—although indirectly—to 
the reputation on which the agency’s 
progress is based. 


T bh hh , ian _ 
QUIZ «ix: IMMONTH 


Wi T are the advantages of a 
reporting form? 


The principal advantage is that 
the amount ot insurance under a re- 
porting form follows the fluctuating 
value of the property insured, so 
there is never costly over-insurance 
or dangerous under-insurance. The 
final adjusted premium is_ based 
upon actual values as reported, and 
therefore provides the greatest pos- 
sible economy. Other advantages 
are automatic coverage at new loca- 
tions, the rate benefit of coinsur- 
ance without any coinsurance clause, 
and constant monthly review of the 
insured’s requirements by broker, 
agent and° Company through the 
monthly reports. 

Is the keeping of a physical inven- 
tory essential to comply with the 
conditions of a reporting form? 


No. There is no requirement that 
physical inventories be kept. Ability 
to report monthly an adequate value 
is all that is required to satisfy the 
conditions of the form. 





Will the insured be penalized in the 
event of loss if, after proper filing 
of monthly report, an unforeseen in- 
crease in inventory produces a value 
in excess of the limit of liability 
stated in the policy? 


The insured will not be penalized 
unless the loss exceeds the limit of 
liability. 





Does the writing of a reporting form 
require all the insurance to be placed 
through one agency? 


No. The reporting form may be 
divided among two or more agents, 
or for convenience in filing only one 
monthly report, the reporting form 
may be written by one agent and 
specific insurance, not in excess of 
the insured’s mimimum value, may 
be written and spread as desired. 
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Can loss adjustment be made con-& 
troversial or complicated by reason BS 


of the conflict between the reporting 
form with its excess clause and any 
Specific insurance carried? 

There is no reason to anticipate 
such difficulty. Excess clauses are 
common, apparently clearly under- 
stood and consistently upheld being 
both necessary and to the best in- 
terests of all parties concerned. Ac- 
tually, of course, both the primary 
(specific insurance) and the excess 
(reporting form) usually contribute 
to the payment of loss, but because 
of the basic difference in the nature 
of the two coverages, it is necessary 
that the loss under each be adjusted 
separately which is the reason for 
the existence of the excess clause in 
the reporting form. 





How is a satisfactory limit of lia- 
bility determined? 

The highest value for the previous 
twelve months should be adjusted 
upward or downward to compensate 





|N THIS article prepared by the Fire As- 
sociation Group, a type of fire insurance 
known in the trade as “reporting form" 
comes ‘under discussion. 

Basically, insurance prepared on this plan 
provides a policy which is not written for a 
fixed amount of insurance but permits the 
insurance to fluctuate with and parallel the 
value of the property insured. Concurrently, 
the premium cost rises or falls in the same 
relation. This type of insurance is parti- 
cularly designed for manufacturers and mer- 
chants whose values and quantities of stock 
in trade do not remain constant but are 
subject to considerable change. At the in- 
ception the buyer estimates the limits of his 
insurance requirements at each location, 
against which a deposit premium is charged. 
At the end of each month reports of actual 
values are filed with the insurance carrier, 
and at the close of the twelve-month period 
the deposit premium is adjusted to actual 
premium subject to a minimum premium 
agreed upon. It must be borne in mind that 
the comments cover the attitude of the Fire 
Association Group, and cannot be neces- 
sarily accepted as the unqualified attitude 
of all insurers. 
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Quiz of the Month—Continued 


Under the item of the policy pro- 
viding automatic coverage at new 
locations, insurance would apply 
from date of acquisition until the 
insured filed his next monthly re- 

rt. Failure to include the new 
location in that report would im- 
mediately exclude it from further 


i coverage. 


Why is it necessary to report values 
within the specified time? 


It is important that values be re- 
ported within the time provided by 
the form (usually thirty days) be- 
cause failure to comply with this 
ssential condition (1)—suspends 
the automatic coverage which is the 

. Iprimary advantage of the form, and 
' Pitth2)—restricts the insurance to the 
a amounts and locations last reported. 
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point of an assured, it is obvious 
that the method of adjustment pres- 
ently provided in the reporting 
forms is preferable. 





Are the standard forms mandatory, 
or is modification permitted ? 


Some, but not all, of the condi- 
tions are mandatory. These forms, 
being designed for the larger risks 
where special conditions are fre- 
quently encountered, may on occa- 
sion require amendment or modifi- 
cation, and whenever this occurs in 
a specific case it may be possible to 
arrange for a change in the stand- 
ard form, provided the need there- 
for can be demonstrated. 


An Example of Loss Adjustment 
Where There Is Specific Insurance 


Assume a value at time of loss of 
$20,000, a loss of $5,000, covered 
by $10,000 specific insurance writ- 
ten with 80% coinsurance and a 
reporting form with a limit of $30,- 
000. Because of the excess clause 
in the reporting form, the loss under 
the specific insurance must be ad- 
justed first, as though no other in- 
surance existed: 


$10,000 (amount of insurance) 16,- 
000 (required by coinsurance 


clause) of $5,000 (loss) ...... $3,125 
The reporting form pays the bal- 

ance of the loss or ............ 875 

Total loss and recovery ...... $5,000 


An Example of Final Premium 
Adjustment 


Final Premium Adjustment 


Value 
Date Reported 
I Ce a aes $45,000 
RP ee ene 42,000 
Se ee ae aS 38,000 
le Rt te TE ea 54,000 
ce, SER ee ee ot ee 59,000 
on SE ET 57,000 
in Ore Pee ee ee 62,000 
oS Se see 55,000 
RSE err rere ae 52,000 
EO te oe 47,000 
| ee pee ee ee 43,000 
WN ho oa ne kod oe kA 49,000 
TO Fe oa a $603,000 
POONER WE 2 abi sesce ckcioes 50,250 
BRE cen aie Sada Se Rin eee 72 
Earned Premium .............. $361.20 
Provisional Premium ........ 401.00 
Return Premium Due .......... $39.20 
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Radio Spot 


rT we audience has just been 
listening to a popular radio pro- 
gram. Maybe it was a favorite 
news program. Might have been a 
leading musical show. Perhaps they 
were following a mystery thriller, 
or one of the star comedians, or 
some of Hollywood’s dramas. All 
ears are attuned to the radio. 

The program comes to an end... 
and you make your local entrance 
with a special radio announcement 
telling the audience of the insurance 
protectors with which you are ready 
to guard them. 

That’s how “spot radio” works! 


How It Works 


We recommend that you contact 
your local radio station and make 
arrangements for a consistent cam- 
paign of spot announcements. Don’t 
just try a few spots and expect 
wonders. It must be a continuous 
campaign. You must pound away at 
your points. Your name must be 
made a familiar one. Maybe it will 
be the fifth . .. or the tenth... 
or the fifteenth announcement that 
will move listeners to call or write 
to you. 

You should take special pains with 
the tone and the length of your an- 
nouncements. They should not be 
long or long-winded. Radio listen- 
ers revolt at a burdensome commer- 
cial announcement that takes up too 
much time. 
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Advertising 


BURGLARY 


Summertime means “open window fim 
Everybody opens up and lets down g 
on the locks and guards for their 
And the burglar opens up, too! He 
an easy entrance to homes. He make 
easy exit, too . . . stealing thousand 
dollars’ worth of jewelry, silver, and 
precious property. Burglary insurang 
your guardian! Burglary insurance pr 
you against theft . . . and the cos 
trifling. Call (agent's name, address, 
number). 


















FIDELITY 


It's always sad: An employe—maybe 
new one or ‘maybe an old one—is broy 
into court and charged with embezle 
He's taken a big sum of money. Or 
haps he's been taking small sums for ms 





years. There is a new protective plan a A ¢ 
able today . . . a safeguard that pro 2 
the employer and educates the empl bare ( 
It is more than insurance. It quards able ¢ 
employer and relieves him of worry, @ an i” 
stresses education and the prevention cashe 
dishonesty. Wouldn't you like to hear . 4, 
complete details? Call (agent's name, a ceplec 
dress, phone number). , forger 
both t 
LIABILITY at i 


Comes the season of bustling activity, which 


and more and bigger accidents! Owner Uni 
homes, owners of all kinds of property w N 
be in the courts being sued for thousam - egot 
of dollars. The law says that you are resp accept 
sible for any accident which occurs on ym the dr 
property—whether the accident was yl of the 
fault or not. Be ready for these bothersom dor: 
and expensive suits... carry a compres “ = 
sive personal Liability Policy. Call and gg Primal 
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phone number). the pa 
is gen 
course 


ACCIDENT AND HEALTH 

First, comes the accident . . . with md There! 
fering and worries. Then bills, bills... b@ norma 
from the doctor, bills from the hospital, bf 
from the nurses. That's the sort of um 
pected trouble which can upset yj Pre: 
family—and upset your budget. Accid 
insurance gives you an all-year guard 
against the sudden calamities of accid Am 
and illnesses. Carry one of these poli piling 





and the insurance company pays the b The ii 

Doesn't that sound like a sound invest eu 

Call (agent's name, address, phone woman 
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Forged Check 


A check, bearing the forged signa- 
ture of the drawer, was made pay- 
able to a person not intended to have 
an interest therein, endorsed and 
cashed by the forger and duly ac- 
cepted by the drawee bank before the 


forgery was discovered. Assuming 


both the bank which cashed the check 
and the drawee bank were insured, 
which policy would bear the loss? 


Under Section 62 of the Uniform 
Negotiable Instruments Law, the 
acceptor admits the genuineness of 
the drawer’s signature, the existence 
of the payee and his then capacity to 
endorse. This is interpreted to cast 
primary liability on the drawee bank 
and, in the absence of negligence on 
the part of the cashing bank, there 
is generally believed to be no re- 
course against such cashing bank. 
Therefore, the drawee’s policy would 
normally bear the entire loss. 


Presumption of Time of Death 


Aman and his married sister were 
billed apparently simultaneously. 
The life insurance policy of the 
woman named the brother as benefi- 
cary. Would the proceeds of the 
policy be paid to the heirs of the 
policyholder or to the heirs of the 
beneficiary ? 


In the absence of statute we would 
conclude that the common law 
presumption that the male, being 
sipposedly the stronger, survived 
te female would govern and, in 
such case, the policy would be pay- 
able to the heirs of the beneficiary. 
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Edited by C. W. TIERNEY 
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This section is devoted to brief and spe- 
cific answers to sometimes puzzling problems 
encountered by insurance adjusters and 
claims men relative to loss adjustments and 
coverage. Answers to questions are based 
upon the knowledge, judgment and experi- 
ence of men fully qualified in the particular 
field of inquiry and are based upon recog- 
nized principles of the adjusting profession 
rather than upon "legal angles." 

In making this material available, "The 
Independent Adjuster," official publication 
of the National Association of Independent 
Insurance Adjusters, has indicated that all 
may not agree with the answers and that 
the editor will welcome and give voice to 
those who dissent. Furthermore, our readers 
may send direct to the editor such questions 
as they desire answered. To the end of 
avoiding a theoretical discussion of a broad 
subject which could be more properly cov- 
ered in an extended article, the editor re- 
quests submission of a definite set of facts 
constituting the probl To age the 
free flow of questions, it has been thought 
best not to disclose the names of the in- 
quirers. 





However, several states have stat- 
utes providing that, where there is 
no evidence to establish who died 
first, the policy shall be distributed 
as if the policyholder had survived 
the beneficiary. Under such a stat- 
ute the heirs of the woman would 
prevail regardless of the common 
law presumption. 


Minor's Claim 


I have been informed that, in the 
state of Wisconsin, the claim of an 
injured minor is foreclosed within 
the same period as that prescribed 
for an adult. Is this correct? 


LOGIC § 


The statement of the situation is 
not entirely accurate. A minor has 
one year after reaching majority 
within which to sue. However, the 
Wisconsin Statutes provide that 
formal notice of an injury claim 
must be served on the person alleged 
to have been negligent within two 
years of the date of accident. Wis- 
consin counsel advises us that this 
requirement is equally binding on all 
claimants and that the minor or 
someone acting on his behalf must 
serve notice within the time limited 
or the action will be barred. 


Mortgagee's Policy 


Let us assume that the holder of 
a mortgage on several buildings pro- 
cures fire insurance on the prop- 
erties, in his name and to the extent 
of his loan. Suppose one building, 
valued at more than the loan, is de- 
stroyed by fire. Can the mortgagee 
successfully demand payment of the 
amount of his policy, even though 
the mortgage is not in default and 
the remaining buildings are ample 
security for the loan? No coinsur- 
ance is involved. 

The ordinary fire policy consti- 
tutes “property insurance” as op- 
posed to “indemnity insurance” and 
we believe the assured can legally 
demand payment of the full amount 
of physical damage sustained with- 
out waiting to determine whether 
the mortgagor will fulfill his obliga- 
tions. The mortgagee has a separate 
and distinct insurable interest to the 
extent of the debt which, though 
personal in its nature, permits him 
to procure insurance on the prop- 

(Continued on page 92) 
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What's Wrong ?—Continued 


Multiple line underwriting has 
been profitably practiced by hun- 
dreds of carrier “groups.” Yet, when 
buyers asked why they should bear 
the cost and inconvenience of two 
or more companies insuring one ob- 
ject, the answer was that a change 
would be “revolutionary.” And 
when buyers moved to lift this bur- 
den from your shoulders—and in- 
directly from their own—they were 
opposed by some of the most power- 
ful forces the insurance industry 
could muster. That Risk Research 
Institute succeeded in releasing two 
phases of your business from this 
unjustifiable restriction, was not be- 
cause of the Institute’s strength but 
because of the strength of fact and 
reason and the futility of opposition 
to them. 

There would, perhaps, have been 
less debate on the “multiple line” 
issue were it not for an even more 
debatable keystone in the insurance 
structure: the custom of “‘agree- 
ments” among carriers. Can an en- 
terprise expect to obtain and hold the 
confidence of others when it is built 


upon the foundation of “agreed” 
products, “agreed” procedures, 
“agreed” prices? when it openly 
ostracizes and flagrantly disowns 
any who will not “agree”? when its 
product is distributed through a 
mammoth sales organization based 
on “agreements,” “separations,” 
“exclusions,” even within that sales 
organization? Can an industry ex- 
pect to thrive on public informa- 
tion—or —-mis-information—which 
includes all sorts of versions of in- 
tra-industry “agreements” and dis- 
agreements ? 

The public does not want throat- 
cutting, but the public has demanded 
and will always demand its right to 
the advantages of competition. As 
a certain United States Senator— 
rather well known in _ insurance 
circles—one said: “We are sick to 
death of regimentation of business 
by government, but we do not want 
regimentation of business by busi- 
ness, either.” 


Rate Regulatory Legislation 


Some of the best minds of the 
insurance industry have worked 
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valiantly on the problems by which 
insurance now finds itself confronted 
through Public Law 15. Some thor. 
oughly desirable and sound changes 
have been born of these efforts 
Many more must come. With {uli 
appreciation of the enormity of the 
task, insurance buyers view with 
respect but also with genuine appre- 
hension the most recent proposals 
for rate-regulatory legislation. With 
respect and with fear they ask, “Wij 
this permit competition for small 
risk business, or merely confirm the 
premise that only the state can pro 
tect its citizens? What has become 
of interstate rating for big-risk bus. 
iness, or is that a fit subject only for 
self-insurance ?” 


Public Attitude 


The public might well ask : “What 
is wrong with the insurance industry 
that it cannot regulate itself by fair, 
open competition, with the state 
guarding only its financial solvency? 
Has policy form reached such a 
zenith of perfection there is no place 
for competitive improvement? Have 
the services of the insurance indus- 
try been brought to such an acme 
they cannot be sold competitively? 
Have insurance industry operations 
reached such a condition of stasis 
that distinctions can be made only 
with respect to classes of risks un- 
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derwritten, methods and expenses of preservati 
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status 4 





ing profits?” Frankly, gentlemen, 
the public knows better. 


Recommendation to Congress 


With a heavy premonition of what 
might come in the wake of the 
Supreme Court decision that insur- 
ance is commerce, Risk Research 
Institute, after many hours of 
thoughtful deliberation, recom- 
mended that Congress promptly en- 
act emergency legislation, to outlaw 
boycott, coercion and intimidation, 
but to preserve the so-called “status 
quo” during such time as might be 
necessary for a simultaneously es- 
tablished body of qualified, impartial 
experts to study the entire situation 
and determine proper bases for per- 
manent legislation. 

Your industry preferred to ask 
first for carte blanche exemption, it 
was torced to accept an uncompro- 
mising compromise. It is now eéf- 
gaged in a race against time for the 
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sof preservation of as much of the 
status quo” as can be salvaged. 
buyers gave their time and care and 
onsideration to this matter, not be- 

use anyone asked them to, not be- 
;  fpuse they wanted to dictate to the 
surance industry, but because they 





vat feared the confinement of your busi- 
the fess in forty-eight cubicles which 
Sur Pould stifle competition entirely. 
arch Kothing has been developed to date 
Of Boallay their fears. 
om- 
= A Critical Period 
tlaw 
Hon, § The past two years have been 2 
ats @aitical period for the insurance in- 
. be istry. The next two years will be 
“al amore so. This is no time for the 
rtia! Fepetition of platitudinous pieties. 
tion Wet leading industry spokesmen are 
Per Pow taking time out to try to explain 
, Way into nothingness the SEUA 
as* FF and its implications. Do they 
n, t Pink the public can take assurance, 
pro Pr the industry gain confidence and 
i Fist, from declarations that “no 


ilt was ever proved” in that case? 
yews POR JULY, 1946 


Do they think the public cannot 
trace the steps backward through 
Public Law 15, through the Supreme 
Court decision, through the SEUA 
case, to the Pendergast trials, to the 
incredible Missouri bribe case, to 
the 135 companies whose cash so 
damaged their credit? 

By and large, the public sees in- 
surance as a huge, profitable busi- 
ness. That the Supreme Court 
should rule it subject to laws gov- 
erning virtually all other businesses 
seemed only natural. It did not 
startle the public at all. The idea of 
government regulation of insurance 
is not new; it does not startle the 
public, either. But things like the 
Missouri rate case do command pub- 
lic attention, and the public, views 
Public Law 15 as a hamstring the 
insurance industry has tied upon it- 
self. Moreover, the student of in- 
surance has little difficulty in dis- 
covering how much of the insurance 
law of our country has been sup- 
ported—if, indeed, not written—by 
the insurance industry itself. It is, 


therefore, not difficult for him to 
conceive that suitable and necessary 
revisions can be made, without great 
difficulty, by the insurance industry 
itself, under capable and forward- 
looking leadership. 


Public Interest 


The Supreme Court has described 
insurance as “bearing upon the pub- 
lic welfare,” Congress has viewed 
it as “fraught with the public in- 
terest,” your industry’s most vocal 
spokesmen have repeatedly declared 
that insurance operates for the pub- 
lic good. Lofty as they may sound, 
these goals are well within the shoot- 
ing sights of many of the men in 
your industry. Your public wants 
nothing more than clean shooting 
aimed at those marks. If your in- 
dustry is to survive, it must support 
“the public welfare,” it must ad- 
vance “the public interest,” it must 
operate for the public good. 


From an address delivered before the Cas- 
ualty Insurers Association of New Jersey. 
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Loss Logic—Continued 


erty against any given hazard. The 
casualty having occurred and dam- 
age having been sustained, the in- 
suring clause of the policy becomes 
effective and the loss is payable. 
The question then arises as to 
whether the insurer, having paid the 
loss, is entitled to an assignment of 
the mortgage which it can enforce 
against the mortgagor who is not 
an assured under the policy. It 
would seem that the subrogation 
clause should be effective and it 
would be our opinion that such an 
assignment would be enforceable. 
However, we understand that some 
courts have refused to recognize the 
right of subrogation under circum- 
stances similar to the situation here 
presented. 





NFPA ANNIVERSARY 


HE 50th anniversary meeting of 

the National Fire Protection As- 
sociation was held on June 3-7. 
With 150 national organizations and 
10,000 individuals as members, the 
association is the international clear- 
ing house for authoritative informa- 
tion on fire protection and preven- 
tion. The association sponsors three 
important sections: A fire Marshal 
Section, a Marine Section, and a 
Railroad Section. A prime function 
of the NFPA has been to provide 
standards for the entire field of fire 
waste control. It issues from 5 to 10 
million copies of its publications a 
year. There are three regular peri- 
odicals and more than 300 publica- 
tions in print. 








A poor kind of sili relations 


The ostrich sets a poor example for insurance public 
relations. Insurance can never enjoy the prestige 
and reputation it deserves until we see that people 
know more about us. That's why it’s no longer 
enough to just sell insurance policies! Today the 
insurance agent must sell the “significance” of in- 
surance —what it’s doing to make the community 
safer and happier. One way to do this is through a 
public relations program of fire and accident edu- 
cation and prevention. The ostrich sets a poor ex- 


ample for insurance public relations. 








Full insurance protection, 
when personalized by 
the local agent, is 
“Security—American 
Style!” 











Ohio Farmers 


INSURANCE COMPANY ~- LEROY, O. 
Chartered 1848 


MEMBER * THE NATIONAL BOARD OF FIRE UNDERWRITERS 


Z THE INSURANCE AGENT IS A GOOD MAN TO KNOW 
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VEHICLE DEFECTS 


NE out of every three vehjg 

examined failed to meet j 
mum safety standards. That js 
incomplete result, based on r 
from 23 states, of the police tp 
safety check program directed by ¢ 
International Association of Chie 
of Police. Of a total of 163% 
vehicles checked, 57,804, or 353¢ 
had defective brakes, tires, light 
horns, windshield wipers, or gh 
parts. The seriousness of this cong 
tion is pointed up by the nation 
traffic death toll for April which y, 
47% higher than a year ago, 


PURE PREMIUMS AND 
COMPETITION 


LTHOUGH model rate regui 
tory bills have been approved) 
the All-Industry Committee a 





adopted by the National Associatiyg 


of Insurance Commissioners, ti 
matter is far from closed and may 
proposals are likely to be made ly 
fore any nationwide system of staf 
rate regulation can be effected. E.( 
Stone, United States general may 
ager and attorney of The Employes 











Liability Assurance suggests that: 
companies combine in bureaus ¢ 
otherwise to collect complete lo 
statistics and promulgate pure pr 
miums based exclusively on loss e 
perience. Each individual compan 
would then start with the pure pre 
mium representing the loss factd 
and would add competitively its ow 
expense and profit factors. M 
Stone points out that agents a1 
brokers should be particularly inte 
ested in a plan of this kind becau 
it preserves in the business the rig 
of company and agent, as a matt 
of private contract, to agree up 
rates of commission. Furthermo 
it would remove rate making fra 
the realm of possible political i 
fluence and automatically resolve 

controversy over prior rate approv 
or subsequent disapproval. To ace 
tain extent, the life insurance bus 
ness is conducted somewhat aloq 
these lines as the companies t 
common mortality and interest fat 
tors to which are added expense 4 
profit loadings. 
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FIRE — MARINE 


CASUALTY — SURETY We 


ALLSTATE Insurance Company 
Chicago, Illinois 


increases Capital 


An increase in capital from $1,000,000 to $1,500,000 
and the contribution of $1,500,000 to surplus was an- 
nounced by the Allstate Insurance Company, auto- 
mobile insurance subsidiary of Sears, Roebuck and Com- 
pany. This addition to the insurance company’s capital 
structure will provide for the anticipated increase in 
premium writings as a result of future expansion plans. 
For the four months’ period ended April 30, 1946, the 
company reported combined premium writings of $5,- 
203,262, an increase of 54% over the comparable period 
of 1945. 


AMERICAN Insurance Company 
Newark, New Jersey 


Staff Advancement 


J. Paul Rutter formerly assistant treasurer has been 
elevated to the position of secretary. Mr. Rutter, who 
has been with the company since November, 1943, will 
continue to supervise the company’s investments. 


AMERICA FORE Group 
New York, New York 


Executive Changes 


Election of Bernard M. Culver as chairman of the 
board and advancement of Frank A. Christensen to 
the presidency has been announced by the America Fore 
Group which comprises the Continental, Fidelity- 
Phenix, Niagara and American Eagle Fire Insurance 
Companies and The Fidelity and Casualty Company. 
Under the revised set-up Mr. Culver remains the chief 
executive officer with Mr. Christensen next in executive 
authority. 

Mr. Culver, who has been associated with the insur- 
ance business since 1900, joined the Niagara Fire as 
wce-president in 1917. When control of the Niagara 


FOR JULY, 1946 








passed to the America Fore in 1929 he was elected vice- 
president of all the fire companies of the group. He was 
named president of the group in 1932 and upon the 
death of Ernest Sturm in January, 1937, he also as- 
sumed the duties of chairman of the board. 

Mr. Christensen joined the America Fore organiza- 
tion in 1921, was advanced to assistant secretary in 
1924, secretary in 1927 and assistant to the president in 
1931. The following year he was elected vice-president 
of the group and became executive vice-president in 


1937 


AMERICAN RESERVE Insurance Company 
New York, New York 


Dividend 


Directors of this company have declared a dividend of 
$.50 per share which was paid on June 29th to stock- 
holders of record June 15. 


BANKERS LIFE and Casualty Company 
Chicago, Illinois 


Examined 


An examination of the Bankers Life and Casualty 
Company, by the State Insurance Department of Illinois 
for the year ending December 31, 1945 has been com- 
pleted and showed total income, $1,916,597 ; total dis- 
bursements, $1,220,984; total admitted assets, $2,386,- 
641 ; capital, $300,000; surplus, $675,754. 

The examiners in their report made the following 
comment with regard to disbursements: “The agency 
expense was unusually high during 1945. This was 
principally due to the fact that the management pur- 
chased an agency organization on March 5, 1945 for 
$800,000. Of this amount, $400,000 is included as 
agency expense of the life department and a like sum 
in the casualty department. 

“This agency consisted of 428 agents under verbal 
contract and an agency director under a written con- 
tract. The agency plant at the time of purchase was 
operated in the following states: Illinois, Florida, Ohio, 
Michigan, Indiana, West Virginia and Missouri.” 

(Continued on the next page) 
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BANKERS LIFE—Continued 








The examiners also commented on an excess [pg 

agreement that had been entered into with the North. 

nl! ern Mutual Casualty Company, Chicago, Illinois, The 
comment was as follows: “Under the terms of this 

contract, the company received gross premiums amount. 

ing to $560,511.44 for the year 1945 and paid logy, 

during the same period amounting to $6,176.44. Whil 
BALTIMORE NEW YORK | the examination was in progress it was revealed tha 
| both companies had recognized that the terms of this 
| contract were inequitable and that negotiations were jp 

| progress to amend this contract on an equitable basis” 

| The Superintendent of Insurance of Ohio, Walte 

te Dressel, stated in his order revoking the license of the 
Northern Mutual the following facts in connection with 

the above mentioned agency: “L. O. and M. A. Napier 
husband and wife, were President and Secretary rm. 
spectively, of the Northern Mutual Casualty Company, 
L. O. and M. A. Napier were the owners of the stock 

A PROGRESSIVE of Agency Director Plan, Inc. in or about March, 1945 
and sold said stock to the Bankers Life and Casualty 
Company for the sum of $800,000.00. Capital of thi 
company consisted of 10 shares of stock, with no physi 
S ie cal assets disclosed. The Agency Director Plan, Inc 
URETY and ASUALTY | contract with the Northern Mutual Casualty Company 

| was cancelled April 30, 1945, at the request of the 


COMPANY | Division of Insurance for the State of Ohio.” 


| BITUMINOUS Casualty Corporation 
BITUMINOUS Fire and Marine Corporation 


Relter Income / | Rock Island, Illinois 


HLH. Cleaveland, Sr., Deceased 





























LIFE — HEALTH — ACCIDENT and ™ aa ere 
arry H. Cleaveland, Sr., of the H. H. Cleavelan 

HOSPITAL INSURANCE Agency and chairman of the board of the Bituminous 

e Casualty and Fire and Marine Corporations, passed 
THESE ADVANTAGES: away while at his winter place, Coral Gables, Florida. 


Mr. Cleaveland, Sr., in the insurance business for 55 





- eal ie toga — years, resigned the presidency of both the Bituminous 
3. Reni eivetding and pe | Casualty and Fire and Marine Corporations late in 1945. 
: | 
tund. 
4. Home office cooperation in training | 
field men. | 
| CENTRAL MUTUAL Insurance Company of 
REAL OPPORTUNITIES: | Chicago, Chicago, Illinois 
We have some real opportunities for men| .. ., . 
who are looking for a chance to develop | Liquidation Payment Made 
their own agencies. Territories open in | : 
Missouri, Kansas, lowa and Nebraska. | The receiver for the Central Mutual Insurance Com- 
; : ; | pany of Chicago (placed in liquidation on January Al, 
° ~ oe ae Rn 1937) made a 10% payment on May 24, 1946 to claim- 


ants whose claims were classified as prior claims under 


; an order dated May 8, 1946 by the Liquidation Division 
_ POSTAL LIFE & CASUALTY quidation Divison 


of the Illinois Insurance Department. 
INSURANCE COMPANY claimants were not paid. The liquidation of this mutual 
| has been protracted because of the many suits that 
_ have been brought in various states by policyholders 
| and claimants. 


“An old line legal reserve company" 


4727 Wyandotte Street Kansas City 2, Missouri 
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DUBUQUE Fire & Marine Insurance Company 
Dubuque, lowa 





loss 
oth INATIONAL Reserve Insurance Company 
The Chicago, Illinois 

this 
ult F Consolidation Approved 


Vhile A proposal to consolidate the Dubuque Fire & Marine 
tha Insurance Company and National Reserve Insurance 
thi Company, recommended by directors of both companies, 
r€™§ yas approved by stockholders of National Reserve on 
yne 11 and Dubuque Fire & Marine on June 12. 

The consolidation of the two companies will become 
the efective as of June 30, 1946, with the continuing com- 
with gany retaining the title “Dubuque Fire & Marine Insur- 
Pret, F ance Company.” The consolidation agreement calls for 
Tei be issuance of 10 shares of new Dubuque stock, par 
any. i510 per share, for each share of stock outstanding in 
tock hoth consolidating companies, other than National Re- 
945, serve stock now owned by the Dubuque. 

The two companies are closely identified and have 
’ Foperated under the same management for many years. 
St FThe National Reserve, formed in 1919, reported on 
Ine December 31, 1945 total admitted assets $3,146,901; 
‘it capital stock, $500,000 (par $100) and net surplus, 
*85832,124. 
ke Dubuque, formed in 1883, reported at the close 
of last year total admitted assets, $6,747,386; capital 
stock, $1,000,000 (par $100) and surplus funds $1,- 





642,640. Included among its assets at year end were 

1,242 shares of the National Reserve at a valuation of F T R E 

$279,450. 

EMPLOYERS' Group Distinguished service to agent 
and and assured f ha 
ous $00st0n, Massachusetts or more than 
a 236 years has earned the SUN 


‘da, | Mullen Elected Trustee 
55 ; . 
a At a special meeting of the shareholders held on May 
45, 421, J. Chester Mullen was elected trustee to fill the 
"’ Fvacancy left by the death of John M. Morrison. - 


its world-wide recognition. 





E EXCESS Insurance Company of America 
New York, New York 


11. Recommends Charter Changes 


der | Proposals to broaden the company’s charter per- 
ion pMltting acceptance of any kind of reinsurance business 
ate F°°ePt life and annuity and the deletion of the word 
ual | te” from its title have been recommended by the 
hat |ectors of The Excess Insurance Company of America. 
ers proposals were approved at a special meeting 


Tune 25, 1946. 
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Group Service 
in One Company 


and all Allied Lines 
All forms Casualty Insurance 
Fidelity and Surety Bonds 


e AMERICAN - 
FIRE AND CASUALTY COMPANY 


A Stock Company 


Home Office Orlando, Florida 

















— {i 


XS 


Established 1915 


Specializing in 
Service to 


- Agent and Insured 


EUREKA 


CASUALTY COMPANY 


PHILADELPHIA, PENNSYLVANIA. 





FAMILY Life Insurance Company 
Chicago, Illinois 


New Hospitalization Company 


Incorporated under the Illinois statutes May 11, 194 
the Family Life Insurance Company was licensed as Bf 
life insurance company April 25, 1946. The company 
began business June 1, 1946 and for the present 
writing only hospitalization insurance. Capital of $20). 
000 and surplus of $100,000 was produced by the saefh 


of stock at $15 per share, par value $10. The officersthyas 


are: President and treasurer, J. J. Cavanagh ; vice preg. 
dents, N. C. Russell, G. W. Cavanagh, H. C. Dilloy: 
secretary, J. H. Braun. Directors are: J. H. Braun, ¢. 
W. Cavanagh, J. J. Cavanagh, Charles M. Hayes anj 
N. C. Russell. The officers and directors are all men. 
bers of the Chicago Motor Club. Mr. J. J. Cavanagi 
is chairman of the advisory committee and Mr. Russe 
is manager of the Inter-Insurance Exchange of th 
Chicago Motor Club. 


FARM BUREAU Fire and Tornado Insurance 
Company, Indianapolis, Indiana 


Now Operating 


The Farm Bureau Fire and Tornado Insurance Com 
pany is now actively operating. Sponsored by thé 
Indiana Farm Bureau the company began business with 
contributed surplus of $104,475, all of which was paid 
in by members of the sponsoring organization. Busines 
is written at a deviation from tariff rates and, in ad 
dition, policies are on the participating plan. V. V 
King, manager of the new company, formerly was as 
sociated with the Indiana Lumbermens Mutual Insur 
ance Company. 


FIDELITY & GUARANTY Fire Corporation 
Baltimore, Maryland 


Additional Financing 


The Fidelity and Guaranty Fire Corporation of Bal 
timore, an affiliate of the United States Fidelity ang,; 
Guaranty Company, is planning to enlarge its net re 
sources by $4,000,000. Stockholders at a special meet 
ing to be held on July 26, will act upon the propose 
additional financing which will increase the capital sto 
from $1,000,000 to $2,000,000 and add $3,000,000 
net surplus. Warrants to subscribe for new shares, pa 
value $10, at $40 each, on a one for one basis, shall bd 
offered to stockholders of record July 26. The United 
States Fidelity and Guaranty Company has announcet 
that it will exercise its right to subscribe to the sto 
to which it will be entitled and has agreed to purchast 
at $40 per share any of the stock which may not 
subscribed for by other stockholders. 
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The Fidelity and Guaranty Fire Corporation which 
‘evan business in February, 1929, reported on Decem- 
ber 31, 1945 total admitted assets, $14,355,716; capital, 
+,000,000 ; net surplus, $3,000,000 ; voluntary reserves, 
565,781. Its net premium volume in 1945 reached an 
195 811 time high of $9,195,487. For the first four months 
1 asabf 1946 the premium volume averaged $1,000,000 per 
npanyfmonth. Because ot the unusual increase in business and 
ent sontinued underwriting losses due chiefly to automobile 
$20).Bollision insurance, Harry F. Ogden, president, an- 
 sdehounced on May 30 that the usual semi-annual dividend 
fficersfvas not declared. 

pres- 
Millon: 
in, ¢, 
s aMOUNDERS Fire & Marine Insurance Company 


memos Angeles, California 
anagh 


UsselR ck Oversubscribed 
f th 















The offering of 100,000 shares of $10 par capital 
tock of the Founders Fire & Marine Insurance Com- 
any made recently to residents and corporations of 
alifornia, exclusively, has been substantially over- 
ce fpubscribed. Subscription was at $40 per share, without 
ommission or sales expenses, to net the company $4,- 
100,000 ($1,000,000 capital stock and $3,000,000 sur- 
plus ). 

Sponsored by a group of prominent northern and 
outhern California business men (see May issue, BEst’s 
rE & CASUALTY NEws), the company expects to 
Hommence business as soon as the necessary legal pro- 
edures have been completed. Heading the official staff 
bre: Victor H. Rossetti, president of Farmers & Mer- 
hants National Bank of Los Angeles, and Preston 
otchkis, president of Central Business Properties Inc., 
vho occupy the positions of chairman of the board and 
resident, respectively. 













iS as 
if 


NSURORS INDEMNITY and Insurance 


ompany, Tulsa, Oklahoma 
Chicago Corporation Acquires Stock Interest 


A substantial interest in the Insurors Indemnity and 
Insurance Company has been purchased by the Chicago 
Corporation, Chicago, Illinois. The officers and person- 
mel of the Insurors Indemnity and Insurance Company 
vill remain as is and the company will proceed along 
he same lines and operating policies. 





B 
’ and 
t re 
meet 
Set 


~~ ERCHANTS MUTUAL Casualty Company 
, pagransas City, Missouri 

ill b4 ' 
nite@Recently Licensed 

inced . ; 

stoi Issuance of a certificate of authority to the Mer- 
-hasftants Mutual Casualty Company by the Insurance De- 
ot bgPattment of Missouri was recently reported. The com- 
any will write liability insurance against loss, expense 
(Continued on the next page) 
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THEY SHOULD HAVE 


MORE Coverage 


Perhaps they’ve grown since the blan- 
ket was bought. And perhaps many 
of your assureds don’t realize how 
costs have grown since their insur- 
ance was bought. Homes and home 
furnishings cost half again as much 
today as they did ten years ago... . 
so that coverage which originally was 
ample is unsafely inadequate now. 
It’s a broad opportunity for you to 
get additional production. Talk with 
our field men about it. 


@ PEARL ASSURANCE COMPANY, LTD. 
@ EUREKA SECURITY FIRE & MARINE 
INSURANCE CO. 


@ MONARCH FIRE INSURANCE COMPANY 


i AY AVALANY 


HOME OFFICE: 19 RECTOR STREET, NEW YORK 6 












CLEVELAND NEW YORK 
31% Bulkley Bidg. 26 Cliff St. 
PHILADELPHIA CINCINNATI 
525 Chestnut St. 1417 Carew Tower 
SAN FRANCISCO CHICAGO 
369 Pine Street 175 W. Jackson Blvd. 























UNITED STATES 
CASUALTY COMPANY 





Home Office 
60 John Street New York City 


























Your Gest Hotel Value 
in Denver 











soar enoxoway DENVER... 


Leask First at the Shirley - Savoy 
for Your Home-“Town Friends 
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MERCHANTS MUTUAL—Continued hio, 1 

mount: 
or liability by reason of bodily injury or death by gsame Pé 
cident, disability, sickness, etc. The directors are suspen 
ported to be: C. L. Smith, N. F. Heitman, E. A, (qggfrom th 
C. F. Duffelmeyer and Murley F. Lorton. Failure 
Jnsuran 
somplai 
claims ¢ 
ment e 
ailure t 
if disht 
pnd dis 
product 
romisi 


. Te , hat for 
Effective July 1, the Michigan Millers Mutual Fiierwrit! 


Insurance Company closed the branch office whichfheeded - 
had maintained in New York City. rission 

All brokerage business of the branch previously tind M. 
been discontinued on June 1, and acceptance of nif the c 
business after that date was restricted solely to tipjrecto 
derived through regularly appointed agents. Arranglkaid sto 
ments have been made with Improved Risk Mutuals ior the 
service on all outstanding policies after June 30. fisted o 
losed. 
the Not 
he requ 









MICHIGAN MILLERS Mutual Fire Insurance 
Company, Lansing, Michigan 








Branch Office Closed 


NATIONAL Automobile and Casualty InsurangAppee! 
Company, Los Angeles, California 












Alleg 

Suspension Order Stayed port th 

Departn 

National Automobile and Casualty Insurance CoggstPerin' 

pany secured on June 5, 1946, a writ of mandate int th . 
in the 


California Superior Court granting a stay of the sy 
pension order pending final determination by the Cou 
The writ directed Insurance Commissioner Maynaigsuspend 
Garrison to vacate, revoke and annul the order of s : 
pension, to restore the company’s certificate of authorig Mich 
to full force and effect and to issue a renewal of certiigForbes, 
cate for the period commencing July 1, 1946, or upa§Casualt 
failure to do so to appear and show cause on June 2gcompan 
1946 why the writ should not be made permanent. Mg gro 
At the request of the Attorney General, the trial dagholders 
has been moved ahead to July 20, 1946. The stay ordgto the » 
will continue in effect until determination of the issug!? the s 


by the court. in the ; 
to pren 


equitabl 
limitatic 
fin 1 
of the I 
NORTHERN MUTUAL Casualty Company fis earl; 
Chicago, Illinois was 16, 
the ove 
Suspended in Ohio in the s 
the con 

Cancellation and revocation of the licenses of Nortlgagreeme 
ern Mutual Casualty Company and all agents for thgpany of 
company was announced May 23, 1946, by the Ohiggregate 
Division of Insurance. The report stated that this compof the | 
pany had approximately 25,000 to 30,000 policies the sect 
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hio, receiving premiums in 1945 on these policies 
Lmounting to $335,675, while the losses paid for the 




















by agsame period to ¢ Yhio policyholders amounted to $25,146. 
» BSuspension of the company’s license in Ohio resulted 
7 rom the following findings of Commissioner Dressel : 
PRailure to report to the office of the Superintendent of 
Insurance by correspondence relating to claims and 
somplaints from Ohio policyholders ; neglecting to pay 
Jgims of Ohio policyholders ; failure to supply Depart- 

nent examiners with records of business transactions ; 
ailure to keep proper business records, including records 

1cé B disbursements, minutes and agreements; the waste 
pnd dissipation of assets and funds; substitution of a 
roduction contract contrary to the laws of Ohio after 
romising to cancel the one in use; violation of law in 

hat for the years 1944 and 1945 the percentage of un- 

al FiMerwriting expense incurred to premiums earned ex- 
rhichMreeded 40% of its premium income in each year. Com- 
issioner Dresse] also stated in his report that L. O. 

sly and M. A. Napier, president and secretary, respectively, 
of nliof the company, were the owners of the stock of Agency 
to t#Director Plan, Inc., in or about March, 1945, and sold 
rrangaid stock to the Bankers Life and Casualty Company 
uals or the sum of $800,000. Capital of this company con- 





sisted of 10 shares of stock, with no physical assets dis- 
josed. The Agency Director Plan, Inc., contract with 
he Northern Mutual was cancelled April 30, 1945, at 
he request of the Ohio Insurance Department. 







ppeals Ohio Decision 





Alleging that no evidence had been introduced to sup- 
port the charges made by the Ohio State Insurance 
epartment and that errors were committed by the 
superintendent in the admission of evidence, an appeal 
rom the ruling of Superintendent W. Dressel was filed 
in the Court of Common Pleas by the company. 







4 Con 
> in th 
he sii 
Cou 
il 
of s 
thor Michigan’s Commissioner of Insurance, David A. 
certiig Forbes, has revoked the licenses of the Northern Mutual 
r upgcasualty Company and its agents. Revocation of the 
company’s Michigan license was based on the follow- 







Suspended in Michigan 
























ine 2 
t. fing grounds: The volume of complaints filed by policy- 
al daholders of the company was grossly disproportionate 
y ordgto the volume of business transacted by the company 
, issugin the state, as compared with other insurers engaged 
in the same line of business; the ratio of losses paid 
to premiums and policy fees collected has been in- 
equitable to policyholders; no material change in the 
limitations of policy form or in the adjustment of 
laims was made by the company after being informed 
of the Department’s criticism of its very low loss ratio 
Y  fasearly as 1944 (the company’s loss ratio in the state 
was 16.04% in 1942, rising to 27.49% in 1945 while 
the over-all loss ratio on accident and health business 
in the state was 61% in 1942, rising to 64% in 1944); 
the company entered into an unprofitable excess loss 
Nortifagreement with the Bankers Life and Casualty Com- 
for thgpany of Chicago which resulted in decreasing the ag- 
> Ohiggregate of surplus and special reserves so that in spite 
s comgof the unconscionably low loss ratio of the company, 
cies ifthe security to policyholders became lessened. 
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triving with 

every Y acility for 
the opportunity to 

| serve risks properly, 
7 through agents and 
brokers exclusively. 
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Pennsylvania Casualty 
Company 


A multi-line stock company 


Baltimore 











Sittumiuous has the 


“AGENT'S 
VIEWPOINT” 


Founded by agents nearly 
thirty years ago . . . managed 
at the present time by former 
agents . . . Bituminous has con- 
tinued to appreciate the “agent’s 
viewpoint” and to understand 
the agent’s problems. 


Bituminous has always per- 
formed the correct function of an 
insurance organization—service 
to the agent as well as the 
policyholder. 


Bituminous fulfills its pledge 
to serve through seasoned man- 
agement in home and branch 
offices . . . through prompt, valu- 
able assistance from specialists 


in every field. 


“Security with Service” 


ous C 
Bre PORATION WAtry 


ROCK ISLAND ILLINOIS 


ASSETS OVER $14,000,000 








PIONEER MUTUAL Insurance Company 
Boston, Massachusetts 





Guaranty Capital Proposed 


A special meeting of the policyholders of this coy 
pany will be held on July 17 to vote upon a Propose 
to establish a guaranty capital of $25,000. The propose 
capital will consist of 250 shares of par value $100 exe 


PLANET Insurance Company 
Detroit, Michigan 


Elects New President 


At a recent board of directors meeting R. H. Playfil 
was elected to the presidency. Mr. Platts, who succeeifi 
the late Charles C. Bowen, has been with the Standap 
Accident since 1912, and a vice president since 193% 


ROYAL Indemnity Company 
New York, New York 


Executive Changes 


Kenneth Spencer, Executive Director of the Eagl 
Globe and Royal Indemnity Companies has made th 
following announcement : 

“As a result of the Supreme Court decision in t 
S.E.U.A. case and Public Law 15, it would seem prob 
able that the insurance industry in the future is likel 
to undergo many changes...... and it will be a matte 
of intelligent planning and organization to adapt t 
groups operations to these changes so that when the 
come they can be taken in stride. 

“In order to better accomplish these objectives, it ha 
been decided that the first step is to bring the operation 
of our three casualty companies into closer unison. F 
this purpose, the directors have concluded that as from 
the Ist of July, I shculd relinquish my present title 
Executive Director and assume the Presidency of 0 
three Casualty Companies. I will have as my immediatg 
assistants in all matters the following Executive Vie 
Presidents: George W. McCagg, J. F. O’Loughili 
Clarks Smith. 


SECURITY Life and Accident Insurance 
Company, Mobile, Alabama 


Recently Licensed 
Licensed April 20, 1946 by the Alabama Insurancgj 
Department, the Security Life and Accident Insurane | 
Company began the underwriting of industrial life, ac | 
cident and health insurance on the same day. Stool 
sold at $20 per share, par value $12.50, produced capigy 
tal of $25,000 and surplus of $15,000. Officers aregi 
President, M. B. Matthews; vice president, T. Wal 
Roberts; secretary, W. H. Taylor ; treasurer, C. 
Carlovitz. Directors are: the officers, C. J. Congleton 
T. O. Howell and M. A. Ishee. 





BEST'S FIRE AND CASUALTY NEWS FOR JU 











EMPLOYERS REINSURANCE CORPORATION 


J. B. ROBERTSON—PRESIDENT 


REINSURANCE IN ALL 
CASUALTY, FIDELITY 
AND SURETY LINES. 


BOTH AUTOMATIC AND 
FACULTATIVE SERVICE 


KANSAS CITY 


NEW YORK 
CHICAGO 
SAN FRANCISCO 
LOS ANGELES 


FOR JULY, 1946. 
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STANDARD Accident Insurance Company 
Detroit, Michigan 


Elects New President and Director 


At a recent board of directors meeting R. H. Platts 
was elected to the presidency. Mr. Platts, who succeeds 
the late Charles C. Bowen, has been with the Standard 
Accident since 1912, and a vice president since 1933. 

Harry F. Morrow was elected a member of the com- 
pany’s board of directors at a recent meeting. 


STANDARD NATIONAL Insurance Company 
Atlanta, Georgia 


New Company 


The Standard National Insurance Company, chartered 
under Georgia laws on January 2, began business on 
May 8 with paid-in capital of $100,000 and paid-in 
surplus of similar amount. Sponsored and wholly- 
owned by Hurt & Quin, Inc., of Atlanta, prominent 
general agency firm, the new company will underwrite 
fire reinsurance only. 
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Officers and directors are: President, Langdon Boot th 
Quin; vice president and treas Robert § Qui 
QO : e president and treasurer, Robert S, Q tment 
vice presidents, Parks Huntt and D. Lee Wiq, 6 
secretary, Langdon C. Quin, Jr. 


bitinent: 
other 1 


STUYVESANT Insurance Company 
New York, New York 


Staff Changes 









ESTER 


ort Scc 


ircraft ¢ 

Effective July 1, Harold W. St. Clair was nap 
secretary and treasurer succeeding F. E. Moberg, y A pref 
resigned after serving in that capacity for four ye, yned at 
Mr. St. Clair has a background of insurance compaqy St" 
experience and also served with the New Jersey jj 
surance Department. During the war he served wi 
the Production Office of the United States War 
partment and for the past year he had been connecy 
with the Railroad Insurance Association. 

Charles F. Steers, who has been identified with 4 
insurance business for the past eighteen years, has be 
appointed assistant secretary. Mr. Steers served wi 
the Home Insurance Company in their Pacific ; 
Foreign Department handling Canadian underwriting 
In 1934 he was transferred to Halifax, Nova Scoty 
where he served in the employ of the Halifax Insuran 
Company until 1944. In the latter capacity, he was; 
charge of reinsurance and underwriting and his prese 
position with the Stuyvesant embraces similar activitig 
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i ; ate Case, ( 
[he Review of London reports that directors of there au 
Sun Insurance Office, Ltd. of London have proposefftate super 
the transfer of £600,000 from profit and loss baland -- 
in reduction of the stockholders unpaid share liability Stock Cas 
° ° : ° -, :maluation o 
This proposal would result in an increase in paid 
capital from £600,000 (25% paid up) to £1,200,00 
(50% paid up). 
The balance in the profit and loss account at t 
close of 1945 amounted to £1,823,879. In addition eveopmen 
company maintains a funded general reserve of £3,500 fiatiity of 
000 and special contingency reserves of £419,000 (eq fat I. 


: iability Po 
clusive of staff funds). pos Lagic 
fupreme U0 
#Prudentia 


Robertson 















SUN Insurance Office, Ltd. 
London, England 


Altering Capital Structure 


viation W 


TRAVELERS Insurance Company 


Hartford, Connecticut aunting 


becounting 
ecounting 
counting 

and 
. : gents’ Pro 
Adolf Steffens, former consul of Finland in Puert “ez 
Rico, has been named the general agent of The Travelinett Lia 
ers Insurance, Indemnity and Fire companies, Witla teat’ 


headquarters in San Juan, Puerto Rico. He will repputomobiie 


Opens Foreign Office 





BEST'S FIRE AND CASUALTY NEW#OR JU! 









sent the companies as an agent, conduct claim ad- 
istment and render other services in the interests of 
vntinental policyholders of the companies with branches 
other representation in Puerto Rico. 


J icke 









ESTERN Fire Insurance Company 
ort Scott, Kansas 


ircraft Coverage 


A preferred risk rating plan, applicable to privately 
«ned aircraft, has been adopted by the Western Fire 
nsurance Company. Eligible for rate credits, from 10% 





up to a total of 25%, are pilots of at least 25 years of 
age who hold a private or higher license and enjoy a 
good reputation and record in flying. 

Rate credits at present are only being extended by the 
company to 1946 model aircraft. Improved brakes, im- 
proved landing gear, visibility, stability in flights partic- 
ularly at low speed, easy replacement of damaged parts, 
standardized repair and labor costs and low priced re- 
placement parts are all considered in the scale of credits. 
Only planes which are properly hangared qualify for 
coverage. 

Special credits are applicable to those planes which 
have been especially engineered to reduce accidents 
caused by pilot error. Another important consideration 
is the pilot’s training in meteorology, navigation and 
general service of aircraft. 
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INSURANCE COMPANIES REPORTED UPON 





Accident and Casualty, New York Buckeye Union Fire, Columbus Farmers Elevator Mutual, Des Moines 
Sa era ae pr. 109 (Capital Balarged) ...cccccccscce May 104 (Newly Lacemeed) ....00+sccntin eb, 
Aer-Auto Inter-Insurance, Kankakee CE GOREN) oc cnesccesscecne June 95 Farmers — Reinsurance, Chicago 
(See Aeronautic and Automotive) Mar. 102 California Compensation, San Francisco CE THD .00666500%800%+00c0Re 
Aeronautic and Automotive, wun (See Great Western Fire & Marine) Farmers Union Mutual Automobile, 
(Adopts New Title) .......s0cs0- ar. 102 June 99 Moines (Name Changed) ......., 
Aetna Casualty and Surety, Harttord Camden Fire Insurance, et gal Federal Insurance, Flemington 
(Stockholders’ Report) .........} Mar. 102 (Ocean Marine Appointment) ....Feb. 99 _(Re-Enters Philippines) ........ 
Aetna Fire Group, Hartford Canadian Fire Insurance, Winnipe ye | ro Baltimore 
Oe ES Paneer Jan. 93 (Charter Amendments Approved) Sor. 109 (Gtoc orl ti eport) ........ 
(Staff Advancements) ........... Mar. 102 Cavalier Insurance, Baltimore Fe <heage Guar OMB) eee. nese seees Dr. 
Allied Compensation, Los Angeles (Now Pa. Casualty Running Mate) June 95 i pr « +e er Fire, Baltimore aberme! 
ee aise csi geg.a. cicliie Feb. 99 Central Mutual, Chicago Fid seitiena P Fire. Re stats seees Recent | 
Allstate Insurance, Chicago (Liquidation Payment Made) ..... July 94 See G ies tt New York 
(Increases Capital) .............. July 98 Century Insurance, New York ( ontinental Insurance) .... 
— an ae. od York seen 08 (Gwyn Advanced) ......ccccccccee Jan. 94 ris Sosotintion, ee 
onsolidations Completed) .....) ay Joins rera FOU) ..ccccssal 
(Executive Changes) ............. July 93 “Se ae ee. 109 Ne ie RCVIGION) ....+....ss0a Mar. .hattan 
American Automobile Fire, St. Louis Colonial Insurance, Los Angeles “No Claim Credit” Request Denied) Examine 
(Additional Surplus Contributed) June 95 Mar, 


American Casualty, Reading 


=e Mar. 102 
American Farmers Mutual, Lake Elmo 
aise bia xee bi ntae caged Feb. 99 


American Fire & Casualty, Orlando 
(Aviation Division Established).Mar. 102 
American Insurance Group, Newark 


(Multiple Underwriting Powers)..Feb. 99 

(Official Changes) ..............6. June 95 
American Insurance, Newark 

Dividend Increase) ............. Mar. 102 

100th Anniversary) ............. Apr. 109 

(Staff Advancement) ............. July 93 
American International, New Y 

(Indian Affiliate Established) * 103 


. 


American Mutual Liability, a. 
1s) 


DT SEED ‘svccceccoccccevces fay 103 

Recent Appointments) ......... May 103 
American Progressive Health, New ‘York 

ne ORC May 103 
American Reserve, New York 

Sees Jan. 93 

DT MEEEOND ccvtcccceescecves --Jan. 93 

RK rer July 93 
American States, Indianapolis 

CE cncktd chee esetesses odes Jan. 93 
~ elina emo Lufkin 

ew Compa any) Wear beebhascenes May 103 

Aseotie Life & Casualty, Chicago 

SEE RENIN crcscccsececsseses Jan. 93 
Associated Avialies, New York 

(Rates Decreased) ebeewbnoeneaas Mar. 102 
Associated Fire & Marine, San Francisco 

Capital Readjustment Maaiieeis cug are Feb. 99 


) 
Atlantic City Fire, Atlantic City 
(Discontinues Insur. Operations).May 103 


Atlantic Mutual Insurance, New York 
(Official Staff Changes) ......... ar. 103 
Automotive Insurance, Los Angeles 
(Increases Surplus) .............. Feb. 99 
Aviation & General, London 
(Dominion License) .............. Jan. 93 


Bankers pemety Insurance, Newark 
ree May 104 


Bankers Life & Casualty, Chicago 


(To Absorb Northern Mutual)....June 95 
i Sd ne ea eh ae 60 6e.cause July 93 
Bituminous Casualty, Rock Island 
(Cleaveland, Jr., President) ...... Jan. 93 
(H. H. Cleaveland, Sr., Deceased) .July 94 
Boston Insurance, Boston 
eS errs Jan. 94 
New Vice President) ............ Jan. 94 
Dividend Increase) ............. pr. 109 
Broward Surety, Fort Lauderdale 
Gr aD: May 104 


Buckeye Union Casualty, Columbus 
(Extends Underwriting Powers).May 104 
(Affiliate’s Capita] Enlarged) ....May 104 


104 


(Additional Funds Contributed) Feb. 100 
Commerce Casualty & Surety, Kansas Ne! 
(Recently Incorporated) Feb. 1 
Commercial Standard, Fort Worth 
(Increases Capital) 
Connecticut General Life, Hartford 
(New Aviation Policy) a 
Consolidated Taxpayers Mut., } 
(Examined) 


Continental Casualty, Chicago 





(Reelected Director) ............. Jan. 95 

(Premium Volume) ............. Feb. 100 

(Stockholders’ Report) .......... Mar. 103 

(Aviation Insurance) ........... Mar. 103 

(Official Changes) ............... Mar. 103 
Continental Insurance, New York 

Annual Statement) ............. 100 


Cosmopolitan Mutual Fire, New York 
EE. scbestancacctene gates on Jan. 9% 
Country Mutual Casualty, Chicago 
(See Ill. Agricultural Mutual). 
Country Mutual Fire, Chicago 
(See Farmers Mutual Reinsurance) 
Mar. 103 


-Mar. 106 


Craftsman Insurance, Boston 
CRT MONE 6ccccccenecesicees Apr. 110 
Dearborn National Insurance, Detroit 
(Revised Reinsurance a 


Ju 

Donegal & Comey Mutual Fire, Marietta 

(Casualty Affiliation) June 
Dorchester Mutual Fixe, Boston 

(Non-Assessable Policies) 
Dubuque Fire & Marine, Dubuque 

(Proposed Consolidation)......... June 96 

(Consolidation Approved) 


" loyers’ Group, Boston 
reates New Aviation Department) 
June 97 
atta Bee PT) vacscscces June 97 
(Mullen Elected Trustee) ......... July 95 


Employers Insurance, Birmingham 
(Capital Increase Contemplated) Feb. 101 
(Capital Increased) Mar. 103 


Eureka Casualty, Los Angeles 


(Complete Liquidation) ......... Mar. 103 
Excelsior Insurance, Syracuse 

(Official Staff Changes) ........ Mar. 103 
Excess Insurance, New York 

(Recommends Charter Changes)...July 95 
Family Life Insurance, Chicago 

(New Hospitalization Company)...July 96 


Farm Bureau Fire & Tornado, Indianapolis 
(New Company) June 97 
(New Operating) ........ccccsceecs July 96 

Farm Bureau Mutual, Jefferson oy. 


CHO CEES) . cc cccccsccaces ar. 103 

ee. ree June 98 
Farmers Casualty. Des Moines 

(See Farmers Union Mutual)..... June 98 
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Fireman’s Fund, San Francisco 
(Crafts Succeeds Hannah) ...... 


Founders’ Fire & Marine, Los Angeles 
(Organizing) -Ma: 
(Stock Oversubscribed) 

General Insurance, Seattle 
(Change in Operational Procedure) 


el 

(Auto Underwriting Revised) ...Mar, 
(Krus Resigning) ........:.e00- 

General Reinsurance, New York 

(Raises Dividend Rate) 


Glens Falls Group, Glens Falls 
(Additions to Official Staff)...... 
Great Western Fire & Marine, San ci 
(Running Mate for Cal. Compe 
Une 


Globe & Rutgers Fire, New York 
(Pooling Arrangements Revised Feb. 
Great American Group, New York 
Keep Reassumes residency) .. Jam 


Harbor Insurance, San Diego 
(In Proceges of Organization)....Aprt. 
Hardware Indemnity, Minneapolis 
(Correction Notice) Tune 
Harleysville Mutual Casualty, Harleysvi 
(Broadens Charter) Apr. 
Hartford Accident & Indemnity, Hartto 
(Premium Volume) Feb. 
(New Officers) 
Hartford Steam Boiler, pore 
et of Year-End Data) . 
(New Officers) 
Hawkeye Casualty, Des Moines 
(Recent Elections) 
Home Fleet, wed York 
(Staff Changes) ston aan 9 the 
Home Indemnity, New York 
(Elect Vice Pres. & Secretary) ...Jal. 
Illinois Agricultural Mutual, Chicago 
(Adopts New Title) Mar. 


Indemnity Insurance, Philadelphia 
(Withdraws from Canadian Ass’ s 


(Auto Di 
(Volume 
rchants 
(Recently 
ropolita 
(Propose 


(Broadens Burglary Policy) 
(Expands Foreign Department) . 
Indemnity Marine Assurance, London 
(Marine Management Changes). .Feb.} 
Indiana Farm Bureau Fire, Indianapolis 
(Organizing) Mar. 
Indiana Lumbermens Mutual, Indianapot 
(Beall Advanced) Apr. 
Industrial Insurance, Flemington 
(Morris Plan Affiliate) .......-+- Mar. 
(Acquires National F. & M. and , 
Hamilton) . - May 
Insurance Company of N. A., Philadelp 
(Aviation Department Established) 


(Instalment Plan Hxtended) 


BEST'S FIRE AND CASUALTY NEWOR JU 


visions) Ma 
Charter x Approve »s Installment Plan) 


May 106 
e Life, Dallas 
(New Dy ) June 100 
rs Indemnity, ° ea 
Stock Interest Pri July 97 
er-Insurance Exchange, Los aque 
{Auto Insurance Revisions) fay 107 
fer-Ocean Casualty, incinnati 
Stockholders’ Report) 
Official Changes) 
va Mutual Bee men, 
educet 
Deviate srutual Casualty, J 


DeWitt 


Automobile Dividends) 
Discontinues May 107 
bn Marshall Insurance, Huntington ¥ 
- Company) Jan. 97 
ved 
yf & Marine, Kansas City 
New Resources) Apr. 113 
Expansion Program) Apr. 113 
sas City Fire & Marine, ee City 
Stock Offering) June 100 
berty Mutual Insurance, Boston 
Volume by Lines) 
oln Bonding & Insurance, iibnaeie 
See Merchants Casualty) i 
«olin Mutual Casualty, Detroit 
Adds New Line) 
val Automobile, Los Angeles 
New Company) 
abermens Mutual  eoernaiieds Chicago 
Recent Promotions) Jan. 97 
(Kemper Denies Charges) .. eb. 104 
mber Mutual Fire, Boston 
Expansion of Agency Facilities 
Planned) 
nhattan Mutual Automobile, New York 
Examined) Mar. 108 
—_ Casualty, Baltimore as 
(Plans Refinancing) - 105 
(Stockholders’ Report) . 108 
(To Reimburse R.F.C.) 101 
lassachusetts Bonding, Boston 7 
(Proposes to Amend Charter).... . 105 
(Stockholders’ Report) Mar. 108 
erchants Casualty, Lincoln 
(To Change Title) May 108 
erchants Mutual Casualty, pew 
Auto Dividends Suspended) ....Apr. 114 
Volume by Lines) . 114 
rchants Mutual Cas., Kansas City 
(Recently Licensed) July 97 
ropolitan Fire Reassurance, New York 
(Proposed Title Change) Feb. 105 
Metropolitana, Havana 
(See Rhode Island Insurance)...May 110 
ichigan Millers Mutual Fire, Lansing 
(Branch Office Close a. July 98 
7 Shoe Dealers Mutual, Lansing 
(New Title) ar. 109 
idwest Mutual Insurance, Chicago 
(Recently Licensed) Feb. 105 
i National Insurance, Chicago 
(Staff Changes) Mar. 109 
F. A. Mutual Insurance, Columbia 
(New Company) ‘ 
otorists Mutual Insurance, Se 
ieee Donegal & Conoy Mutual). .-June 96 
tal Fire peeeranece, Boston 
‘(Addition to Staff) 
futual Indemnity, Ardmore, Okla. 
(New Company) . 
jutual Medical Insurance, Indiana ols 
(New Company) . 
tional Automobile & Cas., Los Angeles 
(Reports Substantial Volume Increase) 
. Apr. 114 
(Reduces Commissions) — 
(License S nded ) 
oy rder Stayed) ’ 
tional Chiropractic, Webste 
(New Company) .......... 


Jan. 


pWEOR JULY, 1946 


National Fire & Marine, New York 
(Bogert Pleads Guilty) . Feb. 106 
National Lloyd’s, Baltimore 
(Initial Payments Made) June 102 
National Mutual Casualty 
(See Tri-State Compan we 
National Protective Ins., Kansas City 
(Official Changes) Mar. 109 
National Reserve Insurance, aan 
(See Dubuque Fire & Marine) ----June 96 
(See Dubuque Fire & Marine) July 95 
National Surety, New York 
(Recent Elections) 


National Union Fire, Pittsburgh 
(To Revive Casualty Affiliate) ...Feb. 
National Union Indemnity, Pittsburgh 
(See National Union Fire) ‘eb 
New Amsterdam Casualty, Baltimore 
(Examined Mar. 
New Jersey Mfrs. Ass’n Fire, Trenton 
(Dividend to Policyholders) Feb. 
Nodak Mutual Insurance, Fargo 
(New Company) 

North British Group, New York 
(Official Staff Advancements) . 
North Continent Fire, New York 

(Morris Plan Affiliate) 
Northeastern Insurance, Hartford 

(Dividend Payment) . 107 
Northern Mutual Casualty, Chicago 

(See Bankers Life & Casualty)...June 95 

Seamended in Ohio) July 98 
Northwestern Insurance, Seattle 

(New Company) 

(Newly Licensed) 
Norwich Union Group. New York 

(Addition to U. S. Staff) ........ --Jan. 98 


Ohio Medical Indemnity, Columbus 
(New Company) Jan. 99 

Oklahoma Farm Bureau, Oklahoma city 
(New Company) June 102 

Old American Insurance, Kansas City 
(Recent Changes) 

Old Homestead Hail, 
(New Company) 

Pacific Employers, Los Angeles 
(Collision Rates Increased) 

Pacific Mutual Life, Los Angeles. 
(Reports Large A. & H. Increases) 

pr. 


Pacific National Fire, San Francisco 

(Mylod Now President) 

(Surplus Contribution) . 116 
Peerless Casualty, Keene 

(Executive Changes) . 110 

(Plans New Capitalization) .....May 109 

(New Capitalization Approved). 103 
Penn Liberty Insurance, West Chester 

(Additional Funds Contributed) Feb. 107 
Pennsylvania Casualty, Baltimore 

(Executive Changes) . 107 
Pennsylvania Casualty, Baltimore 

(See Cavalier Insurance) 
Pennsylvania Threshermen, 

(Examined) 
Pioneer Mutual Insurance, Boston 

(Addition to Staff 

(Guaranty Capital Proposed) ..July 100 
Planet Insurance, Detroit 

(Elects New President) July 100 
Postal Life & Casualty, Kansas City 

(Executive Changes) Mar. 110 
Preferred Accident Insurance, New York 

(New Official) May 109 
Preferred Automobile, Grand Rapids 

(Name Changed) Feb. 108 
Preferred Insurance, Grand Rapids. 

(See Preferred Automobile) ‘e 
Providence Washington, Providence 

(Official Changes) 
Public National, Miami Beach 

(Increases Capital ) fa 
Reinsurance Corporation, New York 

ay Staff Changes) 

ublic Indemnity, Dallas 
New Affiliate) 

Ré ublic Indemnity, Tucson 

(Capital Increased 


June 102 


---May 109 


Lincoln 


ne 
Harrisburg 


Reserve Insurance, Chicago 
(New Company) JI 
Resolute Fire Insurance, Ri» eae 
u 


(Additions to Official Sta n 
Retail Druggists Mutual, Cincinnati 

(New Title) AY 
Rhode Island Insurance, Providence 

(Ultramar Arrangements Terminated) 


Jan. 
(Instalment Premium Plan) ....Feb. 
(Agreement Reached) 
Royal Exchange Assurance, 
(See Indemnity Marine) 
Royal Indemnity, New York 
(Executive Changes) 
St. Paul Fire & Marine, St. Paul 
(Annual Statement) " 
St. Paul Mercury Indemnity, St. ron 
(Stockholders’ Report) hs 
Seaboard Surety, New York 
(New Director) 
Security Life & Accident, Mobile 
(Recently Licensed) 
Sequoia Insurance, San Francisco 
(In Process of Organization) ...May 
Shawnee Mutual Insurance, Columbus 
(Reorganized) ve 
Southern Fidelity Mutual, Durham _ 
(Examined) 
Southern Fire Insurance, Durham 
(Stock Dividend) 
Standard Accident, Detroit 
(kiects New Pres. & Director)...July 
Standard of Detroit Group, Detroit 
(New Directors) Feb. 
Standard Mutual Casualty, inns 
(Examined) Ja 
Standard Mutual Insurance, Atlanta 
(New Stock Company) June 
Standard Nat.onai, Atianta 
(New Company ) 
Stuyvesant Insurance, 
(Staff Changes) 
Sun Bail Bond, Miami 
(New Company) 
Sun Insurance Group, New York 
or toe Retired) 
New Secretary) 
(Altering Capital Structure) 
Threshermen’ s Mutual, Fond du ‘L ac 
(See Wisconsin Brotherhood) .. Apr. 
Travelers Group, Hartford 
(Premium Volume) 
(Opens Foreign Office) 
Tri-State Companies, Oklahoma City 
(Purchased M 
Union Mutual Fire, Providence 
(Guaranty Fund Enlarged) 
United Casualty, Cedar Rapids 
(Newly Incorporated) soscoeeoecs Feb. 
United Insurers, Denver 
(New Reciprocal) Jan. 
(Attorney-in-Fact Adopts New Title) 
May 
New York 


a 
London 
Feb 


New York 


United States Casualty, 
(50 Lesa va of Business) . 
oe ined) Mar. 112 

8. Fidelity & Guaranty, Baltimore 
© Scale Jan. 101 
(Annual Statement Filed) t d 

United States Guarantee, New York 
(Official Changes) Mar. 113 

Utilities Insurance, St. Louis 
(Examined) . 101 

Veterans Aircraft, Oakiana 
(New Compan y) May 111 

Vulcan Life & y ARTES Birmingham 
(Licensed) Jan. 102 

Western Casualty & Surety, reas | city 
(Increases Capital) 110 

Western Fire, Fort Scott 
(Aircraft Coverage) July 103 

Wm. Penn Fire Insurance, Philadelphia 
(New Treasurer) A 
(Installment Plan A arPieen da’ 

Wisconsin Brotherhood, Fond du 
GED ED 80 6000000.000000 . § 117 
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PROTECTIVE INDEMNITY COMPANY 


A NAME IDENTIFIED WITH EFFICIENT SERVICE AND PROMPT CLAIM PAYMENTS 
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